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As you well know, Webster products are made from 
the finest materials from all parts of the world. And 
you'll be glad to know that Webster has prepared for 
the current emergency. We have a big reserve of raw 
materials in stock. Moreover, we have taken protective 
measures in case we are cut off from our sources of 
supply in the future. 


For this reason, you may feel swre your profit oppor- 
tunities from Webster high quality carbon papers and 
typewriter ribbons will go on and on. Then, too, 
Webster will continue to help you through national 
advertising and merchandising assistance. In 1941 
your Webster franchise should be more valuable and 
profitable than ever before. 








THE NEW WEBCO CARBON PAPERS 
... another profit maker in the Webster line 








Here’s a modern line 
of carbon papers for 
those who want to pay 
a medium price. It is 
smartly packaged. Ask 
your Webster sales- 
man about Webco 
Carbon Papers, or 
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YOU HAVE NEVER 
SEEN ANYTHING 
LIKE THIS—NOT IN _— 
FIBRE BOARD FILES 


me ww FIREFOE 
TRANSFILE 


TRADEMARK 

















This. drawer really. rolls! 


It's a fact. The heavier you load the drawers on this new 
FIREFOE TRANSFILE the easier they roll back and forth. Here's 














easy drawer action comparable to file units many times its S thi 
price. A gentle nudge of the little finger will operate the ‘aired a 
drawer. Ball! 
The FIREFOE is FIRE RESISTIVE. A specially processed fibre + he ennai aie bee 
board covered with asbestos makes the case positively non- cloliy sacmbenslel seed 
inflammable—vermin proof, too! EN ee ae 


drawer bottom and the 
case bottom. 


AUTOMATIC STOP. Special stops prevent drawers from 
being pulled out unintentionally and spilling contents all over 


the floor. 4 
PLUS all the other famous TRANSFILE FILE features, make , @ 
the new FIREFOE the outstanding value on the market. Com- — 
pletely finished in green outside, it matches all your regular .' ee 


filing equipment. - 





ei 





You have to see the new FIREFOE, and try it and test it be- TORCH TEST 
f ' e ° ° e : | 
ore you'll believe it is possible. Send a sample order today FIRE RESISTIVE 
GUIDE SYSTEM & SUPPLY COMPANY cass wes hom-WRaanehtS we tiesto’ te 
335 CANAL STREET, NEW YORK, N. Y. ost ooodete ae eT 
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Acme Visible Records, In« Booth 7 


Booths 14, 15 


Visible Index Corp 
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Booth 347 


Hires, Charles E., Co 
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ACCO PRODUCTS, INC., Long Island City, N. Y. 
Booths 202, 203. 

Fasteners, binders and covers are demonstrated, as 
well as the Accoway system for the filing of blue prints, 
tracings, plans and charts. 

Gerard D. White, J. Kip Edwards, Jr., George W. 
Christie and R. E. Gooley are in attendance. 


ACE FASTENER CORPORATION, Chicago, Ill. and 
135 East Forty-first street, New York, N. Y.—Book 53. 
Manufacturers of Ace, Pilot, Cadet, Clipper, Glider 
and Scout stapling machines, staples and staple re- 
movers for all type of stapling, tacking and fastening 
job in office, factory and other business establish- 


ments. 
Eastern Representative Ben S. Grayson is in charge. 


ACME VISIBLE RECORDS, INC., Chicago, Ill. and 
400 Madison avenue, New York, N. Y.—Booth 7. 

Showing Acme visible card systems and Insite record 
products in all models. 

Vice-President C. A. Badger is in charge. 


ADDRESSOGRAPH-MULTIGRAPH CORPORATION, 
Cleveland, Ohio, and 329 Fifth avenue, New York, 
N. Y. Booths 81, 82, 84, 85. 

Addressograph demonstrates machines designed to 
speed the handling of payroll, collecting, manufac- 
turing information, inventory, orders, shipping, adver- 
tising and sales promotion, dividends, and social secur- 
ty. Multigraph exhibits new office duplicating and 
folding machines for economically producing business 
forms, office stationery, letters, bulletins, mailing and 
reply cards, folders, booklets, illustrated catalogues 
and price lists. 


ADDRESSOGRAPH DIVISION of Addressograph- 
Multigraph Corporation, 329 Fifth avenue, New York, 
N. Y. 

(See Addressograph-Multigraph Corporation.) 


ALLEN-WALES ADDING MACHINE CORPORATION, 
444 Madison avenue, New York, N. Y.—Booths 76, 77, 
89, 90. 

Adding and subtracting machines, combination add- 
ing machine and cash drawer models, hand and elec- 
trically operated, bookkeeping models, machines 
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equipped with credit balance feature, duplex models, 
electrically operated, with or without direct subtrac- 
tion, are on display. 

Dan Steible and W. A. Ericson are in charge. 


AMBERG, A. J., BUSINESS EQUIPMENT CORPORA- 
TION, 480 Canal street, New York, N. Y.—Booth 21. 

Indexing, guides and folders, steel filing cabinets 
and desks are shown. Special indexing set-ups demon- 
strate simplified filing. 

Ann E. Patton is in charge, assisted by New York 
office representatives. 


AMERICAN AUTOMATIC TYPEWRITER COMPANY, 
Chicago, Ill. and 320 Broadway, New York, N. Y. 
Booth 43. 

A display featuring the entire Auto-typist line, in- 
cluding standard selector and dual Selector. 

William M. Schulz and W. J. Marterer are in charge. 


ART METAL CONSTRUCTION COMPANY, James- 
town, N. Y.—Booth 91. 

Demonstrating Postindex files including Rapid Stack, 
flat books, drawer cabinets, reference files and Better 
Sight indexes. 

Henry S. Hansbury, manager of the Postindex New 
York branch, is in charge. Also in attendence is Roy 
E. Wells, Postindex division sales manager. 


ATLANTIC REGISTER COMPANY, Waltham, Mass. 
and 35 West Forty-fifth street, New York, N. Y— 
Booth 92. 

Autographic registers and forms, including the At- 
lantic Snapak inserter and Pre-Pak are shown. 

Metropolitan Sales Manager A. J. Klumpp is in 
charge. 


BIRCHER COMPANY, INC., THE, Rochester, N. Y. 
Booth 44. 

A complete line of Lightning 
sealing machines is on display. 

R. J. Ludlow, Jr. and D. W. Manz, New York City 
sales and service representatives, are in charge. Sales 
Manager R. U. Reed is also in attendance. 


and 


letter openers 


BUNN, B. H., COMPANY, 7604 South Yale avenue, 
Chicago, Ill.—Booth 225. 
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Vl TERS 


AND THEIR “TOOLS” 


THE STONE AGE man recorded incidents by 
scratching pictures on the walls of caves and on 
the bones of animals. The early Egyptians’ writing 


also consisted of pictures, hieroglyphics, later 





modified into simpler signs. 


In the Middle Ages parchment was employed for 
stationery, a reed pen being used, and the ink kept 
in a receptacle called an inkhorn, originally made 
of horn—later of brass. This type of inkhorn is 





still used in the East. 
Later came the quill pen, the writing being dried 
by means of fine sand sprinkled from a sand box, 


like a pepper pot. 








The black lead pencil, the slate and pencil, and 


the steel pen nib were all later inventions. 


For forty-five years Typewriting Machine 


Progress has been paced by Then came the fountain pen and the typewriter. 





TYPEWRITER AND OTHER INK RIBBONS 


CARBON PAPERS-STENCIL INKS 
“THE LINE THAT WITHSTANDS COMPARISON” 








Vanufactured exclusively by 
MILLER-BRYANT-PIERCE 
AURORA, ILLINOIS 
Write for Address and Telephone Number of 


Nearest Miller Line Service Center 





PROFIT FROM LETTER WRITING PROGRESS 
BY PROVIDING LETTER WRITERS 








MILLER LINE RIBBON AND CARBON PRODUCTS 
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Demonstrating a mail tying machine and a package 


tying machine. 
W. W. Spencer in charge. 
BUSINESS EQUIPMENT SALES COMPANY, 
136 Liberty street, New York, N. Y.—Booth 
Cramer posture chairs in several models 
display 
E. W 
are in charge. 
M. Taggart from the home office. 


is 


are 


INC., 


Bromley, Miss W. Terry, and S. F. Schmelzer 
Also in attendance are H. Cramer and 


BUSINESS TRAINING FOUNDATION, 91 Wall street 


Booth 332 
in filing 


New York, N. Y 
Offering courses 
dures to beginners 
Mrs. Adeline Douglass is in charge. 


and other office proce 


CHANDLER SALES & SERVICE COMPANY, 245 Sev 


avenue, New York, N. Y. 
POSTURE CHAIR 


enth 
CRAMER 
City Mo 
(See Business Equipment Sales Company, 
MANUFACTURING COMPANY, 
Chicago, Il1l—Booth 45 


COMPANY, 
Inc.) 


DAVIDSON 
We Adams 


street, 


and a line 


sheet up 


work, 


In a 


relief 
folds 


offset and 
handling 


both 
machines 
inches 
Davidson is in charge 
CORPORATION, 420 
Booths 38, 39 
and transcribing 


handles 
folding 
14 by 20 
WwW. W 
DICTAPHONE 
nue, New York, N. Y 


Cameo dictating 


Lexington av 


machines 


recording 


f 


Kansa 


1020 


Products displayed include the dual duplicator, which 


and 


equlp- 


ecessories and Telecord conference 
ment are on display. “What’s an Office Anyway 
a new motion picture, is being shown in a specia 
tneatre 
New York Branch Manager Carol Lyttle is in chat 
sted by members of his Sales organization 


DITTO, INC., Chicago, I1].—Booths 93, 94 





The entire line of Ditto gelatin and liquid dup! 
ators will be shown in a wide price range. The: 
machines are demonstrated on straight run duplicat 
ing and many business methods, such as order billin 


A. L 
DOMORE CHAIR COMPANY, Elkhart, Ind 
54 . 
Showing new executive 
J. H. Barfoot in charge, 
the New York agency Staff 
DUN’S REVIEW, 290 Broadway, New York, N. Y 


Three large panels presenting features of the ma 


parts order, etc 


Dunphy is in charge 


and clerical 


is assisted by members 


H. C 
DUPLEX DESK COMPANY, INC., 280 
1ue, New York, N. Y.—Booth 20. 

Disp! Duplex two-top desk 


playing the 
West 


Daych is in charge 


EDISON, THOMAS A., INC., Orange, N. J 
Booths 24, 26 

Featuring the desk Ediphone, the 
the floor and the Edison 
SWitch and adjustable straight ed 


in cha > 


phone for shaver equl} 
with 


E. C 
ELLIOTT 


‘ +9 
Campbriage 


rY) reer 
AAICTiCUuL Yy 
‘ 


McCarthy is 


irge. 


MACHINE 
29, 30, 31 


ADDRESSING 
Mass.—Booths 


28, 33 


32, 
. 

ae 

Addressing machines 


1; . i 
Val I 


35. 36 
different models 


Inciuaing 


in many 

1OUS snown, 
| . hh a | 

five displayed for the ime 


R. DePace, New York manager, is in 


lines of business 
’ . 
LITsS 


cnarge 


moaei Chall 


COMPANY 


1 


Madison ave 


Streamlined Edi 
ppea 


>A 


TEST ADMINISTRATION BUREAU, 
New York, N. Y.—Booth 331. 

tests to determine clerical aptitude 
selection and training of 


EMPLOYERS’ 
Wall street, 
Administering 

and speed, to assist in the 
iffice workers 


Miss Doris E 


ESTERBROOK PEN COMPANY, 277 Broadway, New 
York, N. Y.—Booth 204 


9g] 


Phillips is in charge 


Dip-less sets and a complete line of fountain pens 
ind “push” pencils are shown 
Manager Harry W. Lynn is in charge. Also in at- 


are R. W. Mueller and R. S. Menchikoff. 
FASTENER CORPORATION, 860-902 Fletcher street. 


tendaance 


Chicago, Ill.—Booth 344. 

In addition to a compression desk stapler, three 
Ines of automatic hammer tackers and four models 
of new compression gun tackers are displayed. 


sales manager, is in charge. 


MACHINE COMPANY, San 
Fourth New York, 


Norris R. Libert, 


FRIDEN CALCULATING 


499 


Leandro, Calif. and 432 avenue, 
N. Y.—Booths 58, 59 
Among other machines shown are the Super-matic 


tabulating model providing completely automatic posi- 


lve, negative and accumulative multiplication and 
itomatic dual division, and the model C, equipped 
with selective carriage tabulation and the dividend 


tabulating key 
C. C. Simons, 
sted by his staff 


New York distributor, is in charge. 
ff, as well as a number of out-of- 

vn distributors. Also in attendance are President 
Carl M. Friden Vice-President John M. Lund 


GENERAL ELECTRIC COMPANY, Nela Park. Cleve- 
nd, Ohio.—Booth 52 


and 


The role that fluorescent plays in contributing to the 
peration of business machines is demonstrated. Sev- 
era nits each including properly designed desk, 
idequate lighting and correct chair for a particular 
ss machine are on display along with several 

ier helpful hints on the use of lighting in efficient 
ffice operation 

J. C. Forbe illuminating engineer, from the engi- 
eering division of the lamp department, is in chargé 


GEYER, ANDREW, INC., 260 Fifth avenue, New 
York, N. Y.—Booths 321, 322 

reyer’s Topics, a trade journal of the stationery, 

t and business machines industry, is 


GUIDE SYSTEM & SUPPLY COMPANY, 335 Canal 
t, New York, N. Y Booth 50 
Featuring the new Firefoe Transfile, asbestos cov 


S1Ze€S, 





10n-inflammab in several styles and 
VE is other lels of Transfile storage cases 
President Irviz Kremsdorf is in charge, assisted 
ther members of the organization 


HANO, PHILIP, COMPANY, INC., Holyoke, Mass. and 


1107 Broadway, New Y N. Y 
Snap-a-part continuous forms are shown. as w 
thographed forms, autographic registers and forms 
rbon pack, manifold book, and continuous forms 
leaved with one time carbon 


HIRES, CHARLES E., COMPANY, INC., 4216 Thi: 
ent} ‘ 4 T 7 y a 


eenth stree Long Island City, N. Y.—Booth 347 
Water cooling equipment in various types is on 
Karl R. L ba manage Edward M 
fullener and Louis Ant are in charge 
HOOVEN LETTERS, INC., 352 Fourth avenue. New 


York, N. Y 


in constant operati 











More Than 100 Different ALLEN WALES Models 
More Than 400 Distributing Points in U.S. A. 
More Than 600 Percent Increase in Sales 

In The Past 6 Years 


These Figures Are Of Importance To All 
1OF-7-5 trey aw aNo Co bbele ms \/Locolsbbel=s- 


Manufactured Since 1903 ALLEN WALES 
Machines Are Recognized For Their 
ACCURACY—SPEED and DEPENDABILITY 


Wy Cofol-) (=a. 0c- Wea cost lote)(- i ke) ai as-)a a 'ge\-mO): oun ? 

: ; : ur Low Priced 
Business Covering The Widest Possible i 
akeosslo(-Me)@at-roabbtc-seel=yed t= 


Machines Are Priced From $75.00 And Our Nearest Agency Will Be Glad 
i oun F-) am Co) tam b oa @) s(n Abb elo) bb am @Jo)ble(ossloye Reet N-)(-) 0) sloyel- MN Mel-yee oy am A bebt-mm Ol 


ALLEN WALES ADDING MACHINE CORPORATION 


444 Madison Avenue, New York, N. Y. 
SALES AND SERVICE IN 400 AMERICAN CITIES AND IN 40 FOREIGN COUNTRIES 
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HUNTER ELECTRO-COPYIST AGENCY, INC., 30 
Vesey street, New York, N. Y.—Booth 23. 

Showing photo-copying machines and _ supplies. 
There is displayed what the exhibitor claims is the 
largest standard photo-copying machine is the world, 
copying up to 36 by 88. 

President John B. Tupper is in charge, assisted by 
H. Kranich and C. H. Burbank. 


HYGRADE SYLVANIA CORPORATION, Salem, Mass. 
and 500 Fifth avenue, New York, N. Y.—Booth 111. 

Miralume fluorescent fixtures for office and indus- 
trial purposes are displayed. Especially featured are 
colored fluorescent lamps. 

New York District Sales Manager Lewis Gordon is 
in charge. 


INKOGRAPH COMPANY, INC., 200 Hudson street, 
New York, N. Y.—Booth 212. 

Inkograph pencil pointed pens in several styles are 
shown. 

J. Wallace is in charge. 


INTERNATIONAL BUSINESS MACHINES COR- 
PORATION, 590 Madison avenue, New York, N. Y.— 
Booths 61, 62, 63, 64, 65, 66, 67, 69, 70, 71, 72, 
73, 74, 75. 

Displaying and demonstrating electric punched card 
accounting machines, time recorders, electric timing 
systems, sound distribution equipment, all-electric 
writing machines, proof machines for banks and other 
management aids. 


KEE LOX MANUFACTURING COMPANY, 2 
avenue, New York, N. Y.—Booth 57. 

Carbon papers and inked ribbons and Kee Lox device 
for transversing carbon in multiple, continuous form 
sets for use on typewriters and billing machines are 
featured. 

John A. Noonan, manager; E. R. Foudy and O. B. 
Olsen are in charge. 


LAMSON CORPORATION, Syracuse, N. Y.—Booth 

Pneumatic tube systems for the use of various sized 
carriers for interdepartmental exchange of papers, 
money, packets and small articles in offices, banks, 
stores, shops, insurance companies, etc., are displayed. 


Park 


LINGUAPHONE INSTITUTE, 30 Rockefeller Plaza, 
New York, N. Y.—Booth 211. 

Demonstrating home-study methods of learning 
twenty-seven languages from English to Chinese and 
the organization’s method of teaching. 


Carl Remy is in charge. 


MACEY-FOWLER, INC., 385 Madison avenue, New 
York, N. Y. 
Office furniture is displayed here. 


MARCHANT CALCULATING MACHINE COMPANY, 
Oakland, Calif. and 79 Madison avenue, New York, 
N. Y.—Booths 3, 4, 5, 6. 

All models of the “Silent Speed” machines are dem- 
onstrated. 

District Manager John K. Conway is in charge. 


MONROE CALCULATING MACHINE COMPANY, 
Orange, N. J.——Booths 78, 79, 87, 88. 

A representative showing of Monroe’s three general 
classes of equipment, including calculators, adding- 
listing and posting machines, check writers and sign- 
ers. Among several new models are the AA-1 adding 
calculator, embodying full automatic multiplication; 
also the 191 simplified bookkeeping machine which has 
automatic totals and sub-totals:; a single register 
machine made with both seven and nine-bank key- 
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Vill 


boards, the latter having automatic carriage tabula- 
tion with motor return. 

Leighton Forbes, northeastern division sales man- 
ager, and his assistant, W. L. Montgomery, supervise 
the display, and managers of the two New York City 
districts and Brooklyn and Newark, have charge of 
other details. 


MORSE MAGNETO CLOCK COMPANY, 17 East 
Forty-second street, New York, N. Y.—Booth . 


MULTIGRAPH DIVISION of Addressograph-Multi- 
graph Corporation, 329 Fifth avenue, New York, N. Y. 
(See Addressograph-Multigraph Corporation.) 


MULTIPOST COMPANY, Rochester, N. Y.—Booth 109. 

Shown for the first time is the Combimailer, a com- 
bined sealing and stamping machine. Other products 
on display include the Model OS combination letter 
opener and sealer, motor operated; letter openers, 
hand and electrically operated; envelope sealers, hand 
and electric; multiple Multipost, automatic stamp 
dispenser, and Multipost stamp affixers in recording 
and non-recording models. 

New York Manager N. L. Caro is in charge. Also 
in attendance is President H. F. Rapp. 


NAHM PHOTOGRAVURE COMPANY, 352 Fourth 
avenue, New York, N. Y. 


NATIONAL BLANK BOOK COMPANY, Holyoke, 
Mass. and 100 Sixth avenue, New York, N. Y.—Booth 
80a. 

Products displayed include the new features of loose 
leaf, bound book, visible records and machine book- 
keeping equipment. 

Brewster Towne, Albert E. Farr and William Linden- 
berger are in charge. 


NATIONAL POSTAL METER COMPANY, 420 Lexing- 
ton avenue, New York, N. Y.—Booths 1, 2. 

Shown for the first time is the NPM Model 85, fully 
automatic metered mail machine which combines the 
best features of National’s older types, with many new 
advantages. Also on display are Models 45, 47 and 50. 


NEW YORK Y. M. C. A. SCHOOLS, 5 West Sixty- 
third street, New York, N. Y.—Booth 

The theme of this display is ‘the progressive em- 
ployer knows modern equipment plus trained per- 
sonnel equals maximum efficiency.” 

Competent persons answer questions concerning 
business training. 


OFFICE, THE, 377 Broadway, New York, N. Y. 

A monthly trade journal circulated among office 
equipment dealers and users. 

William Schulhof in charge. 


OFFICE APPLIANCES, Chicago, Ill. and 100 East 
Forty-second street, New York, N. Y.—Booths 349, 356, 
D1. 

Explaining “Office Appliances” the news and tech- 
nical trade journal of the office equipment industry 
and its service to readers. 

Eastern Manager George C. Wheeler is in charge. 
Secretary J. A. Gilbert from the home office is also in 
attendance. 


OXFORD FILING SUPPLY COMPANY, 340 Morgan 
avenue, Brooklyn, N. Y.—Booth 10. 

Featuring Pendaflex, a new filing method which in- 
volves suspended folders and guides. 

Robert P. Jonas and S. A. Wood are in charge. 
Also in attendance are members of the New York sales 
staff. 
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CUTS A PATH THROUGH 
DETAIL ! 


All of us have been too patient with 
the time waste, and the inaccuracy 
of the usual methods for handling 
accounting and paper work. 


Figures are no good unless they’re 
fresh and accurate. Ditto one-writing methods get 
fresh, accurate answers! Ditto one-writing meth- 
‘ods are the natural response of business to the 
too-complex, repetitive systems in vogue. They 
are a revelation to executives who are charged 
with responsibility for payroll, inventory, 
accounting—they are a route to speed, accuracy 
and personal effectiveness. 

Send coupon for fascinating booklets, ‘The 
New Trend in Accounting,” and “Copies, Their 
Place in Business’’—a profitable move for any 
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executive. 
DITTO, Inc. 

625 S. Uakley Blvd., Chicago 
Gentlemen: Without obligation please send me 
New D-44 Data 
‘Copies—Their Place in Business 
A New Trend in Accounting—Order-Silling 


Arrange a Ditto demonstration for n 


My Name 
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PITNEY-BOWES POSTAGE METER COMPANY, 
Stamford, Conn.—Booths 98, 99, 100, 102, 103, 104. 

Showing for the first time the Mailomat, a newly 
developed coin-operated U. S. letter box and postage 
meter combined; described as a miniature post office, 
the Mailomat will permit visitors to mail letters in 
the booth. Also exhibited are the model “R” line of 
postage meters and the newly designed postage meter 
stamp. 

S. W. Sells, manager of the special machines divi- 
sion, and E. M. Davis, eastern division sales manager, 
are in charge. 

POSTINDEX COMPANY DIVISION of Art Metal 
Construction Company, Jamestown, N. Y. 

(See Art Metal Construction Company.) 


PRONTO FILE CORPORATION, 349 Broadway, New 
York, N. Y.—Booths 16, 17, 18, 19. 

The full Pronto line of filing equipment for every 
business need including the Pronto multiple steel 
units, is shown. 

S. Gould is in charge. 


RITE-LINE CORPORATION, 101 Park avenue, New 
York, N. Y. 

Demonstrating the Rite-Line copy holder. 

ROYAL TYPEWRITER COMPANY, INC., 2 Park 
avenue, New York, N. Y.—Booths 46, 47, 55, 56. 

The standard Royal is featured. In addition to the 
regular all-purpose model, a complete display of wide 
carriage and special purpose Royals is shown. Ma- 
chines for every typing purpose are available for 
inspection and demonstration. Special sections of the 
exhibit feature portables in all models, and the com- 
plete line of Roytype ribbons, carbon paper and sup- 
plies. Specially featured are Park Avenue ribbons and 
carbons. The gold Royal typewriter with its one thou- 
sand hand-engraved facsimile signatures is also ex- 
hibited. 

District Manager J: H. Forshay is in charge. Speed 
typists Albert Tangora, holder of the all-time world’s 
typing record; Cortez Peters and Stella Willins give 
demonstrations. 

SCHOLFIELD SERVICE, INC., 91 Wall street, New 
York, N. Y. 

(See Wheeldex Manufacturing Company.) 


SNAPOUT FORMS COMPANY, Cleveland, Ohio, and 
280 Madison avenue, New York, N. Y.—Booth 330 

Showing the single-set, one-time carbon interleaved, 
‘ Snapout business form. 

District Manager M. H. Farnsworth and L. T. Smith 
are in charge. 


SPENCER, W. W., 401 Broadway, New York, N. Y. 
Booth 
(See B. H. Bunn Company.) 


STANDARD BUSINESS MACHINES CORPORATION, 
215 Fourth avenue, New York, N. Y.—Booth 80. 

In addition to the regular line of fluid process 
duplicators, there are exhibited and demonstrated the 
High Speed fluid duplicator, capable of 85 to 88 copies 
per minute and the New Systems machine, shown for 
the first time. 

Joseph Gowa and Mark M. Weisberg are in charge 
Also in attendance are A. W. Vanderhoof, vice-presi- 
dent and sales manager of the Standard Mailing Ma- 
chines Company, and his assistant, A. E. Bruce, assist- 
ant sales manager. 


X 1941 National Business Show 


STANDARD MAILING MACHINES COMPANY, Ever- 


ett, Mass. 
(See Standard Business Machines Company.) 


STANDARD REGISTER COMPANY, THE, Dayton, 
Ohio.—Booths 41, 42. 

Displayed and demonstrated are the Standard form 
separator and the Unisystem. Included in the exhibit 
are equipment and specimen forms which constitute 
a representative collection illustrating the many appli- 
cations of forms and accessories for typewriters, bill- 
ing, accounting, tabulating and addressing machines. 


STOW-DAVIS FURNITURE COMPANY, 112 Front 


street, Grand Rapids, Mich. 
Office furniture is exhibited. 


TRU-RITE INC., 116 Broad street, New York, N. Y. 


UNDERWOOD ELLIOTT FISHER COMPANY, | Park 
avenue, New York, N. Y.—Booths 95, 96, 97, 105, 106, 107. 

Master and noiseless typewriters; Underwood type- 
writers with right margin justifying device and carbon 
ribbon feature; portable typewriters; accounting ma- 
chines; Elliott Fisher electric keyboard accounting 
machines and Sundstrand accounting machines are on 
display. Also shown are the Underwood Sundstrand 
adding-figuring machines; portable posting machines; 
portable duplex adding-figuring machines and a full 
line of UEF carbons, ribbons and other office machine 
supplies. 

Publicity Manager C. H. W. Ruprecht is in charge. 
Also in attendance are George Hossfield, Grace Phelan 
and Barney Stapert, giving speed demonstrations. 

VICTOR ADDING MACHINE COMPANY, Chicago, 
Ill—Booths 48, 49. 

The company’s full duty and electric machines as 
well as a complete line of portable adders and sub- 
tractors are on display. 

New York Branch Manager L. P. Naylor is in charge, 
assisted by A. H. Drysdale of the national accounts 
division, and several of the branch salesmen. 


VISIBLE INDEX CORPORATION, 630 Fifth avenue, 
New York, N. Y.—Booths 14, 15. 

Displaying “VISIrecord,” a visible vertical card 
record keeping equipment for either machine or hand- 
posted records. The line includes posting trays, desk 
and counter height pedestals, porta-trays and desk 
drawer units. 

President Herbert Weston and E. C. Norrington, vice- 
president and national sales manager, are in charge. 


VISIBLE RECORDS EQUIPMENT COMPANY, Chi- 
cago, Ill. and 500 Fifth avenue, New York, N. Y.— 
Booths 108, 109. 

A complete line of visible equipment for the business 
office and featuring systems designed to meet every 
type of business house requirement, including visible 
tray for machine posting. 

R. W. Brown is in charge. 


WATTS, ALFRED ALLEN, COMPANY, 
street, New York, N. Y.—Booth 342. 

Continuous and individual interleaved carbon busi- 
ness forms are shown. 

Vice-President Ruskin Watts and Treasurer Joseph 
Steir are in charge. 


WHEELDEX MANUFACTURING COMPANY, 91 Wall 
street, New York, N. Y.—Booths 325, 326, 327, 328, 329. 

Wheeldex card files for all types of card records, 
direct posting and reference, in standard and special 
sizes for any volume, are shown. 

R. P. Scholfield is in charge. 


9 Murray 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment 


{No person, firm or corpo- 
ration either directly or in- 
directiv connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign— one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec 

tion of the field have evidence of its proved value 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle 
tin which is mailed frequently to leading manufac- 


turers 
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Ready Calendar Mfg. Co oe Shipman-Ward Mf Co 140 
Carbon Papers Sun Rubber ¢ 150 
See Ribbons and Carbons 
Dating Stamps 
Cerd Index Boxes and Trays Amer, Number Ma ( 159 
All-Steel-Eq Co li Fulton Specialty ¢ 13 
Art M Construction C 63 Melind, Louis, Co 123 
\ Steel ¢ 1h Meyer & Wenthe, |! 14 
I Mg. ¢ 14 tivet-O Mfg. ¢ 1 
( Steel Eq m ce Rf 
( bia Steel I 101 Desk Lamps 
Cor Jame wr 105 Dawn Mfg. Cort 1h 
Ge il Fireproof ( 2, 53 Midwest Naturlit 10 
( We n ( The 5 9 Nat'l Lighting Eq ( 139 
G Syste nd Supply Co 80 Van Dyke Industr f 
It ‘ Mett Co ao 
It ble Metal Furn, ¢ 115 Desk Mechanisms, Typewriter 
M Office Furn. Co 124 St. Lou Hardware Mf ( 
‘ Mfg. ¢ 138 
I s Equip. ¢ 13 Desk Pads & Tops 
s Walker ¢ ; eS ae a” "| ggg Bat Far 1 
W I ( 153 Wagemaker ¢ l 
W M ( 152 
W Mfg. ¢ m1, 2, 3, 4 Desk Pending-Letters Holders 
\ I Mf ( 107 > , ‘ 
Acco Produc Ir 
Cards, Business (Book Form) 
W n ¢ Co Desk Pen & Ink Sets 
Sheaffer W \ I ( 
Cash Boxes 
\ s ( 156 Desk Trays 
General I ( rm" 2 Aigner, G. J., ¢ l 
Cash Drawer Tills 4 pone . - : 
: raw - 90 Automat I & | ( 8 
Casters, Caster Bearings, Slides Cole Steel Eq é ( Bf 
BRassick ( 119 Cort Jamest M ( 10 
Dar ‘ 15 General |} pre ‘ I 2 
h Mfg. ¢ 147 Globe-Wernicke I ", oe 
In 1 Met r ao 
Celluloid Envelopes P ess S&S 4 ( 
Mark ( ] Shaw-Walk ( 4 
Weil Mf ( 
Chair trons 
Ba k ¢ 119 Yawman ar } Mfg. ¢ 
Bol Mfg. ¢ 12¢ Desk Work Distributors 
Coliier-K re Art Steel ¢ 1 
Chairs, Office Br © KR ; 
" , 9 Globe-We ke 9 
Bright ¢ A - Victor Safe & I ( 68 
Domore Chair ¢ Ine oy “ Mfg. ¢ 
} Uy Works 2 
Gene proofing Co The 2 Desks 
Harter Cort 19 ‘rt M ( ( 
Hig Point Be ing & Chair ¢ l Art Ste ( : 
Imper I Furniture Corp...14 \utoma | & I ( ao 
( Co 56, 57 tentson Mf ‘ it 
me 137 Brow Mor ‘ 8 
Mi Ort | ( 4 Columbia § I ( } 
M ( ( 114 Corry-Jda M ( f 
Ne Ir Chal { 140 I ( 4 
Royal Me Mfg. ¢ 160 ‘ ' ‘ 
~ W (s ; 2 } ( | 
— ( Ir I ¢ ( 17 
s i’ ture (1 cr j t if ‘ 
Ml | n I ( 
r" 
Chairs, Folding 
Ga Vif ‘ j 
Norco Mi ( . F 
R Me if ( { , b we | P 
Chairs Posture K Me Vif ( 160 
Rr ( ( 22 Sha Walke ‘ 
> ‘ ‘ “ae ao Sloa W. & ) 
G Co » \ Safe & } ( f 
H ; Wagemaker ( 
H & ( 139 Yaw r nd } ! ( 
I ‘ ‘ a J Diectating Machines, Used 
s ( l Shipman-W Mfg. ¢ 0 
\i ( ( : 
I \ Mf ( Lai Display Hooks 
~ ‘s' ( f Oak lle ¢« 8 
Sik ‘ I I H 
“ | r ir ( | Duplicating Machines & Supplies 
I { i Co 00 Ar W t M r 
‘ K « Mi 
Check Covers and Passbooks Co 
\ i P k ¢ Dick A 
Dura-Flex ¢ 
Check Signing Machines Har \N : 9 
Meter ( I H ; 
Checks, Stamped Metal Hilco ¢ l 
v . Wh a ts Ink 8S 
Manif Sul 
Coin Bags, Trays and Wrappers Mimeograpl ! 
‘ Mi & \ 
‘ fire? t ‘ 


the requirements of the modern business office 
s be interested in any article of office equipment not listed here, they are cordially invited to 


be promptly and cheerfully furnished by letter, without 


Red Feather Products, Ltd 152 
Rex-O-Graph, Ine 148 
Ross Laboratories 154 
Shipman-Ward Mfg. Co. 140 
Smith, L. C., & Corona Typewr 47 
Speed-O-Print Corp 143, 144 
Technygraph, The 147 
Victor Safe & Equipment Co 68 
Wolber Dupl. & Supply Co 112 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co 140 
Ervelope Openers 
See Letter Openers) 
Ervelope Sealers 
Multipost Co Tne 148 
Nat'l Postal Meter Co., Ine 135 
Envelope Sealer-Cancellers 
Multipost. Co Ine 148 
Ervvelopes 
Globe-Wernicke Co. The 59, 99 
Quality Park Envelope Co 108 
Envelopes, Celluloid 
Markile Co 159 
Eredicators, Ink 
Heyer Corp., The 161 
Erasers, Rubber 
Blaisdell Pencil Co 152 
Dixon, Joseph, Crucible Co 78, 95 
Evelets & Eyelet Fasteners 
Oakville Co. Div gh 
Rivet-O Mfg. Co 156 
File Boxes, Collapsible Corrugated 
tankers Box Co 113 
Barkley, C. L., Co g4 
Globe-Wernicke Co., The 9, 99 
Guide System & Supply Co at 
Oxford Filing Supply Co 127 
Pronto File Corp 6 
Weis Mfg. Co 1. 8 a& ¢ 
File Boxes, Metal 
Adams, Henry T Mfg. Co 159 
Art Metal Construction Co 63 
Art Steel Co 14 
Corry-Jamestown Mfg. Corp 105 
Globe-Wernicke Co The 58, 99 
Peerless Steel Equip. Co 136 
Pronto File Corp RH 
Rockwell- Barnes Co 109 
Shaw-Walker Co $1, 2. 3. 4. 6 
Victor Safe & Equip. Co 68 


Filing Cabinet Ball & Roller Bearings 


K an Mfg. Corp 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 
Mosler Safe Co The 
Shaw-Walker Ce 91, 2 
\ or Safe & Equip. Co. 
Filing Cabinets, Metal 
All-Steel-Equip. Co 
Anderson-Hieckey Co 
Art Metal Construction Co 
Art Steel Co 
Automatic File & Index Co 
B n Mfg. Co 
Browne-Morse Co 
( Steel Equipment Co 
( mbia Steel Equip. Co 
(‘orry-Jamestown Mfg. Corp 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Invineible Metal Furn. Co 
Macey Co., The 
Metal Office Furn. Co 
re Steel Equip Co 
Remington Rand Ine 
Prov File Corp 
s s-Walker Co 91, 2, 
\ r Safe & Equip. Co 
Yawman and Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co The 
I il Methods Co. 
W iker Co 
We Mfg. Ce 71 
j man and Erbe Mfg. Co 
Filing Supplies 
\eco Products Ine 
Aigner, G. J., Co 
Art Metal Construction Co 
Barkley ‘ 4 & Co 
Browne-Morse Co 
Corry-Jamestown Mfg Corp 
Daco Card and Index Co 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Guide System & Supply (« 
Impe il Methods Co 
Mace ‘ The 


THE CLASSIFICATIONS 
‘Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Mot OMece Furr 
Pilir SNuppl ( 
Cor 


Oxford 
Pronto File 
Quality Park 
Rockwell-Barnes ¢ 
Shaw-Walker Co } 9 
Victor Safe & Equip. ¢ 
Wabash 
Warshaw Mf ( 

Weis Mfe. ( 

Yawman and Erbe Mf ( 





Cabinet 


Filing Tables 
Toledo Meta 


Finger Pads 
Speed Prod { 
Folders (See Fitir Supr 


Fountain Pens 
Esterbrook Pen 
Sheaffer, W \ I’ ( 

Gummed Cloth Rings 
Graff 4 i 


Warshaw Mf ‘ 


index Card Signals 

Cook, Fi. ¢ ‘ 

Graff, Geo B ‘ 

Vietor Safe & hq { 
Index Tabs 

Aigner G ] ( 

Barkley. ¢ I & { 

Globe-Wernicke ¢ I 

Guide Svyeterr A - mr { 

Markilo ¢ 

Melind I 

Sha Wreiker ¢ 

Sheppar The ‘ } i 

\ Safe & Ea ‘ 
ir’ Adhesives, Etc 

‘ nenta Ink ¢ 

Herriman-Welts Prod. ¢ 

Ink Sy ! ( 

ut la ‘ 

K o-ME { 

Sheaffer, W 4 Pen ¢ 

{ RK & A Co 
Inkstands 

( man & De n M i 
Labels 

imper Methods ¢ 

Oxfor I g Sup ( 

Warsha Mix. ¢ 

Library, Store & Vault 


Ladrers, 
‘ ‘ i I I) 


Leads for Mechanical Pencils 
[ix j h, (1 Co 
K R Mfe (¢ 
= T Ww \ r ( 
Leather Goods 
Dor (har & { 
N Brief Case Mi ( 
Var Murray ( 
Le-ther Upholstered Furniture 
B Chair ¢ 
' Upl ry W 
! le er | ( 
Chai { 
\ I ‘ i 
Letter Openers 
I { ( I 
Oak { ie 
Letter Trays (See @esk 7 
Letterheads 
Ww gins Tot R ( 
Library Equipment 
\ Steel-Equit ( 
Art Metal Constr ' i 
\ Stee ( 
i T Tames % Mir Cort 
Genet Fire fir ( T 
Glohe -We k ‘ T 
M { I 
‘le s St } i 
al Walk ( 
} 1 Mi { 
Leckers ard Storage Cabinets 
\ s a ( 
Ane Hick ( 
\ Meta Cons ‘ 
4 s { 
Rrowne-Mor ( 
‘ Mir ‘ 
Gene F ireproofir Co rm 
Clobe-Wert ke i 
I ble Meta I ‘ 
Mi ey i The 
Metal Off I ( 
s s-Walker ¢ 
Ya i und |} e Mf ‘ 
Loose Leaf Books & Systems 
Ada Henr Mig. ¢ 
\igner G ] ( 
Grand Rapids I I Binder ¢ 
Master-Craft D Shaw-Walker 
National Blank Book ( 
Sheppar The } ( 
Trussell Mfg. Co 


Loose Leaf Sheet Covers. Celluloid 
Markilo Co 


Loose 
Ada 


Metals and Devices 


Leaf 
s, Henry 7 Mfe Co 




















Toaose Leaf Metals Co Ribbons and Carbons General Fireproofing (« The 52, 5 
Sheppar The ¢ I ( & { 15 a e-Wernicke Ce The “G 99 
Carl . 

Mail Distributors aris * gts ‘ Guide System & Supply Co 80 
Bristow, St K Imperial Methods ¢ vi 
(lien Wernicke ¢ any - Supply ( be ' ible Metal Furn. Co 1 

te july < mn - . m= < : ‘ Mace a The 1% 
Victor Sale & Nquipment ¢ Codo Mfg. Cort Metal Office Furn. Co 24 

Map Tacks ( bia R. & ¢ M ‘ Peerless Steel Fquip Co 136 
Graff. George B.. Co Ir perial Mfg. Co... 87 8 Pronto File Corp Sh 
Moore Push-P ‘ Q ~ Supplies Co Rockwell-Barnes ¢ 109 

litt oe Ir s} Walke ‘o 1 > > 

Matched Office Suites 0 I R & Carb ¢ W ee Ye Co ana “i83 
Ar Metal Cons ( ” Car. & Ril Mf ‘ Weis Mfc Co "1 9 9 4 
os. Bhton aag t i‘. I IK Im pe Mf Yawman and Erbe Wf Co W0T 
slob ert e ( ‘ } 

Macey (sr The r Proce Cc Strong Boxes. Fire Protected 

Michigar Desk Rr r Rand Ir Meilink Stee Safe € RR 

Roya M vi ( R T ‘ er ( I 

Shaw-Walker ( S . Ward Mf P Tables 

Sloar Ww & J . L. ( & Cor Tws Art Metal ¢ r ( f 
© H MI ‘ Browne- Mor ( 

Memorandum Beoks Typewriter ( 7 Corry-TJamestown Mfg Corn ) 
Master-( ft bp . Walke | t Fishe ( General Fireproofing ¢ mr 4 
Natlor Blank Book ¢ “Sage Globe-Wernicke TY » 499 
reat gag ( Wet I S P Mace Co The 194 

russell fz ( s Mutschler bros ‘ 139 

Mm 4 Rubber Stamps Peerless Steel Equi ( 19 
— va ee Melind Louis. ¢ 12 Shaw-Walker (¢ ' 2 We 
tristow ante K Meyer & Wenthe I St Tohns Tahbl Co tf 

Mending Tape Rubber Type Victor Safe & Equipment ¢ 68 
Warshaw Mf n Spec 

n aw Mfg. ¢ I I ( Tablets and Pads 

Moisteners Safe Mohawk Tablet 125 
tetter Packa s Ir Ar Metal Co ruc ( T : saan 
~ . “‘f ir Punnett. Tx abulatinag & Statistic Machines 
Rivet-O-Mf ‘ G Fireproofing ¢ T) ) Remington Rand Tr 102 

Globe-Wernicke ¢ The » 9 . ; 
Numbering Machines Ml ( T™ 19 = phone Accessories 
c - 1 r = € qi pn ' gs 
Amer. Numbering VM ( 1 MM th meee eg r “ a & Equipr Co 
Melir louis, M Safe ( 1 Telephone Stands 
Roberts Numberir Mach. ¢ Ret gton Rar 1 Th Art Metal Construction ¢ f 
Office Partitions and Railirgs ra bh Safe ¢ Phe I are Steel C 1548 
lot . pa Walker ( ) eneral Firenroofing (xc ) 
Globe-Wernict ( he ’ ’ 
\ r Safe & Eq ( obe-Wernicke Co The 59 9 

Office Printing Outfits y an and E Mfg. ¢ erless Steel Equipment ( 13 

: iner \ > ssl 4 lke ‘oO 9! ? 4 4 
eer Scrapbooks Youu . ~ i Et Mt 

Pads, Figuring pn Wernicke ( Phe uggs : = vs 
Mohawk Tablet ¢ W Mfg. Co Thomb Tacks 
National Bli ‘ Secretary Desks Graff, George B., ¢ l 
Rockwell - Barne ‘ Art Metal Construction ( , M ore Pus! Pin Co 158 

Paper Genera Firepr ofir ( T Oakville Co. Di g 
Brown. L. L., Paper ¢ ~ Wernicke Co.. The Ticket Holders 
Fat Paner ( ' Pee “~ nog quiy ( Oakville Co. TD 8 
Rockwell -Barne vi ulker (Co } Va Manufacturir a7 

‘ Wahas oe , =a fanufactu g 

Pooer Clamps Shelving Trimming Boards 

Acco Product I Co a Amer. Photo Laboratories g 
bor ' , - , —s 

& D Mfg. « Art Metal Construction ( ; 

} ok Pen ( I ; aachiiien th “ Type, Typewriter 

thak { D 8 ( wm Tamestowr Mit . : Amer Writing Mac ( ‘ 

Paper Clips General Fireproofir ( I ’ Ames Supply Co I: 

: ~<A . G aicemiies” 4 ang Shipman-Ward Mfg. ( 14 

. M C The 

Cook, H. ¢ ( - Valk Typewriter Cleaning Material 

Cust n & Denison Mf ( aw-Walker Co 4 \ Writir Mach ( en 

Graft, G aa’ a Signs, Changeable Letter A Supply ¢ 129 

7 - Co D 5 Acme Bulletin & D Rd ¢ Clarotype ¢ 154 
l Vianuf rir { Mitt > ' ° 

‘ Smoking Stands, Office — ei ° , v olget I 

Poner Fastening Machines R Metal M ( civet-O-Mig. Co 
\ Fastener Cort g Seat, D Cher al ¢ 15¢ 
‘ Pat p . Sorting Devices Shipman-War Mf ‘ 140 
Hotebk s ( ir s R Webster, F. S.. ¢ ° 

~ , , Stam . . 
“ A - “poe nee age — Typewriter Cushion Keys 
x 1 M ( , \ r Wy ' Ml } Co ar 
Paste (See Ink \ t } ‘ ns Suet ( 19 
; Stamp Pads Ie Imperial Mfg. Co 

Pencil Sharpeners F > ( Q7 8 

Graff, George B., ¢ : I ‘ s War M ( 140 
\ & We I S ' on 

Pencils, Mechanical Pron . saat 8 

I ‘ KR ot ‘ . OMe ( Typewriter Cuchion Knobs and Bases 
\ 4 ( R Rarne ( Amer. Writir M er 67 
Percils, Paper Wound 7 & Equi . Nmes Mn . 129 
hs I’ ( Stands for fice Machines Peerless Ke Imperial Mfg. Co. 87, 98 
\ Ss l-Equir ( s in-Ward Mf ( 140 
Pencils, Style Ink \r Supt ( 
Ink ‘ ‘ It \ Hie ‘ Typewriter Parts and Tools 
\ S ( \ Writit Mach. (« 

Pencils, Wood Cased Lead ‘ Mi ‘ \ Sunnly Co 129 
Dp “1 1 t ( 8, 9 Q Mi ‘ 1 s man-Ward Mfg. ¢ 140 
Ila Per i ‘ 1 F P I ryt Typewriter ¢ Ir 49 

Penh G W ke ¢ r 
an olders , 7 fin Typewriters, Mfrs. of 
! : ( 8 - . ‘ na Typewriter 17 

Pens, Steel S I ( Ket n Rar Ir 
} xk P ( x Vfansar Mf ( Rov Typewriter ¢ l 

s Wa Mfc ¢ > L. ¢ & Corona Tw 47 

Picture Hooks teeta I } tt sher ‘0 

] Yi ‘ I he ( 
Moore 1 Pin ¢ . } 
S Posture ( or Back 
Met I! t ( 

Pins and Pin Containers Typewriters, Rebuilt and Used 

Oak ‘ I> g Staple Extractors 4 VW \ 
‘ R I Co f 
\ Vir ‘ \ i ener Cor Q 
s Ward Mfg ( 14 
Steples and Stapling Machines 
laten . id ¥ 

Platens, Typewriter \ } nie Q Vicible Systems Equipment 

\ W M ( ‘ \ Visible R , I - - 
ee ( me sible Records ' 

~ n-W 1 Mi H k s s ¢ \ a 2 ( 15 

. . Oak ‘ D g \ Met Constr m ¢ f 

Postal Scales Sy I cts ¢ \ ie Fi & Index ¢ 8 
H on w ie \ Manufacturir Ca Globe-Wernicke ¢ The ' ’ 
~ Wat Mfg. ¢ Stenographer’s Note Books — 3 : hg — ( 

er Seale & Mfg. ¢ g aaa isak Check | t gton Ra ' 
Rook vie ‘ S Walke ‘ ; r 4 

Price & Sign Markers . Mi ( ~ ot: : 

I m Specialt ( ° \ Sefe & Equiy ( s 
Storage and Transfer Cases \ R is} pment 8 

Publishers \ Henr r wit ‘ \ n at Erbe Mf cr 7 
K St P Ext g A-S x ( 

Ar Me ( ( Waste Baskets 

Punches 4 S ‘ \ an ( ‘ - 
\ I lucts I I & B ( \ St ‘ 

G Wernicke ¢ | A ( I & x s I I 1 ‘ 8 
M Rinder ¢ Mi ( ‘ j wn Mf Cory 
Na t B k Book (¢ I Mors ‘ ‘ ( al | pro« g ( r 2 

~ I ( 8 G Wernick ( The ’ 

Push Pins ‘ Stee ha ‘ Office Fur ( 12 
Mo Push-Pin ¢ : mn M ‘ ss 8 I ‘ 

(bak ‘ 1) 8 } ‘ ~ Walk ‘ ' 
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WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED NEW ENGLAND MANUFACTURERS’ REPRESENTATIVE desires addi 

; tional line of stationery, office appliance, gift or leather goods. Ware- 

SPECIALTY MAN WITH EXCELLENT SALES RECORD is open for a house space in Boston optional. Box B-271, care Office Appliances, 100 East 
in Ohi his activitie have covered much of f2nd Street, New York. N. y¥ 


new connection. Located 
ly i pecialties of mechanical or 


the Middle West. Interested particularly 


systems nature Address B-27 care Office Appliances, Chicago 

] REPRESENTATIVES WANTED 

LADY, age thirty, single, eleven years as stenographer-bookkeeper-office 

manager retail book and stationery store, State Mimeograph and Shaw COMPLETE LINE of Duplicator Supplies and Typewriter Ribbons. Very 

Walker Dealer. desires similar connection in South or Southwest Ex liberal discount Protected territory Write, stating experience. Pengad 

cellent references. Address B-269, care Office Appliances, Chicago Mfz. Co., Pengad Bldg Bavonne, N. J 

EXECUTIVE TYPE SALESMAN, twenty vears’ experience in retail sta REPRESENTATIVE WANTED to carry a new type duplicating device to 

tionery, including management ind outside sales, wants connection with dealers in the office equipment trade. Small, compact, will work in with 

live organization Will consider purchase f small business Address most any lines you now carry Already a going business and only needs 

B-270, care Office Appliances, Chicago introduction for sale repeat business assured, Write O-197, care Office 

FIFTEEN YEARS’ EXPERIENCE selling Office Machines, from Service ‘ppliances, Chieag 

Man to Branch Manager, serving two companie Valid reason for seek MANUFACTURERS REPRESENTATIVE WANTED, principal cities South, 

ing change. Draw or Salary plus expenses for trave Prefer Indianapolis Middle West, Pacific Coast and East; to sell as side line NON-INFLAM- 

or Chicago Address B-268, care Office Appliances, Chicago MABLE Type and Platen Cleaner Attractive counter display. Liberal 
Commission BARCO Chemical Products Company, 701 South LaSalle 


MECHANIC, TYPEWRITER AND ADDING MACHINE 15 years’ experi 
ence, age 34, desires position with reliabl firn References Address Street. Chicago 

B-267, care Office Appliances, Chicago TO SALES PEOPLE DUPLICATOR SUPPLIES—Long established com- 
pany wants additional representatives--protected territory. Write Suit 
2169, 60S South Dearborn Street Chicago 


SALESMEN WANTED 
ve BUSINESS OPPORTUNITIES 


IF YOU ARE NOW selling to offices, we have a product that will prov 
to be a very profitable sideline It quickly be mes a major line Ex 
clusive territories are available Box 0-198 Office Apphances Chicago COMPAN NOW MARKETING office appliance seeks additional station 
WANTED—SALESMEN NOW CALLING ON STATIONERS THROUGH pif, irticles to sell througt salesmen to wholesalers and stationery stores. 
OUT THE UNITED STATES TO TAKE ON PROFITABLE SIDE LINI Responsible compar prepared to finance and develop the sale of any new 
TEM. A PROVEN ACCESSORY FOR EVERY OFFICE. SUPPORTED meritorious item. Ail replies held in strict confidence. Address 0-806, 
‘ ce ppiiance (hicag 


NATIONAL ADVERTISING. PROTECTED BY UNITED STATES os 
=NT. IN REPLYING, STATE EXPERIENCE AND PRESENT CON 
INS. Address 0-196. care Office Appliances, Chicago MANUFACTURING BUSINESS FOR SALE 


ARMY DRAFT HAS CREATED opening for Standard Fluid Duplicator Oe . 
salesman, exclusive City of Portland territory. Experience preferred. Give MANUFACTURER OF OFFICE FILING St PPLIES offers his business of 
ling for Other interests make this necessary. 


full details. W. E. Finzer & Company oS. W. Stark Street, Portland nearly fifty years’ sta 


Oregon Nice clean busine many good accounts Address 0-200, care Office 
Appliances, Chicag 

WANTED EXPERIENCED OFFICE SUPPLY SALESMAN for Store Salk 

Floor. State Age, Experience, References, and Send Recent Phot« Busi 

ness Systems, Inc., 112 W. Washington, South Bend. Indiana RETAIL BUSINESS FOR SALE 

SALESMEN to sell lir of fluorescent desk imp ish stands and: ash FOR PERSONAL REASONS must dispose of long established typewriter 

trays Commission basis Give references and T details The Apella ind office equipment business in prosperous, Southern California com 

( 202 Greene Street. New York City munity Wi ell at inventory value For details address inquiries to 

WANTED FLOOR SALESMEN for office furniture, new and used. Steady Ol. care Office Appliances, Chicago 

position Starting salar $5 Addre 0-199 Office Appliances FOR SALI COMMERCIAL STATIONERY, wholesale magazines and 

Chicago chool supplic Only store in 35.000 community, Selling due to ill health 
Inquire Box 0-19 care Offic Appliances, Chicago 


STORE EXECUTIVES WANTED FOR QUICK SALE~ Established Mid-West Store with great possibilities 


Handling first Made good profit last year and increased sales 


EXPERIENCED inside man under forty yea f age with training as a zo per cent Ade re ()-194 ire Office Appliances, Chicago 

buver wanted to handle telephone det give quotations, ets Expand 

ing business of Chicago stationer requires this additional staff member SALES LETTERS 

Address 0-20 care Office Appliances, Cl ig 
LETTERS WILL BUILD SALES—For years I have built letters that pull 
ales. You need tl more than ever now. Send me your data for new 

MECHANICS WANTED etters. of I cessf etters for reshaping Particulars on request 

Address H. M. Goldtl it, 1659 Broadway, Denver, Colo 


MECHANI( Typewriter ind Adding Machines dealer in Ohio city 
Preference man between 30 and 45 vears f age ith knowledge of 


vddir machines Excellent opportunity for neces 


makes typewriters, also FOUNTAIN PEN REPAIRING 
j mbit ' Marriec mat nreferred S te refer : . . 
ae a WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 


sary qualifications an 





wet she Atay eS Bag Saiery Capes Address U-20z ire Offic AppH ete Repaired at tandard prices We especially feature “CONKLIN,” 
ee SWAN. WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE 
WANTED EXPERIENCED MECHANIC familiar with Ell t Fisher and etec., but in repair all othe makes We feature Gold Pen Pointa and 
Sundstrand Accounting and Adding Machines. Opportunity for both sales Repairing Mail a ikes to ONE place for better service, (Est. 1904.) 
ind service. State experience Address 0-207 re Office Appliances Welty Pen and Rey ( s South State Street, Chicago 
Chicag 
MECHANI( Dictating Machine Mechar ist he able to repair ADDING MACHINE PARTS, TYPE, ETC. 

idding machines, also Monroe Calculator Write fully I R. Pfahl . 

00 Prospect Avenue. Cleveland. Ohi NEW PRICE LIST f Marchant parts now available. New low prices on 

‘ idding machine feed 1 by the cozen. Write for prices now. I. A, Dehn, 
Jr 164 Hist Ave e, Oakland, Calif 


DEALERS WANTED 


RELIABLE DEALERS WANTED to handle photo-copying machine for DICTATING MACHINE PARTS 


iffices ir eat demand irge profit protected territory iven Box < 
. : > "hy MPLETE AND VARIED STOCK No order too small. When you need 
0-204 ire Office ppliance ) ist 42nd Street, Ne i N ve 
‘ API 01 y ¥ ” ’ parts, write Cen Dictating Service, 2682 North Western Avenue, Chi 
cago Management G Koep 


SALES AND WAREHOUSE FACILITIES 
} DUPLICATING MACHINE PARTS 


DEALER, SELLING USED office furniture ex sively to the trade is 
f ilities rilable ti rel é ine f des) hairs stee] les € 
eerie New York: inetecpalitan atea, In hisiness continuousie’ since NEW PRICE LIST of parts for the Mimeograph machine now availabl 
Able to finance. Have on adel » eauipment. What have you to Special attractive p n all rubber parts for the Mimeograph. Write 
fer Addr ()-206 . Office Applia Ct} for catalogue ane ‘ ist Mire Repair Co., 395 Broadway, New 
York Cit 


REPRESENTATIVES AVAILABLE DUPLICATOR SUPPLIES 


SALES ORGANIZATION with headquarters in New York desires to act MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type 
. eastern representative for manufacturer ‘ tationery product writer ribbons Kstablished over ten years Write us, save money Lewis 
Will operate on straight commission or merchandise outright and Co.. 413 West State Street. Milwaukee, Wis 
tribute from New York waretl i W established for manv vear . 
i in constant close touch with dealers from New York south to Wash FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
gton. as well as north into New England. Send part irs to B-274, ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding—Calculating Ma 
ire Office Appliance Chieag chines, Dictaphones, Ediphones, bought and sold Chicago Office Appli 
: unces Co.. 529 South We Street. Chicago 
MANUFACTURERS REPRESENTATIVE now f g Michigan, Indiana - : . 
0} West Virginia. Kentuck Por nin terested in one additiona ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
A al ea ene i " “gern par —~<Saata sail poe ind Monroe Ca t rypewriters and all office machines bought and 
; on bh ty ant : , ’ ? 4 la , ' rn “feon, : sold leeter-Warsh ( 449 Nort} rd Street. Milwaukee, Wis 


WANTS AND FOR SALE-—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Ma 


calculators Bought and Sold Dorre! 


Comptometers, all makes 
Minn 


8 South lith, Minneapolis, 


s00okkeeping Machines 


BU RROUGHS— Duplexes, Moon Hopkins, 
Fort Pitt 


All types office machines bought and 
644 Liberty Avenue, Pittsburgh, Pa 


sold 


HOPKINS, Elliott-Fisher Re 
in the ffice machinery line 


BURROUGHS, MOON 


Machines, and everything 


; 


mington Acc 
State model 


Kardey 


Typewrite 


number and we will quote highest cash prices International Office 
ances, In 26 Broadway, New York City. 

ELLIOTT-FISHER machines, calculating machines, adding machines 
office equipment, bought and sold. W. J. Crowley Compan 14 


Bidg.. Milwaukee, Wis 

DICTAPHONES, EDIPHONES, SUPPLIES. headquarters ! 
ind sold—Wholesale, Retail—Write us. Chicago Dictating Ma 
28 South Wells Street, Chicag 

Largest stock and lowest 


DICTAPHONES tox 
Dictating Machine ( 


information na 


Avenue, New York 


EDIPHONES 
itaiogs Americar 


Multigr 
FREE 


aphs oe 


ADDRESSOGRAPHS, Duplicators, Dictaphones, 
er Money 


ters, Adding Machines Write for 


Pruitt Bldg Chicag 


Typewr 
tlar Pruitt 


KARDEX, ACME, POSTINDEX visible filing equipment of 
} ght and sold. We pe alize if f 
Commer al Svate ) Broadway New York { 


price ‘ 


ule 
Making ¢ 


this eld and offer full co perat 


APPLIANCES 


OFFIC! 


KARDEX, ACMI makes filing equipment Thousands 
f reconditioned cabinets, pane books, always on hand Special service 
d prices to dealers for purchase r sale Get our quotations Chas. S 


Nathar Im 548 Broadway New York 


EQUIPMENT bought, sold and exchanged We specialize in re 


"W 


VISIBLI 


Kardex, Acme and International Visible Factograph cabinets, as wel 
ther makes We can supply new improved brass shift rods (that 
not break), f International cabinets, also cards and card holders 
Write and tell us what Visible Equipment you need or have for sale 


Spe il prices to Dealers I H Heineman 107 North Eighth Street 


Louis, Mo 


Postindex aix-ir Duplex DALTONS Z Model Multiplex 
M ime Sacrificing both items Also Moon 
ondition, and Kardex 26 drawer 
Y EVERYTHING in Office Equip 
t ote seria i I highest prices paid. Harold M. Ber 
Company, 433 East 8th Street, New York, N. 


SALI 
Posting, Statement 


Machines 783A, perfect 


FOR 
Ledger 
Hopkins Billing 


WANTED TO BUY FOR CASH irdding an ilculating machines ull 
ike ind models —typewriters wide irriages 14 in. and larger— Burros 
13-02-2 02—Moon Hopkir 72A-71LA-78A-50M and higher—Remingtor 

\ inting Machines Models 28-125—Elliott-Fishers Direct Subtrac 
r ind cross footers—Hand Addressograpl B" frames long clip and 
te tvle Is } frame Shipman-Ward Mfg. Co North Wells 

. et, Chicag 


WANTED TO BUY Ft hines. Address 


m ¢ 
()-208 1 


\SH-International Payroll Ma 
ial s (Chica 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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NEW TRADE LITERATURE ofa nouncement of the companys new hw desk, which oecupies 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





sire informatior 
The Toledo Metal Furniture Company...A new price list vering 
American Foreign Credit Underwriters... (Containing a weaith of | t I nes f ste fu ture f fice fact sehos and fet 
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tr Al nar 


ind time n } 
unnual revised (1941) edition of the Market Guide for Latin Amé any 00-1200 Hastings street. Tole Ot The 4 t 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,225,749. Duplicating Device Alfred Marchev 
La Grange, Ill., assignor to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Application 
September ti, 1937, Serial No. 163,360 Granted 
December 24, 1940 

2,225,864 Fountain Pen Benjamin W. Hanle, 
Elizabeth, N. J., assignor to Eagle Pencil Company, 
a corporation of Delaware. Application April 2!, 1939, 
Serial No. 269,150. Granted December 24, 1940. 

2,226,003 Sheet Feeding Mechanism and Friction 
Controt Means Therefor Arthur J. Levenhagen, Chi- 
cago, Iil., assignor to Ditto, Incorporated, Chicago, 
lll., a corporation of West Virginia. Application No- 
vember 30, 1939, Serial No. 306,834. Granted Decem- 
ber 24, 1940. 

2,226,151. Paper Carriage for Accounting Machines 
Walter A. Anderson, Bridgeport, Conn., assignor to 
Underwood Elliott Fisher Company, New York, N. Y., 
a corporation of Delaware. Application June 29, 1938. 
Serial No. 216,460. Granted December 24, 1940. 

2,226,176. Perpetual Calendar and Current Date In- 
dicator Means Therefor. John James O'Brien, New 
York, N. Y. Application June 8, 1939, Serial No 
277,968. Granted December 24, 1940 

2,226,387 Brief Case. Simon B. Reuben, Chicago, 
i Application May 2, 1940, Serial No. 333,010 
Granted December 30, 1940 

2,226,451. Accounting Machine Ansgar F. Sturm. 
Staten Island, N. Y., assignor to Mergenthaler Lino- 
type Company, a corporation of New York. Applica- 
tion July 25, 1936, Serial No. 92,539. Granted Decem- 
ber 24. 1940. 

2,226,519 Visible File. Edgar H. Larsen, Lincotn, 
Nebr., assignor to Mary A. Wright, Lincoln, Nebr 
Application February 6, 1940, Serial No. 317,596 
Granted December 24, 1940 

2,226,542. Manufacture of Pens or Pen Points. Leon 
Heh! Ashmore, Collingswood, N. J., assignor to The 
Esterbrook Steel Pen Manufacturing Co., Camden, N 
J., a corporation of New Jersey Original application 
May 29. 1933, Serial No. 673,500 Divided and this 
application § April 12, 1937, Serial No 136,483 
Granted December 31, 1940 

2,226,574 Manifold Form Richard J. O'Brien, 
Lakewood, Ohio, assignor to Bonnar Vawter Fanform 
Company, Cleveland, Ohio, a corporation of Ohio. Ap- 
plication April 5, 1938, Serial No. 200,100. Granted 
December 31, 1940. 

2,226,863 Typewriter Ribbon Device Julius C 
Hochman, New York. N. Y. Application July 7, 1938, 
Serial No. 217,931. Granted December 31, (940 

2,226,924. Typewriter Machine. William A. Dob- 
son, Wethersfield, Conn.. assignor to Underwood Elliott 
Fisher Company, New York, N. Y.. a corporation of 
Delaware Application June 4, 1937, Serial No 
146,360. Granted December 31, 1940 

2,227,091. Inkstand Laurence W. Kendrick, Wel- 
lesley, Mass., assignor to The Carter's I-k Company, 
Cambridge, Mass., a corporation of Massachusetts. 
Application March 26. 1940, Serial No. 325,997 
Granted December 31, 1940 

2,227,150 False Desk Top. Otto Olston, Denver. 
Colo Application February 12, 1938, Serial No 
190,199. Granted December 31, 1940 

2,227,643 Sheet Feeder and Positioner for Type- 
writers Louis F. Hageman, Niagara Falls. N. Y., 
assignor to American Sales Book Company, inc., 
Niagara Falls, N. Y., a corporation of Delaware. Ap- 
plication April 10, 1939, Serial No. 267,049. Granted 
January 7, 1941. 

2,227,803. Locker Wardrobe James E Bales, 
Aurora, Ill., assignor to Lyon Metal Products, Incor- 
porated, Aurora, II!.. a cornoration of Illinois. Ap- 
plication June 25, 1938, Serial No. 215,838 Granted 
January 7, 1941 

2,227,826. Stapling Machine William Drypolcher 
Valley Stream, and Frederick W. Schmidt, Brooklyn, 

Y., assignors to Lou Obstfeid, Brooklyn, N. Y., 
and Abraham Obstfeld, New York, N. Y. Applicatioy 
October 12. 1936, Serial No. 105,197. Granted Jan- 
uary 7, 1941. 

2,228,002. Copyholder Russell F. Conrad; Dewart, 
Pa. Application December 5. 1939. Serial No. 307,684 
Granted January 7, (941 

2,228,094 Duplicating Machine Withelm F 
Schoenhardt, Chicago, !Il., assignor to Ditto, Incor- 
porated, Chicago, III., a corporation of West Virginia 
Application May 19, 1939, Serial No 274,583 
Granted January 7, 1941 

2,228,221. Merchandising Table James E. Bales, 
Aurora, Ill., assignor to Lyon Metal Products, Incor- 
porated, Aurora, Ill., a corporation of Illinois. Origi- 
nal application August 2, 1934, Serial No. 738,164, 
now Patent No. 2,148,892, dated February 28, 1939 


Divided and this aonlication March 4, (938, Serial 
No. 193,964. Granted January 7, 194i 
2,228,250 Manufacture of Writing Pens Leon 


Heht Ashmore, Collinaswood, N. J assigror to The 
Esterbrook Steel Pen Manufacturing Co., Camde., 
N J.. a corporation of New Jersey Application 
August 27, 1935, Serial No. 38,024. Granted January 
14. 1941 

2,228,348. Mechanica! Pencil Arthur S. Dysart, 
Onoville, N. Y. Apnlication February 25, 1936, Serial 
No. 65,600. Renewed May 23, 1939. Granted January 
14, 1941 

2.228.355 Loose-Leaf Spiral Notebook James 
Francis Key, Sierra Madre, Calif assignor of two 
thirds te Athalie R. Irvine, Los Angeles, Calif Ap 
plication May 19. 1936, Serial No. 80.537. Granted 
January !4, {941 

2,228,433 Typewriting Machine Joseph P. Bark 
doll, Groten, WN. Y., assignor to L. C. Smith & 
Corona Tyoewriters, Inc Syracuse, N. Y a corpora 
tion of New York Application March 9 ‘1939, Serial 
No. 260,704. Granted January 1{4, 1941 

2.228,587 Desk Maynard H Raggio, Chicago. 
1ll., assignor to Clemeo Desk Mfg. Co., Chicago, tll 
a corporation of Itilinois Application December 2! 
1938, Serial No. 246.955. Granted January {4, (94! 
2,228,728 Adjustable Chair Back Edward Paulson 
and Anton A. Maurer, Green Bay, Wis. assignors te 
Norcor Manufacturing Company Green Bay Wis 
Application Febrwary 7 1939. Serial No. 255,064 
Granted January 1{4, {941 

2.228.778. Stapling Machine William G. Pankonin 
Chicago ih Application July 8 1938. Serial No 
218,080 Granted January 14, {941 
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2,228,891. Loose Leaf Binder. Fred D. Wedge 124,266 Design for a Fountain Pen Similar 
Lombard, III., assignor to Wilson-Jones Company, Chi Article. Henry Zoll, Elmhurst, N. Y., assignor to 
cago, Itl., a corporation of Massachusetts. Application Eberhard Faber Pencil Co., Brooklyn, N. Y., a cor- 
February 27, 1939, Serial No. 258,629. Granted Jan poration of New York Application Sepiember 16, 1940, 
uary 14, 1941, Serial No. 95,104 Granted December 24, (940 

2,229,007. Locking Device for Cash Drawer and 124,295 Design for a Combination Finn J Desk 
Adding Machine Combination. Richard B. Showers Unit. George G. Taubert, Pittsfield, Mass., assignor 
Shelbyville, ind Application December 14, 1/938 te General Electric Company, a corporation of New 
Serial No. 245,589. Granted January 14, 194! York. Application August 28, 1940, Serial No. 94,678. 

2,229,059. Sheet Attaching Means for Duplicators Granted December 24, 1946 
Allan V. Ditty, Detroit, and Erdwin C. Grusehow 124,411 Design for an Ash Tray. Edward Schultz 
Dearborn, Mich., assignors to Rapidex Corporation Chicago, IIl., assignor te The Nagel-Chase Mfg. Co., 
Detroit, Mich., a corporation of Michigan. Applica Chicago, I1l., a corporation of Illinois. Application 
tion June 20, 1938, Serial No. 214,656. Granted September 19, 1940, Serial No. 95,218 Granted De- 
January 21, 1941 cember 31, 1940. 

2,229,193. Slotted Type Mechanical Pencil. Michael 124,531 Desian for a Combined Calendar Pad and 
D. Spiridi, Rahway, N. J Application January 23 Desk Receptacle Gustav Jensen, New York, N.Y... 
1940, Serial No. 315,143. Granted January 2!, 1/94! assignor to The Bates Manufacturing Compary, West 

2,229,380 Typewriting Machine. John Jj. Kittel Orange, N. J., a corporation of New Jersey. Applica- 
St. Albans, N. Y., assignor to Royal Typewriter Com- tion October 16, (940, Serial No. 95,875. Granted 
pany, iInc., New York, N. Y., a corporation of New January 7, 1940 
York. Application November 12, (938, Serial No 124,558. Design for Duplicating Machine. Rhein- 
240,180. Granted January 21, 194! hold Thur Schmidt, Chicago, Ill., assignor to Ditto, 

2,229,400. Typewriting ard Like Machines. William Incorporated, Chicago, Ill., a corporation of West Vir- 
J. Vickery, Elmira, N. Y., assignor te Remington ginia Application October (ti, 1940, Serial No 
Rand tne., Buffalo, N. Y.. a corporation of Delaware 95,762. Granted January 7, 1941. 

Application March 10, 1937, Serial No 130,127 124,609 Design for a Fountain Pen or Similar 
Cranted January 21, 194i Article Louis Morrison, New York, N. Y Applica- 

2,229,558. Typewriter Desk. Martin Fox, Chicago tion August 29, 1940, Serial No. 94,717 Granted 
Ww assignor to The Seng Company, Chicago mW Janary 14, (941 
Application March 30. 1940, Serial No 326,997 124,708 Desion for a Combination Calendar Memo- 
Granted January 21, 1941. randum Pad Charles F. Brown, Greeneville, Tenn. 

DESIGN PATENTS Application November 6, 1940, Serial No. 96,365. 

124,217 Design for a Chair James €E Bale Granted January 21, 194! 

Aurora, ill assignor to Lyon Metal Products, Incor 124,725 Desian for a Combined Watchease and 
porated, Aurora, III a corporation of Illinois Ap Fountain Pen or the Like David Ornstein, New 
plication June 21. 1939, Serial No. 85,607 Granted You. &. ¥ Application June 19, 1940, Serial No 
December 24, 1940 93,098 Granted January 21, 194! 











1732 — 1799 

The anniversaries of the births of the immortal Washington and Lincoln 
in February are occasions for mental journeys to their shrines where medi- 
tation upon their deeds, their virtues, and the circumstances over which 
they triumphed give inspiration to all. Their shining precepts transcend 
the years, wth appeal to those of both high and low estate. . . . Born in 
diverse circumstances in contrasting periods, the similitude of their great- 
ness is a paradox of the ages. One the father of his country, the other the 
saviour of its unity. Much of their lives was spent in conflict; they fought 
with uncommon power to overthrow the wrong and enthrone the right. Yet, 
by nature they were men of peace. Theirs was an inherent love of justic, 
right, and liberty. . . . As statesmen —as individual citizens — they sought 
the esteem of their fellowmen, by rendering themselves worthy of it. 


1809 — 1865 
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w by Bee Journal of the Office Equipment Sediasirg 


Sua Things Whrth Knowing 


ABOUT YOUR FINANCIAL RESERVES 
Interpretive Analysis of Sid Fuad and ey Sunil 


NOTE.—The firm of Norton and 
Bizley is fictitious, created simply 
for the purpose of clearly erpound- 
ing the various aspects of reserves 
as related to a retail office equip- 
ment business. 


4d E HAVE $7,636.00 in re- 
serves set aside,” said Ed 

Bixley, of Norton and Bixley, office 
equipment retailers. “That nest- 
egg certainly deserves a crow-over. 
When you consider that we’ve been 
in business only six years and have 
drawn sizable salaries, it is good 
to feel that our reserves are ample 
to take care of contingencies. Be- 
sides, our net worth is $13,933.42, 
which shows that we haven’t crip- 
pled our surplus by our policy of 
building up substantial reserves.” 
Ed Bixley is like a great many 
office equipment retailers, who 
place too much reliance on paper 
figures and paper profits. He is 
not alone in his misconception 
anent reserves. Many other dealers 
are equally untutored as to their 
modus operandi and status quo. 
What are reserves? How do they 
get on the balance sheet? What is 
their purpose? Where has the 
money gone that was deducted 
from profits each year? Perplexed 
office equipment dealers ask these 


By FRED MERISH 
¥ 


questions often. To clear the 
muddy waters and provide a bet- 
ter understanding of this impor- 
tant accounting problem, we have 
prepared this paper. 


Reserves Defined 


Most business men confuse re- 
serves with funds. That is errone- 
ous. There’s a big difference. A 
reserve account never represents 
cash. A fund account always repre- 
sents cash or equally liquid assets 
Reserves are always credit balances 
on the books; fund accounts are 
always debit balances. Reserves 
for depreciation, bad debts and 
other contingencies are merely 
bookkeeping entries designed to 
reflect certain conditions on the 
financial statement, hence, sub- 
stantial reserves should never lull 
the office equipment dealer into a 
sense of false security because a 
business can go bad even when 
the financial statement reveals 
that the owner has “soaked” away 
a fortune on paper. 

More than one office equipment 


dealer has fooled himself thus, 
only to wake up too late. Came 
the time when his service truck, 
showroom equipment and building 
needed modernization or replace- 
ment and he hoped to utilize his 
reserves aS a means to this end 
but his hopes went with the wind 
because the cupboard was bare 
when “Dealer Hubbard” went 
there. 

Reserves are Classified as (1): 
valuation or appraisal reserves, 
(2): liability reserves, (3): net 
worth or surplus reserves. Valua- 
tion or appraisal reserves concern 
the depreciation, obsolescence, or 
o0th, of any asset, bad debt allow- 
ance and amortization of lease- 
hold rights. This type reserve is 
set up to maintain conservative 
asset values. Each year a certain 
sum is set aside to offset the in- 
evitable reduction in asset value 
that takes place due to wear, tear, 
age, obsolescence, and sometimes 
merchandising losses due to error, 
theft, shrinkage, damage, trade- 
ins and repossessions. Valuation 
reserves should be deducted from 
the particular assets to which they 
apply on the balance sheet so that 
the reviewer can get a quick pic- 
ture of the total write-downs to 
the date of review and the net 
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value of each asset. Many dealers 
list valuation reserves on the lia- 
bility side of the balance sheet. 
They appear as credits in the 
ledger but should be deducted from 
their respective assets on the bal- 
ance sheet. 

Valuation reserves and a few lia- 
bility reserves are all that the 
office equipment dealer need worry 
about but they can cause plenty 
of havoc if handled improperly or 
their purpose misconstrued. An- 
other reason why reserves should 
be deducted from the assets is 
that it keeps the need for mod- 
ernization always in sharp focus; 
it shows clearly the net value of 
each asset; how much it has de- 
preciated; how it is slowly but 
surely growing old and out-moded. 
In older days, assets depreciated 
at a much slower rate. In these 
speed days, there are other factors 
beside direct wear and tear to con- 
sider, such as Style obsolescence, 
the greater speed of more mod- 
ern mechanical equipment, etc. 
These additional factors make it 
all the more necessary for office 
equipment dealers to maintain 
adequate reserves, to understand 
their functions and to analyze 
their reserve accounts annually. 


How Liability Reserves Function 


Liability reserves are concerned 
more with impendent expenses 
than the writing down of assets to 
show conservative values. They 
are written into the accounts when 
a liability exists and the amount, 
at the time, is not known. In- 
come taxes, social security taxes, 
property taxes, repossessed equip- 
ment expenses and possible loss 
through a damage suit, which may 
bring an unfavorable decision, a 
loss on a substantial loan or ac- 
count, are liabilities for which re- 
serves are opened. Liability re- 
serves make provisions in advance 
for a sizable outlay soon to come 
and tend to equalize the burden 
over all months in the year in- 
stead of one month or a few 
months. 

For example, taxes are definite 
expenses but not known until some 
time after the first of the year, 
sometimes six months later. Nev- 
ertheless, each month should carry 
a fair share of the tax burden. 
Hence, a reserve for taxes may be 
set up at the beginning of the 
year, the estimate based upon the 
previous year’s taxes and one- 
twelfth of the amount charged to 
expense and credited to “reserves 
for taxes” each month. When the 


exact charges become known, this 
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NORTON AND BIXLEY 





fice Outfitters 


FINANCIAL STATEMENT AS OF APRIL 30, 1940 








Assets 
Cash in bankenn-- 00-9 nn nn nn nnn nn nnn n nnn nnn ee nee nnn e rere $ 1,852.85 
Petty cash fund--------------20n nnn nnn nnn nnn nnn nnn nnnnn-e 43.80 
Accounts receivabl e---------------------------------------- 3,001.0 
Merchandise inventory--<<-<---<--<-------- 0-0-0 2-2-2 ----- 4,2 40 
otal current assets-------------------------------------------------- $19,109.07 
Land for business purposes--------------------------------- 10,000.00 
Building for business purposes----------------------------- 20,000.00 
Store fixtures and merchandising equipment, such as 
cash register, office typewriters, etc.------------------- 2,400.00 
Delivery truck--------------------------------------------- },075.00 
DUE Pied RAEEE os decd scar wcsecdrescwe cscs cccccccccecsscawecussonsne $5,675.00 
Deferred assets-------- - 2-2-2222 2 n-ne nw 2 ne nn ne ee eee ee ene 210,00 
Total of all assets--------2--2- 22-2 e nce enn ene nn ne eo eon noe enone $52,794.07 
seeee 
LIABILITIES 
Accounts payable to trade creditors------------------------ $ 8,600.65 
Accounts payable banks and others----------------------- 7,142.00 
Accrued liabilities for interest, payroll and 
inSuranc @------ ---- -- 2-2-2 n ne en een ee oo oe on eee ee 48 .00 
otal current lLiabilitiegecqcen cc cncccccccwcws coc ccccccenccocesecsccs $16,224.65 
Mortgages payable xed liabilities jececcccccceccwcccccsccsasacosaccs 15,000.00 
RESERVES 
Depreciation of merchand1se------ncnn nnn nnn enn ene w ee cee cece 300,00 
rn n4 tm wat test 8A See AR 
Depreciation of building----------------------------------- 3,600.00 
Depreciation of store fixtures, merchandising 
ch as cash register, office typewriters, 
a fia a? ~ la 
office files, etc.--------------.-.-.-----.-- 1,404.00 
250.00 
630.00 
Seceee ecco cee ecee ee escesesesessecasaesaeseesccacsasecececo 2n9 fale} 
rer aren oe eV 
le court decision in damare suit------.-. 1..250,.00 
al > 
NE NAG Riera ine Aa edaninenputtinnananidcsinnnaabibtiaemins 7,636.00 
et 6 686 4.50406 e eetebentee eben eeosenseccasoesbeeestshoaseeben 13 .933.4 
~+ ’ 4 » 4 4+¢ 
Cal liabilities, reserves and net worthe«cccocncccccccwwenn oc ccccese $52 ,794.07 











Financial Statement Used as an Example in the Accompanying Discussion on Under- 

standing the Real Function of Reserves, Both Liability and Reserve. Study of the 

above statement in conjunction with the article by Mr. Merish will reveal a number 
of aspects often overlooked. 


bility side of the balance sheet as 
liabilities. 

Surplus reserves are the ac- 
counting tools of big business so 


liability reserve is adjusted to 
agree with the exact amount of 
the tax and transferred to “ac- 
crued taxes” because it is then an 


accrued liability and no longer a 
reserve for taxes. Taxes and re- 
possessed equipment expenses, if 
the dealer sells on time, are prob- 
ably the only liability reserves he 
will use year after year, the exact 
amount of these liabilities not be- 
ing Known when the reserves are 
opened up. This type of reserve is 
usually short-lived compared to 
the valuation reserve. Usually, it 
is closed out within the year or at 
the end of the year, then opened 
up again the next year. Liability 
reserves Should appear on the lia- 


they will seldom bother the office 
appliance retailer. They cover 
many purposes: retirement of 
bond issues, hedging against a de- 
crease in the market value of in- 
ventories, reserve for working cap- 
ital to assure a safe ratio at all 
times, reserve for expansion of 
business property or servicing fa- 
cilities or for an extensive adver- 
tising campaign definitely decided 
upon. A surplus reserve is set up 
to prevent payment of the entire 
surplus in dividends, accomplish- 
ing this objective by earmarking 
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the needed portion for definite 
uses. The surplus reserve is part 
of the net worth and shown in 
this section on the balance sheet. 
Valuation reserves usually concern 
assets, liability reserves usually 
concern expenses and surplus re- 
serves make provisions for ex- 
penditures from capital. 

In the final analysis, remember 
that your reserves are only paper 
figures so do not bank too heavily 
on them as Ed Bixley did. An 
analysis of the Norton and Bixley 
balance sheet shows that, despite 
substantial reserves, they were not 
sound financially. Reserves are 
useful gadgets when all other 
parts of the business machine are 


in good working order, otherwise, 
they are worth little more than the 
paper they are written on. 

The current ratio, or the ratio 
of current assets to current liabili- 
ties, which credit men and bank- 
ers depend upon heavily to deter- 
mine the financial strength of a 
business should be at least two 
to one for a retailer of office appli- 
ances. Norton and Bixley’s cur- 
rent ratio ran about one and one- 
fifth to one. Also notice that all 
reserves are shown on the liability 
side of the statement. The valua- 
tion reserves should be deducted 
from their respective assets on the 
asset side. The liability side should 
show only the liabilities reserves, 


— 
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which, in this case, are taxes and 
a probable unfavorable court deci- 
sion. 

The big weakness in this state- 
ment lies in its poor liquidity. If 
trade creditors and banks should 
demand payment for current obli- 
gations, it would be hard to get 
funds to comply. The reserves, 
while ample under the circum- 
stances, cannot supply the needed 
funds nor would they serve as col- 
lateral for further credit. Every 
office appliance retailer should 
show reserve accounts on his books 
but do not bank too heavily on 
them because they are merely 
bookkeeping entries to reflect cer- 
tain conditions. 


t+ esmanship —Jablosil 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The final of a series of twelve articles being on 


SIZING UP PROSPECTS 


RESEARCH made a few 

years ago by the Carnegie 
Foundation, revealed that only 
about fifteea percent of a man’s 
success is due to technical knowledge 
business and that about 
eighty-five percent is due to person- 
ality and the ability to size up 
people. 

In a previous article comment was made on 
the value of personality in selling and how to 
cultivate it. In this installment are a few 
suggestions for sizing up prospects, so as to 


of his 


raise the average of success in the attempts 
to say and do the right thing at the right 
time. 

If, when you call, the prospect comes to 
you in the outer office, it is an indication that 
he is going to size you up and also decide if 
he is interested in what you have to sell before 
he invites you into his private office. If you 
fail to get that invitation, then the chances 
are that you failed to interest him in your 
products. 

Should he have a far-away look in his 
eyes and shows signs of nervousness, or if he 
does not ask questions, you are not creating 
his interest. You are wasting your time, and 
his. Do not antagonize him by continuing 
your talk. 

If the prospect invites you into his private 
office and there is no seat close to his desk, 
do not carry a chair to his desk for yourself. 
If he wants you to sit down, he will invite 
you to do so. 

When you sit in a chair, do not relax, as 
it gives the impression you are there for a 





long visit, and the prospect will 
begin worrying for fear you may 
take up too much of his time. 

Conversely, if the prospect sits re- 
laxed in his chair, it is an indication 
that he is willing to listen to your 
talk. It he sits on the edge of the 
chair with one foot forward, it is a 
signal that he is no longer interested, 
and wants you to cut your talk short and make 
your exit. 

If your prospect has short square fingers 
he is a man who makes quick decisions—he 
wants facts and figures immediately. A man 
with long fingers likes details and is slow at 
making decisions. With the former, get to 
the point quickly; with the latter, you can 
elaborate your talk. 

If your prospect wants to express his ideas 
or talk about himself, don’t interrupt him. A 
famous psychologist has stated that one of 
the greatest secrets of success is the faculty 
of listening to the utterances of all people 
as though each were the fountainhead of 
wisdom. 

A man who talks fast is one who thinks 
fast and acts quickly. On the other hand, 
the man who talks slowly is a slow thinker 
and acts slowly and deliberately. The suc- 
cessful salesman adapts his talks to the speed 
of the mind of his prospect. 

Many salesmen have talked themselves out 
of orders. When you get an order, thank 
the prospect and leave as quickly and grace- 
fully as possible. If you remain too long, 
the customer may ask further questions, and 
your answers may change his mind. 
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Growing . * es— 


THE JOY OF BUSINESS! 





By C. H. HUNTER 
National Business Show Company, 


New York, N. Y. 
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HAT magic there is in con- 
stantly growing sales! 
The joy of business, your business 
every business. 

Wherever there is joy in busi- 
ness, there also you find good 
sales promotion and all its true- 
blue comrades. 

Morale marching steadily on in 
good times and bad, regardless of 
the same general conditions which 
slow down and stop excuse makers. 

Confidence, happiness and opti- 
mism leading the whole force on 
to greater achievement. 

A place. for everything and 
everything in its place. ...A 
capable person for each job, each 
responsibility and the necessary 
authority for action. 

Everyone in the organization 
seems to know what is expected 
ot him—and does it! 

You know the American enter- 
prise which fits the picture. 
Whether you go there to buy a 
new hat, some stationery, a square 
meal or to order some service... 
Whether you seek some informa- 
tion about office equipment, elec- 
tric refrigerator or which make 
of automobile to buy, or whether 
you seek an order for something 
you sell... . You get prompt and 
courteous attention. 

Somebody greets you with a 
smile, appears anxious and willing 
to be helpful to you,—and be you 


buyer, shopper or seller you get 
what you want or see the man 
you came to see, if he is in 


And, whoever you are, you leave 
to think and speak well of that 
house 

You just can’t help liking that 
place of business—and you are not 
alone in your liking. 

Prosperous, courteous people are 
ever popular. Word of their 
prowess, consideration and per- 
formance gets around quickly. 

Newspapers print news about 
the “Growing Business.” .. . Fi- 
nancial pages tell about “Larger 
Net Earnings.” Bankers call 
to pay their respects—and offer 
their services! 

Nothing succeeds like success, 
and keeps on succeeding so long 
as the owners do not get too 
“High-Hat” about it, are not lured 
into thinking “We have the world 
by the tail” and lay down on the 
job. . . . Success is like a beau- 
tiful but fickle maiden who must 
be courted constantly—or “au re- 
voir!” 

Constantly growing sales—pub- 
lic approval—the joy of business, 
ever responsive and faithful to 
efficient sales promotion—creator 
of demand and builder of good- 
will. 

Balance—the measure of princi- 
ples, deeds and destinies! 


Growing Sales—the Joy 
of Business 


We marvel at the effect but 

wonder too little at the cause. 
All too often we forget “It 

didn’t just happen.” Forget 
that all organizations today, were 
originally only the sound idea of 
some thinker. ... Once there was 
only a small beginning, which by 
careful planning and diligent ef- 
fort, has evolved and developed 
into a profitable and growing busi- 
ness. 

The going wasn’t always easy. 
; It isn’t any walk-over now. 
There always has been something 
or somebody to impede the way. 
Somebody, without experience, 
who knows a better way. 
Somebody with the absurd ism 
that momentum could be used as 
a money-saving substitute for 
sales promotion 

There is nothing new about the 
idea of sales promotion. ...It is as 





old as history itself... . There is 
no known way for creating a de- 
mand for goods or services, ex- 
cept by good sales promotion. 

What constitutes good sales pro- 
motion should not be any more 
of a puzzle to a good business 
man, than what constitutes a good 
place to sleep. . He should be 
quite familiar with both. 

The right kind of sales promo- 
tion starts all new enterprise off 
the right way. .. . It is indicated 
for all ailing, trailing, wailing and 
failing business, which hopes to 
continue. It is standard the 
world over for making good busi- 
ness grow and prosper. 

Sales promotion is productive 
expansive, not expensive. .. . Good 
sales promotion pays its own way. 
... There is the proper model, at 
reasonable price, for every busi- 
ness, new or old, large or small. 
... It is for those with limited or 
unlimited canital. ... It is for 
every business. . There are no 
exceptions, unless it be for “the 
man in the moon,” and even he 
has to Keep on smiling! 


Fundamentals of Sales Promotion 


Salesmen: There should be one 
or more salesmen. . . . Somebody 
has to go out and see the trade 
and carry orders back to the office. 

. Sometimes a new prospect or 
old customer wants information 
and mails a post card to say 
“Send a Man” so it has been found 
both politic and profitable to send 
somebody with ability, training 
and experience, rather than to 
“send a boy.” ... Good salesmen 
are necessary. 

Letter writing: Some letter writ- 
ing is necessary, much more very 
desirable. . . . It makes the pros- 
pect feel kindly to receive a cour- 
teous letter saying his request for 
“A Man” is appreciated. ... When 
the “Man” brings in the order it 
is nice to let the customer know 
his patronage is valued... . It 
all helps to make welcome the 
personal and circular letters sent 
to prospects and customers from 
time to time—to let them know 
you are still alive, thinking of 
them—and that you continue to 
fill orders from good people. 
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Well written letters sometimes get 
in when even “A Man” can’t.... 
Often a letter is appropriate to 
announce or confirm a personal 
call. 

Printed matter: It is a rare 
proposition which does not need 
some literature describing, and 
perhaps illustrating, the product 
and service offered. . . . Nice peo- 
ple often read such business liter- 
ature—nicely printed, of course. 

. Frequently it results in an- 
other message “Send a Man.” 

Advertising: Most of us have 
eggs for breakfast—not goose eggs, 
nor duck eggs, but hen eggs—be- 
cause the hen advertises the eggs 
she lays! ... The hen doesn’t ad- 
vertise now and then, but every 
time she adds another egg to the 
world’s supply. . . . Observe, also, 
that the hen never fools around 
with any “gabble,” ‘quacks’ or 
other stunts. She sticks to her 
regular theme song for getting 
results. .. . She doesn’t wait until 
tomorrow or next week sometime 
to advertise today’s egg— her 
business is “fresh eggs’ today. 

Advertising ability and experi- 
ence in planning the advertising 
is important, otherwise the whistle 
on your steam-boat may be so 
small that it is no louder than 
the sing of a tea-kettle, or so 
big that the boiler hasn’t suffi- 
cient capacity to “blow it” and 
keep the boat running. 

Show the Goods: Show what it 
is you offer, demonstrate what it 
is good for. . . . Show to people 
who are interested. That “Man,” 
your trained and _ experienced 
salesman, knows how it helps to 
show the goods when he is trying 
to “close an order.” ... He al- 
ways wants to demonstrate the 
product. Experienced copy 
writers constantly urge the reader 
to “See the goods.” 


In General It Is Well to Remember 


Half the money appropriated for 
much needed sales promotion is 
wasted in worthless substitutes, in 
many small companies and some 
large ones too, by burdening in- 
experience with something only 
the experienced can handle... . 
It is much more profitable to aid 
those in training with capable 
coaching and advice on what to 
do and how to do it, from the out- 
side if there is no such ability in- 
side, rather than to go on pour- 
ing “sand in rat-holes.” ... The 
few “self-made men” in the world, 
first found out what to do and 
how to do it, and then went ahead 

did it on their own initiative, 


Says the story. . They have 
their own business now! 

It isn’t generally customary to 
join a club unless one is in posi- 
tion to keep up his dues without 
depriving oneself of other necessi- 
ties of life. .. . It is also wisdom 
not to take on such a large hunk 
of any sort of sales promotion, 
that one must curtail the regular 
good sales promotion work known 
by experience to be worth while. 
... The people you serve and have 
been seeking to serve, may not 
see the “One Big Basket” with all 
your eggs in it, but they do see 
and feel and are disappointed 


LIGHT SAYS— 
"Wehesuiet Cie in 











By E. J. DUQUETTE 
New England Dist. Sales Manager, 


Woodstock Typewriter Company, 
Boston, Mass. 
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HEN you expect guests to 
drop in at home, you light 
the entrance as a sign of welcome 
and good cheer. Customers are 
your guests! Brighten your store 
windows—cheer up your interiors 
-with well-planned lighting that 
attracts and invites. 

Today, more than ever, every 
light in your store helps to do a 
selling job of attracting more peo- 
ple and moving more goods- 
through your windows, your gen- 
eral store lighting, your counter 
cases and displays. Really, it 
means making your store stand 
out from the rest. This is impor- 
tant to you. 

Strangely enough, windows 
either invite customers to come 
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about the absence of that which 
built up their respect for you. 

The individual or business 
which never tries to change to 
something better never makes 
much progress, but in sales pro- 
motion it is well to make changes 
gradually or the shock to business 
friends is more than they can 
bear. .. . Without the old business 
friends new ones are hard to get, 
and sometimes there is a long and 
dreary road ahead... . Remember 
that constantly growing sales is 
the joy of business! 

Push your Sales promotion. Keep 
on doing it, consistently! 
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in or tell them to stay away—de- 
pending, more or less, on the 
lighting, the display and arrange- 
ment. Bright, attractively lighted 
windows indicate what customers 
may expect to find when they 
come inside—pleasant surround- 
ings, cheerful courteous service. 
Make this very first contact with 
your customers a most favorable 
one by greeting them with better 
light. 

When a customer enters your 
store, good lighting is responsible 
for a first general impression fa- 
vorable to you. Customers like to 
linger longer in the better lighted 
stores. Customers like to feel wel- 
come, intelligent, important. Cus- 
tomers, usually, upon entering a 
store move to the right. Plan to 
have something catch the eye im- 
mediately under a casual gaze 
from the customer. They do not 
see signs a foot above their heads. 
They like low prices but not ap- 
peals to economy. They don’t want 
to be sold; they want intelligent 
help in buying. They want ex- 
cuses for buying things. 

Customers do not like to walk 
through a store with a dim and 
dingy appearance—nor do they 
want to look over oldish looking 
equipment or merchandise. It 
makes one feel it has been there 
for years. Merchandise should 
look fresh and clean. The day of 
the jumble of merchandise is gone. 
Today, in its place, is the store 
so neat and shining and modern 
that it might have stepped right 
out of some advertisement. 
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HIS RETAIL BUSINESS 


Helpful K ferences fo _ Frequently (Avdudad Facies 


HE buying or selling of an office 

appliance business seems like 
a very simple affair, once the price 
is agreed on. The new man pays 
his money. The old man leaves 
The new man steps in and takes 
possession of the place and its con- 
tents. 

The transfer of an office appli- 
ance business, unfortunately, is 
not quite as easy as that. Actually, 
an office appliance dealer con- 
cerned in such a transaction must 
be sharply alert to forestall the 
possibilities of lIoss and trouble 
that lurk in the sale of a going 
business. 

Foremost in the legal aspects of 
the sale of an office appliance busi- 
ness is the jealousy of the law to 
see to it that ample protection is 
given to the creditors of the dealer 
who is selling out. Realistically, 
the law figures that an office ap- 
pliance dealer scheming to evade 
his obligations could sell out his 
business, pocket the proceeds, and 
be a thousand miles away be- 
fore his creditors knew anything 
about it. 

To prevent such a result, the 
law in all ‘states undertakes to 
protect a dealer’s creditors by im- 
posing certain requirements to be 
observed when he sells his busi- 
ness. If those requirements are 
not met and creditors are defraud- 
ed as a result, the loss ordinarily 
falls on the buyer of the business. 

The details vary, but basic pro- 
cedure in the District of Columbia 
and all but three states is that the 
buyer of the business obtain from 
the seller a sworn list of the seller’s 
creditors, with addresses and 
amounts owing. Then the buyer 
sends to each creditor, usually by 
registered mail, a notice setting 
forth that he will buy the busi- 
ness on a certain date and, in 
some States, a list of the items 
being bought and the prices being 
paid for them. This notice must 
be given anywhere from five to 
ten days before the date on which 
the buyer expects to pay the 
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money and take over, according 
to the law of the particular state. 
Arizona, California and Washing- 
ton require that notice of the sale 
of a going business be filed or 
recorded in the office of a speci- 
fied public official a stipulated 
number of days prior to the date 
of closing the deal. 

If the required procedure is not 
followed and if as a result cred- 
itors remain unpaid, the creditors 
may thereafter proceed against 
the buyer on the ground that, so 
far as the goods received from the 
seller are concerned, the buyer is 
a “trustee” or “receiver” for the 
seller’s creditors. 


How to Satisfy Seller’s Creditors 


Where the amount being paid 
for the business is not enough to 
pay the seller’s creditors in full, 
one of several possible arrange- 
ments may be worked out, de- 
pending on circumstances and the 
law of the particular state. The 
creditors may give releases in full 
upon payment of an agreed upon 
percentage of their claims. Or 
they may accept part payment at 
the time of sale and agree that 
the new owner is to pay their bal- 
ances within a specified time. If 
they receive nothing at the time 
of sale, they may accept the new 
owner’s agreement to pay them in 
full within a certain time. Any 
such arrangement should be put 
into a carefully drawn agreement 
among the seller, the buyer and 
the creditors. 

Many sales of office appliance 
businesses involve the transfer of 
fixtures and other equipment being 
bought on installment payments 
which may not be fully paid up. 
Installment sales are usually made 
under one of these three legal 
arrangements bailment lease, 
conditional sale, or chattel mort- 


gage. If at the time the new 
man buys the business, the old 
dealer is in default on his install- 
ment contracts—that is, if he is 
not paid up to date—the new 
owner of the business may sud- 
denly find the equipment repos- 
sessed from him. His only safe 
protection is to get an agreement 
from the manufacturer or supply 
house which owns the installment 
goods setting forth the exact un- 
paid balance and the terms on 
which he will be permitted to pay 
it. This agreement should also 
provide that when he has paid the 
balance according to the terms, 
the chattel mortgage will be satis- 
fied or title transferred to him, as 
the case may be. 

From the seller of the business 
the buyer should obtain a bill of 
sale containing a detailed inven- 
tory of the stock, supplies, fix- 
tures and equipment being sold, a 
transfer of the seller’s “equity” in 
the installment goods and con- 
tracts and a transfer of the good 
will of the business. Where de- 
sired, the seller should also con- 
vey to the buyer the right to use 
the name under which the busi- 
ness is operated. The use of the 
name by which the business is 
known is, in a sense, part of the 
good will value. 

Where the business is operated 
in a rented building, the seller 
should assign his leasehold rights 
to the buyer, and the consent of 
the landlord should also be ob- 
tained in writing. Some leases 
provide that the tenant cannot 
assign or otherwise transfer his 
interest in the lease without the 
written consent of the landlord. 

If the new man is getting the 
old dealer’s accounts receivable 
as part of the deal, the retiring 
dealer should execute a written 
assignment of the accounts to the 
new man and in addition should 
sign a notice to each debtor ad- 
vising that the business has 
changed hands and that the new 
owner is now the proper person 
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to whom the debtor should pay 
his account. 

If the business is operated under 
a fictitious or trade name like 
“Westside Office Appliance Ex- 
change” and is located in a state 
requiring such names to be reg- 
istered, the registration by the 
former owner should be with- 
drawn and a new registration 
filed by the new owner. 


Secure Written Word That Seller 
Will Not Become Competition 


The sale of the good will of 
the business implies, equitably, 
that the former owner will not set 
up in competition with his suc- 
cessor. To remove all doubt about 
this, however, the new office appli- 


FOUNTAIN 


AKING people conscious of 
RA the stationery and office 
supply dealer as the logical place 
to buy fountain pens and auto- 
matic pencils is behind all promo- 
tional efforts of Alsopp & Chapple, 
Little Rock, Ark. 

When the customer first enters 
the door he sees the fountain pen 
department and is greeted by the 
young lady in charge, no matter 
from which department he in- 
tends to make his purchase. If he 
is looking for a gift, he is shown 
fountain pens first. One of the 
most popular wedding gifts in Lit- 
tle Rock is the desk set with two 
pens. 

“A few years ago,” said Miss 
Georgia Hermann, manager of the 
fountain pen department, “people 
seldom thought of fountain pens 
as a wedding gift. But our custo- 
mers searching for usable gifts 
that are always in good taste 
pounce upon desk set suggestions.” 

Throughout the big store sales 
people suggest fountain pens as 
the all-important second pur- 
chase that means extra profits to 
every aggressive retail dealer. At- 
tention is also called to the fact 
that Miss Hermann in the pen de- 
partment is prepared to make ex- 
pert repairs. Pens are cleaned free 
of charge, and inspections of old 
pens are also made without 
charge. Miss Hermann said that 
it pays to induce people to bring 
their pens in regularly for clean- 
ing because they nearly always be- 
come good customers, not only for 
pens and pencils but for items in 
other departments. 


ance man, as part of the deal, 
Should obtain a written agreement 
from his predecessor to the effect 
that the latter will not engage in 
the office appliance business in 
competition with the new owner 
on his own account, as an em- 
ployee, or in any other capacity, 
within a stipulated time or within 
a specified radius of his former 
place of business. The time might 
be for a certain number of years 
and the radius for a stated num- 
ber of miles. These limitations as 
to time and place must be such 
as are reasonably appropriate to 
protect the new owner from such 
competition. 

Where the business is incorpo- 
rated, instead of buying goods, fix- 
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tures, supplies and good will, the 
new dealer may buy a majority of 
the shares of stock in the corpo- 
ration and thus gain control of the 
corporation itself. In such a deal, 
ordinarily, no notice to creditors 
and others is needed, for the legal 
rights and liabilities of the corpo- 
ration simply continue as before. 
The only difference is that the 
new man now owns the corpora- 
tion through stock control. 

Two office appliance dealers re- 
spectively selling and buying a 
business honestly and in good 
faith, intend only that each shall 
get what he is entitled to. To 
accomplish that purpose they 
should check carefully on the legal 
“incidents” of the transaction. 


PEN PROMOTION PAYS 


By S. W. ELLIS 
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“When a customer once becomes 
fountain pen-conscious,” she said, 
“it isn’t hard to sell him a better 
pen or even a second pen. That is 
one reason why our outside sales- 
men are so successful in selling 
desk sets and pen and pencil sets 
among office people. In large of- 
fices where young people are fre- 
quently having weddings or where 


executives have young sons and 
daughters in school, the gift value 
of pens is high. Our salesmen dis- 
tribute manufacturers’ advertising 
matter regularly. Here in the store 
we use it in much of our outgoing 
mail as stuffers.” 

This dealer gives fountain pens 
an important part in practically 
all window displays. Frequently 
one entire big window is given 
over to pens. Manufacturers’ props 
and display matter are used freely. 

“It pays to tie up with national 
advertising,” Miss Hermann said. 








Recently Alsopp & Chapple, Little Rock, Ark., Devoted an Entire Window to the 
Above Display of Fountain Pens. The extra amount of space paid in the form of 


extra 


sales. 
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WINDOW DISPLAY SELLS HIDDEN ITEMS 
Goods Vot Exhibited SGnside Shwe Fieel Seindow Showing 


VERY stationery store faces an 

acute problem when word 
comes down from the boss: “We 
must increase our sales in ledger 
sheets, loose leaf items, covers for 
telephone books and other such 
units that do not readily lend 
themselves to display in our 
store.” 

The command itself actually 
gives the reason these items are 
not selling. They are “hidden mer- 
chandise”—goods that are kept in 
boxes on the shelves of the store 
until a customer comes in and 
asks to see them. There are sev- 
eral good reasons why this mer- 
chandise does not occupy regu- 
lar display space within the store. 
In the first place they are bulky, 
take up a great deal of space that 
can be devoted to better purpose 
for faster moving and greater eye- 
appeal pieces. In the second place 
there is a high soil-loss. Also there 
seems to be an age-old tradition 
in Stationery stores that these 
items be kept in their original 
boxes until sold. 

Few are the firms that have not 
tried newspaper advertising to 
help move this merchandise. And 
fewer still are the efforts through 
this advertising media that have 
been successful. As has been our 
experience, direct mail advertising 
addressed tq office managers and 
purchasing agents achieves more 
in the way of tangible results in 
this connection. 

I don’t mean by this that news- 
paper advertising can’t be used to 
an advantage by stationery firms. 
It can. There is no better medium 
for social items and certain me- 
chanical units. But the records of 
our sales promotional efforts con- 
vince me that “hidden items” can 
best be sold through a well worked 
out plan of window display. 


Hidden Items Featured 


In late years we have given 
more attention to window displays 
of hidden items than to any other 
single sales promotion. And in 
this process we have learned some 
factors that have resulted in the 
increase of sales in certain hidden 
items as much aS five hundred 
percent. 
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For instance, we have found 
that family expense books will lie 
year after year in their boxes on 
our shelves if we wait for custo- 
mers to ask for them by name. 
But not long ago we put several 
of these items in our windows, 
with a small card naming and 
pricing them, and our supply was 
exhausted within a week. 

We have had the same expe- 
rience with limited quantity items, 
units that we only carry one or 
two of, such as eyelet presses, or 
eyelet fasteners. And in this con- 
nection we have learned a very 
valuable lesson; namely that win- 
dows flush with the _ sidewalk 
which are not so deep that items 
may not conveniently be removed 
from them for customer inspec- 
tion are the most desirable for a 
stationery firm of our type. 

We learned about flush-with- 
the-sidewalk windows when a 
store next to ours was vacant re- 
cently. This store had this type 
of windows. (Ours are triangular 
leading back ten feet from the 
side walk to our front entrance.) 
It had seemed to me for some 
time that merchandise displayed 
nearer the street gained much 
better sales results than items 
further back in the windows. So 
I put in a display in this next 
door show window and found that 





Mr. Mall Took Time Out for this Flash 
Picture Taken at His Desk 


it gave us the best results of any 
window display we have used to 
date. Our plans for the near fu- 
ture call for new flush-with-the- 
sidewalk show windows. 

Another important feature tliat 
has demonstrated itself is that 
every item must be price marked 
plainly. We have successfully 
adopted a policy of introducing 
every new unit to our trade via 
window display the moment it ar- 
rives in our store. Sometimes a 
day or two will elapse before a 
price card can be made up and 
almost without exception the new 
item will not begin to Sell until a 
price tag has been placed on it. 


Weekly Change of Windows 
Recommended 


But to get back to these items 
that are seldom seen in a station- 
ery store yet make up a large part 
of the stock on hand. We have 
found that these windows should 
be changed once each week. Sat- 
urday has been our best day. We 
do very little school business, but 
find that new windows on Satur- 
day pointed to office managers 
and purchasing agents make this 
last-day-of-the-week one of our 
highest in sales. A few years back 
we did little Saturday business, 
but lately our newly changed win- 
dows have been making it a better 
day, increasing sales consistently. 


We have also found that such 
items as columnar pads will sell 
briskly only when shown in pro- 
fusion. In items of this type we 
literally fill the windows with 
them, all kinds and all sizes. There 
are usually fifty or more units in 
each display and we include all 
colors, sizes and adaptations pos- 
sible for we have found that cus- 
tomers often make their selection 
from the window. They come in 
to buy only because they see ex- 
actly what they want as to size 
and color in the window. 

Then there are certain periods 
of the year when merchandise 
that isn’t given window space 
won't sell. These vary with the 
seasons and can only be deter- 
mined by “window trial.” Pens, 
Staplers and other mechanical 
merchandise do not receive the 
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same sales stimulus from good 
window display by our store as the 
hidden items. 

It appears that greatest sales 
benefit which our store receives 
from its windows is when this us- 
ually unseen merchandise is 


pushed forward in display. Custo- 
mers buy it with the air that they 
have just made a discovery. 

So, we are centering our most 
important promotional effort on 
merchandising hidden items for 
we have found that long years of 


WANT ANOTHER $10,000 


RE YOU looking for more 

Sales of office equipment? 
How about gathering in $10,000 
worth of business? Yes it is being 
done, and you have a chance right 
in your own neighborhood for this 
volume or at least a goodly part of 
it. In addition, this business, when 
well developed, should also pro- 
duce at least $220 repeat business 
a year, per thousand of original 
sales! No this isn’t a pipe dream. 

This result is gained by the 
proper contact of only one type of 
business that is close to you. Where 
is this wonderful crop of diamonds 
for an office equipment dealer? 
Now don’t laugh—it’s church busi- 
ness. Yes Sir, church office equip- 
ment and supplies that can be 
sold by the live, wide-awake dealer 
or salesman with the proper ap- 
proach. 

This assertion is based on the 
outline of a good church office as 
quoted by Robert Cashman, busi- 
ness manager, Chicago Theologi- 
cal Seminary, and the experience 
of salesmen who work with this 
type of office trade. Mr. Cashman 
in his book on church manage- 
ment outlines a workable church 
office for the pastor and a Secre- 
tary. For this list I’ve set up a 
price list based on today’s market 
using $80.00 as a base price for 
a good flat top desk, $65.00 for a 
top grade rebuilt typewriter, a like 
amount for an adding machine 
and $70.00 as the investment in a 
four-drawer steel letter file with 
guides and folders and included 
a two-drawer 3x5 or 4x6 card 
file with proper guides for mem- 
bership lists, etc. Following Mr. 
Cashman’s list we develop a pros- 
pective office equipment set-up of 
some $500. 

Multiply this amount by twenty 
churches and you have your ten 
thousand volume built on a small 
number of customers to which a 
good salesman can give careful 
attention. This is a group which 
should repay him well for his ef- 
fort, not only with immediate 
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Sales, but throughout the year in 
repeat business. 

Presuming that you can’t sell 
all this group, on account of others 
in the selling field who may be 
members of some one or more of 
the churches, you still have a good 
sales set-up if you reach only fifty 
percent of this group. Maybe you 
are fortunate and have more than 
twenty churches in your neighbor- 
100d. Don’t miss contacting any 
one because it’s a small church. 
You will be much surprised to find 
that the small church realizes the 
advantage of your help and places 
the larger order immediately, 
mainly because you serve where 
no one else had thought to sow 
the seed. 


Repeat Business Constituents 


The two hundred twenty dollar 
yearly repeat business per thou- 
sand is based upon printing, sten- 
cil duplicating supplies, inks, type- 
writer and filing supplies appor- 
tioned in amounts as follows: for 
printing, per month $10.00; dupli- 
cating supplies $4.00 a month; 
around $3.00 for odds and ends 
and throw in $2.00 per month for 
replacement of filing supplies. 

From my own Selling experience 
I know that $10.00 a month for 
printing is small for the average 
active church and I’ve had a num- 
ber that would use $15.00 or more 
in supplies monthly. Here, also, 
is an opportunity for installing 
accounting forms, records and 
binders after you have the ground- 
work laid with your equipment and 
supplies—“if” you have a man who 
can “talk” to church people, one 
who can make a gentlemanly ap- 
proach and deliver the sincere fol- 
low-up necessary to control such 
business. 

Another outgrowth of such busi- 
ness is the development of con- 
tacts with friends and members 


keeping them concealed from the 
public has only served to whet 
their appetite. We have taken our 
lesson from the “five and ten”; 
we are putting all of our merchan- 
dise where it can be seen. And it’s 
getting the job done. 


OF BUSINESS? 


of the congregation for their per- 
sonal office needs. You deliver re- 
sults for the church and you are 
assured a hearty introduction to 
many of the members. 


Items Needed for Church Office 


For fear you may think my 
offering on church business is top- 
heavy I’m giving you a detailed 
list of the items. I know that a 
live dealer will be able to add 
many other items which in turn 
will add dollars to sales. Let’s 
get going this year and show our 
customers how to use what we 
know they need. The list includes: 
flat top desk, glass top for desk, 
swivel arm chair, two side chairs 
with arms, stack of bookcases, 
four-drawer Steel file (preferably 
with lock), card file, typewriter 
and stand, stenographer’s chair, 
duplicating machine and stand, 
desk lamp, two letter desk trays, 
small supplies for desk, wall cal- 
endar, clock, waste basket, stor- 
age cabinet, pictures and rugs. To 
this list I’ve added folders and 
guides (approximately $15.00) to 
allow the minister to file material 
alphabetically, to carry it by sub- 
ject and monthly folders for cur- 
rent events and development of a 
program. Ink, stencils and paper 
are the heavy replacements on the 
monthly supplies. 

By showing the minister how to 
use the equipment you want him 
to buy—how to get from its use 
the result he wants in the church 
and how to secure more time for 
his other wcrk—he'll see that it is 
bought! Naturally, as you have 
shown him how he'll be impressed 
with your service and order for the 
business results. 

And remember this—many sales- 
men are not only afraid of church 
folks, but they openly scoff at the 
possibility of business here. Hence 
you start with less competition 
than you do when you are running 
for city or county business as well 
as for many classes of commercial 
business. Dig in and get it now. 
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SELL POSTURE—NOT JUST A CHAIR! 


HERE is an old saying, “You 

do not sell the auger, you 
merely sell the hole.” And an- 
other, “After all your fuss and 
care, you do not sell the auto, you 
merely sell the sunshine and the 
ol 

This could well be applied to 
the posture chair, which has not 
come into its own unth recent 
y2ars. 

Alert executives, particularly in 
large organizations, appreciate 
the advantages and in some in- 
stances the necessity of providing 
workers with proper equipment. 
In fact it is not only the responsi- 
bility of management, but an 
opportunity as well to make em- 
ployees more efficient by making 
them more comfortable. 

It is definitely known that no 
piece of office furniture or equip- 
ment contributes more to the 
health and efficiency of the user 
than a “correct posture” chair. If 
you try to sell posture on price 
alone, however, you do one of two 
things—if the price is low you 
fail to give the customer what he 
needs and should expect from an 
investment in posture equipment: 
if it’s too high, you lose a Sale 

Consequently, the logical thing 
is to Sell posture and its advan- 
tages, keeping out the price ele- 
ment until you have sold the 
buyer on the basic idea. 


Demonstration Is the Best Way 
to Get Results 


Put one or two chairs in on a 
few days’ free trial, either for 
stenographers or executives. You 
won't sell all your demonstrators, 
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but you'll be surprised how high 
the percentage will run. Keep the 
price factor out of your conversa- 
tion as long as possible. Talk effi- 
ciency and comfort, particularly 
efficiency, because that’s where 
the boss’ interest centers. 

Consider the stenographer or 
clerical worker as a $1200.00 an- 
nual investment, for example, and 
the chair as a unit that will make 
that investment pay greater divi- 
dends through increased  effi- 
ciency. Certainly a $30.00 invest- 
ment to protect a $1200.00 invest- 
ment (only two and one-half per 
cent per year) will appeal to the 
boss who is open-minded and will 
talk plain facts. 

For example, we placed an alu- 
minum posture chair on trial 
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three years ago with a large cor- 
poration, one with approximately 
125 office employees. Within a few 
weeks an order came through for 
one chair, followed in a few 
months by an order for a dozen. 
Today that customer has sixty- 
five of these chairs in use. In 
other words, they have purchased 
posture chairs with a retail value 
of nearly $2000.00. 

The same plan has_ worked 
equally well with higher priced 
executive chairs. One individual 
asked us to send over a $17.50 oak 
Swivel chair, but we finally ob- 
tained permission to deliver a 
$70.00 chair. After four days’ trial 
he ordered the higher priced unit. 

Another customer wanted two 
$11.00 oak stenographer chairs, 
but after considerable persuasion 
we were permitted to send over a 
$30.00 chair on trial. The result 
was the sale of two of the $30.00 
chairs 

Most employers (there are ex- 
ceptions of course) want their em- 
ployees to be comfortable or more 
efficient at least, and in our opin- 
ion fifty per cent of demonstra- 
tions will result in sales, either 
immediately or in the near future. 
It pays to put forth a lot of effort. 
particularly in large organizations 
to get your first trial order. The 
initial order is most important as 
the repeat orders will take care 
of themselves. 

Quite often a demonstration will 
result in other sales and inquiries 
even though you don’t sell the 
individual who tries out the chair. 
Most people like to talk about new 
business equipment, especially if 
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they like it personally. If trials 
are in office buildings or large 
organizations you will often make 
sales that are directly or indi- 
rectly traceable to the demonstra- 
tion. 

Many executives will spend 
$65.00 to $150.00 for a comfortable 
chair if they can only be con- 


vinced of the difference in chairs, 
and find out how much it con- 
tributes to their comfort. 

“The office is truly your second 
home” is one appeal that will 
often work. How many executives 
and professional men would hesi- 
tate to spend the same amount 
for a comfortable chair for the 
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home? Knowing the answer, you 
have a good sales argument, if 
you use it tactfully. 

Unit selling will often result in 
chair sales. When you sell a new 
desk try to sell a comfortable 
chair and talk complete office 
Suites, instead of attempting to 
sell each item separately. 





George Thompson, Sales Manager, W. H. Kistler Stationery Company, Denver, Colo., 
at His Desk Holding One of the Office Layout Sketches Referred to in the Accom- 
panying Article. 
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BOOST SALES OF OFFICE 


OW an office furniture sales- 
man, calling on a prospect 
who was interested in buying a 
desk, ended up by selling a com- 
plete $6,000 modernization job, is 
one of many instances related by 
George Thompson, sales manager 
of W. H. Kistler Stationery Com- 
pany, Denver, Colo., in the course 
of an interview outlining the 
firm’s specialized selling program. 
The prospect cail took the firm’s 
salesman to a bank located not 
far from Denver. As he talked to 
the cashier, the salesman sur- 
veyed the room, noting the con- 
dition of furniture and operating 
equipment, making mental notes 
of the general arrangement. When 
the cashier had finished telling 
the kind of desk he wanted, the 
salesman merely nodded. He made 
no effort to close the sale. 
Picking up his hat and coat, the 
Salesman made an appointment to 
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see the bank cashier the following 
morning. 

Back in his hotel room, he 
busied himself the balance of the 
day preparing a drawing on a 
large sheet of paper. On it he 
incorporated his own ideas on 
how the bank room should be 
modernized. He showed how, by 
a new arrangement of furniture 
and operating equipment, working 
efficiency would increase. It was 
not merely a rough sketch, but 
a carefully worked out drawing 
to scale. 

When he saw the drawing the 
bank cashier was immediately in- 
terested. The plan as prepared by 
the office furniture salesman had 
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crystalized in concrete form some 
of his own ideas on modernizing 
the office. The upshot was that 
the cashier went into conference 
with the other officers of the 
bank, and the same morning 
handed the salesman a $6000 
order for furniture and office 
equipment to be installed at the 
earliest possible moment. 


Salesmen Trained to Give 
Modernization Service 


The incident was mentioned by 
Mr. Thompson as one of the re- 
sults of the type of sales special- 
ization which his firm encourages. 
Its office furniture salesmen have 
been trained along the lines of 
rendering modernization service 
to customers. First, they study 
the specialized needs of each type 
of business or financial establish- 
ment as regards not only office 
furniture but also as to the most 











24 


efficient use of furniture and op- 
erating equipment. Each salesman 
is prepared to make constructive 
suggestions, and to incorporate 
them in carefully worked out 
drawings. 

In this the salesmen receive 
much cooperation. One member 
of the sales staff is a specialist on 
office layout and interior decora- 
tion. He cooperates with the other 
salesmen in the preparation of 
office plans. For important proj- 
ects he prepares schemes, draw- 
ings worked out in color, so that 
they are understandable to the 
average executive and therefore 
contain an effective selling appeal. 
True, the preparation of such 
drawings involves extra expense, 
not to mention the time factor 
in gathering data and presenting 
the facts to office furniture pros- 
pects, but the returns justify the 
activities. 

“Judged from the results, this 
expense is of minor importance,” 
declares Mr. Thompson. “Not only 
ao the salesmen make better sales, 
but the service we render is of 
permanent value in opening the 
doors leading to prospects that 
otherwise we could not hope to 
contact.” 

To illustrate this point he men- 
tions an instance of how one sale 
led to another. A salesman calling 
on a trunk manufacturing firm 
interested in new files worked out 
a plan which resulted in an order 
for $800 worth of office equipment. 
The job was done so well that the 
executive recommended the same 
plan for another firm in which he 


was also interested. The result 
was the placing of another order 
for the same amount. 


Special Recommendation Leads 
to New Business 


In another instance, the placing 
of an order for a complete mod- 
ernization job resulted from the 
fact that the office furniture 
Salesman used his imagination. 
The salesman called on the office 
manager of a commercial aviation 
company regarding office furni- 
ture to be used in its downtown 
ticket office. As is customary when 
contacting important prospects he 
worked up a room plan, and in 
this plan he incorporated a detail 
which struck the fancy of the 
aviation executive and resulted in 
a fat order. 

The office was a small one. Its 
most important piece of equip- 
ment was the ticket counter in 
front. It occurred to the salesman 
that the counter could be deco- 
rated along unusual lines, so as 
to attract attention, thereby giv- 
ing the commercial aviation com- 
pany valuable publicity. 

He suggested that the counter 
be covered with metal, of the type 
used in the construction of an 
airplane. This suggestion was 
eagerly adopted, since the firm 
had a supply of aluminum 
scrapped from an old model plane 
that was out of use. The installa- 
tion, made at small cost, has at- 
tracted much attention. Business 
executives, visiting the downtown 
ticket office, have usually been 
anxious to learn the name of the 
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office equipment firm which 
planned the counter and the other 
features incorporated into the 
room layout. Some of them have 
since purchased office equipment 
from Kistler. 


“We could mention many other 
instances where proper planning 
has produced profitable business 
for us,” comments Mr. Thompson. 
“It is sufficient to say that our 
present program has_ proven 
highly beneficial, and we would 
not think of going back to the 
old system of sales canvasses. 


“The salesman who calls on 
financial firms is thoroughly fa- 
miliar with the problems of bank- 
ing establishments, loan compa- 
nies and others in that field. Oth- 
ers on our Staff are familiar with 
the problems in the municipal and 
State offices. Cooperating with 
these specialized salesmen is our 
planning department. It should 
be stated that while the men spe- 
cialize, they cooperate with each 
other. We hold frequent confer- 
ences, in which the men discuss 
their problems, and they make 
constructive suggestions designed 
to help the individual salesman 
with his own particular problems. 


“The important thing we have 
borne in mind is that business 
executives are modernization 
minded, and anything we can do 
to help them solve their modern- 
ization problems represents a val- 
uable step in the direction of 
writing up good sized orders for 
office furniture and office equip- 
ment.” 


Compact Filing Display Is ‘Self-Selling’ 


S 7G USINESS men can be much 

more easily sold on filing 
equipment and kindred merchan- 
dise if they are given the oppor- 
tunity to handle it themselves, 
and discover in their own right 
why it is advantageous to their 
offices.” That’s the theory which 
the Office Supply Company of 
Jackson, Miss., has operated on 
for several years in merchandising 
of cash registers, filing equipment, 
billing machines, index systems 
and other equipment. 

Whenever possible, all merchan- 
dise of the office furniture or 
equipment type is grouped into 
model office displays where the 
prospect can allow himself a few 
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minutes in testing this and that 
appliance, and “getting the feel” 
of each piece. Typical is an ultra- 
modern walnut panel office on the 
second floor, where the newest 
Styles of everything which goes 
into the executive office are con- 
stantly on display. 

“We have found that all the 
good selling arguments and good 
merchandise presentation on 
earth will do no good if the pros- 
pect cannot visualize the physical 
appeal of new equipment,” it was 


pointed out. “For a typical ex- 
ample, we have spent many 
months attempting to Sell a new 
walnut desk, chair, table and file 
to a bank officer on our books, 
whose own equipment was far be- 
hind the modern impression of 
the bank itself. He strolled in the 
door one day, and asked to see 
the furniture we were eternally 
suggesting to him. Having once 
seated himself behind the desk, 
experimented with files and other 
equipment, he gave the salesman 
an order for the entire selection. 
It was merely the better feeling 
provided by the raw merchandise 
which sold this man.” 

Typical of this theme is the 
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GENEROUS DISPLAY IN SMALL AREA. 
—Despite limitations of space, the Of- 
fice Supply Company, Jackson, Miss., 
managed to show a wide variety of files 
and accessories in this ‘‘Self-Selling’’ 


exhibit. 


“Filing Equipment Salon” on the 
second floor of the store. Although 
there is plenty of space for dis- 
play outside this room, all filing 
equipment is shown in one small 
room, arranged to show the entire 
selection in a few square feet. On 
display are two groups of letter 
size files as shown, five models in 
each group. Opposite these are 
smaller record files and transfer 
equipment. Personal files complete 
the picture. In the center of the 
room is a display bank of card 
files, twenty-seven drawer models, 
and sales machines in plastic and 
metal forms. Waste baskets in 





AN AUTOMATIC FILE IN- 
STALLATION. — These _ eigh- 
teen automatic five-drawer 
files of the Automatic File & 
Index Company, Chicago, Ill., 
were recently installed in the 
offices of the DeVilbiss Com- 
pany, Toledo, Ohio. The instal- 
lation was made by the Wolfert 
Office Equipment Company, 
also of Toledo. 


matching colors are shown, as well 
as correspondence baskets, letter 
files and small pieces of equip- 
ment. 

Customers are brought to this 
room, and “turned loose” with an 





invitation to look over the entire 
stock with ease and convenience. 
The result has been stepped-up 
sales and a great deal of appre- 
ciation transformed into  pur- 
chases. 


AT LEFT.—Over 200 Invincible desks 
and files (produced in the factory of the 
Invincible Metal Furniture Company, at 
Manitowoc, Wisc.) were installed re- 
cently in the offices of the J. C. Penney 
Company, New York, N. Y. The installa- 
lation details were handled in New York 
by the Rudolph Orthwine Corporation. 
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LEOPOLD SHOWS THE BEAUTY OF WOOD.—This furniture of The 
Leopold Company, Burlington, lowa, was recently installed in the offices 
of the United Benefit Life Insurance Company, Omaha, Neb., by the 
Orchard & Wilhelm Company under the supervision of C. P. Swiler of 
the office furniture department. In addition to the Leopold furniture 
the installing dealer used their overstuffed leather chairs, davenports, 
and similar seating equipment. The Orchard & Wilhelm organization, 
with headquarters in Omaha, has furnished many fine offices in its 
home city and adjacent territory. 
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ART METAL EQUIPMENT INSTALLATIONS.—(iLeft) Art Metal Airline 
desks placed for duty in the general office of the Harris Pump & Supply 
Company, Pittsburgh, Pa. The installation was made by the Pittsburgh 
branch of Art Metal. (Right) This handsome counter and screen, made 
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YAWMAN AND ERBE PRODUCTS ON DISPLAY.—(Top) The State 
Farm Mutual Insurance Company, Berkeley, Cal., was recently outfitted 
as shown by the San Francisco branch of the Yawman and Erbe Manu- 
facturing Company. Shown here is the firm’s main office equipped with 


Styled Associate desks finished in Neutra-Tone gray. (Lower) The 

Siekert & Baum Stationery Company, Y and E agent in Milwaukee, did 

this splendid job on the general offices of the F. R. Dengle Company 

in the Wisconsin city. The desks are also Styled Associate finished in 
Neutra-Tone gray. 


by Art Metal, were installed in the branch offices of the New York Life 

Insurance Company in Pittsburgh. The equipment was sold and installed 

by the Pittsburgh branch office of the Art Metal Construction Company, 
Jamestown, New York. 
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ALL-STEEL-EQUIP IN- 

STALLATION. —A new 

installation of A-S-E Au- 

rora 1300 line blueprint 

filing cabinets was made 

in a fireproof vault of a 

motor truck manufactur- 

er’s engineering depart- 

ment. It consists of three 

ABOVE.—(Top) Interior view of the cocktail room of The stacks of No. 1355 units 
Mill, Springfield, IIl., showing an installation of chairs made placed on each side of 
by the Murphy Chair Company, Owensboro, Ky. (Lower) All the vault. Drawings up to 
set for a banquet at The Mill with Murphy chairs ready for 48 by 36 inches are ac- 
guests to be seated. commodated in these files. 


ABOVE.—tThis purchase of Art Steel Company storage, 
utility and filing cabinets was turned into an “‘installa- 
tion’ solely by the addition of a pair of linoleum tops 
and a panel gate. The unit in foreground serves as a 
divider between reception room and office corridors and 
the filing and utility cabinets serve as a reception 
counter. All units shown are Art Steel items consisting 
of single and double door, counter height storage cabi- 
nets and three-drawer Metropolitan filing uprights. In- 
stallation time was fourteen minutes. 





ABOVE.—An example of what can be done with General 

Fireproofing Company's stock steel shelving for the stor- 

age of books when dressed up with cover plates, top 

shelves, flush bars and base strips. The installation was 

made by the Clegg Company, San Antonio, for a large 

law firm in Victoria, Tex. The picture shows the neat and 
clean appearance of the installation. 


AT RIGHT.—When the Pittsburgh branch of the United 
States Fidelity & Guaranty Company found itself facing 
@ serious filing problem because of a lack of space, J. H. 
Simpson, of the local General Fireproofing Company 
branch, found the answer by installing a battery of 5505 
L's for active records and GF transfer cases stacked five 
high on top of them. Part of the installation is shown here. 














EDITORIAL 


Attend the Regional Meetings 


# THIS month will introduce the first in the 
annual series of regional conventions arranged 
by the National Stationers’Association and mem- 
bers in the several N.S.A. districts throughout 
the country. The “Traveling Troupe” of N.S.A., 
including national officers and other members 
of outstanding ability and experience will be 
featured on the programs. The meetings are 
invaluable as sources of information and help 
to dealers. 

Subjects to be discussed will interest every 
stationer. They will include sales and manage- 
ment methods, problems related to present con- 
ditions, and things that will contribute to the 
advancement of the industry. These get-to- 
gethers are also notably pleasurable occasions. 

Members of the industry are urged to familiar- 
ize themselves with the schedule of meetings 
and make plans to attend the convention in 
their respective districts. By January 28 the 
dates of the majority of the meetings had been 
officially announced. These are listed on page 
130 of this issue. 


—_e-—_—- 


GOOD qualities are the substantial riches of the 
mind; but it is good-breeding that sets them off to 
advantage. —Locke. 


—_--_- 


Significance of Census Figures 


@ POPULATION shifts as shown in the census 
every decade offer opportunity for profitable 
study by office equipment retailers. The 1940 
tabulation indicates more than ordinary trends 
that merit thoughtful consideration in relation 
to the industry. 

The report reveals that cities with a popula- 
tion of over one hundred thousand had an 
increase of 23.7 per cent from 1920 to 1930, 
but an increase of only 5 per cent from 1930 
to 1940. Of the ten largest cities, Philadelphia, 
St. Louis, Cleveland and Boston all lost ground 
from 1930 to 1940. Detroit, which increased 
57.9 per cent from 1920 to 1930, had an increase 
of only 3% per cent from 1930 to 1940. While 
the city of Chicago has had practically no in- 
crease at all. These facts apparently indicate 
a trend of population away from larger toward 
smaller cities and towns. 

To the office equipment industry this move- 
ment of people is important because one of the 
reasons for the change is the decentralization 
of industry. To dealers and manufacturers in 
this field, the transfer of production activities 
from one center to another means that local 


purveyors of office equipment should be alert 
to possibilities of increased sales in their par- 


ticular districts. The coming in of sales oppor- 
tunities not previously existing, opportunities 
that will be seized by outside concerns if not 
capitalized locally through proper sales promo- 
tion effort, indicates clearly the need for watch- 
fulness on the part of all dealers as to what is 
going on in their business communities. ‘“Check- 
ing up” on today’s potential sales is the first 
logical step to the increase of today’s actual 
Sales. 


_—_-->-— 


EXPERIENCE shows that success is due less to 
ability than to zeal. The winner is he who gives him- 
self to his work, body and soul. 

—Charles Buxton. 


-_—_—em-  — 


Support the Slogan Contest 


#4 ON page 32 of this issue is announced a 
sales promotion slogan contest, in which every- 
one in the distribution, sales, and manufacturing 
divisions of the office equipment business is in- 
vited to participate. 

The first prize for the best slogan to stimulate 
the buying urge of the office equipment user 
will be a handsome $100 trophy, contributed by 
Ivan Allen, Sr., of the Ivan Allen-Marshall Com- 
pany, Atlanta, Ga. The cup, which will be pic- 
tured in the March number of this journal, will 
become the permanent possession of the winner. 

The contest will be conducted by Orrice Ap- 
PLIANCES, and those desiring to participate are 
invited to send their slogans to the journal’s 
publishing office at Chicago. Duration of the 
contest will be practically three months—closing 
April 20, 1941. Submitted slogans will be pub- 
lished in the intervening monthly issues in the 
“Sales Promotion” department inaugurated in 
the present number. 

In passing, we mention that the new “Sales 
Promotion” department of OFrricE APPLIANCES 
is devoted to the search and presentation of 
profit-making sales promotion ideas, methods, 
and material for both executives and employees 
concerned with selling products of this industry. 
And members of the trade are invited to partici- 
pate in this department, as well as in the con- 
test; that the exchange of ideas may benefit all. 

To Mr. Allen goes the credit for the com- 
mendable suggestion that a slogan contest be 
conducted. A successful stationer, a citizen 
prominent in the civic affairs of his own com- 
munity, a past president of the National Sta- 
tioners Association and obviously interested in 
the welfare of the industry—Mr. Allen supported 
his suggestion with an offer to provide a $100 
cup to the first prize winner. 

With the objective of stimulating creation 
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of slogans that will carry the message of the 
office equipment merchandisers to potential 
buyers in fresh, concise, appealing phrases—the 
contest should prove valuable to the entire in- 
dustry. The “Say it with flowers’’ slogan has 
been worth millions of dollars to the florists of 
America. Those engaged in the office equipment 
industry can well afford to give serious thought 
to the slogan idea for their own business. 


__ee- 


DO all the good you can, in all the ways you can, 
to all the souls you can, in every place you can, at 
all the times you can, with all the zeal you can, as long 
as ever you can. —John Wesley. 


—_2--_-—- 


37th Annual National Business Show 


#@ AS this issue is being put into distribution, 
the doors of the Grand Central Palace, New 
York, N. Y., are open to receive visitors to the 
37th Annual National Business Show, running 
from Monday, February 3, to Saturday, February 
8, inclusive. Advance reports indicate that this 
year’s exhibit will maintain the tradition of the 
thirty-six preceding events in the extensiveness 
of displays and wide interest of the business 
public. A business stimulant that influences 
executives to purchase new and improved equip- 
ment, the show is an effective medium of sales 
promotion, well deserving the support it receives 
from ‘the office equipment industry. Its annual 
presentation is a highly appreciated feature of 
the industry’s calendar of activities. 


-_—_—ew- —— 


A PERVERSE temper and a discontented, fretful 
disposition, wherever they prevail, render any state of 
life unhappy. Cicero. 


—— +-—_— oe m- 


Record in Sight for Industry in 1941 


&4ON THE basis of reports now available, it 
appears that the office equipment industry is 
heading for a new high in business volume in 
1941. An article in the January 2, 1941, issue 
of the Wall Street Journal, epitomizes the situa- 
tion in the following paragraph: 

“The office equipment industry—the products 
of which are almost as indispensable to modern 
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business as the assembly line—enjoyed in 1940 
one of the best years in its history and, unless 
all indications are misleading, the current year 
should rank among the best. In 1937 office 
equipment sales reached a record high—and 
earnings, too, for most manufacturers—and the 
industry now finds itself crowding closely upon 
those peak figures.” 

Last fall the estimated total of business for 
1940 was $165,000,000. The sales pace was acce- 
lerated sufficiently in the last quarter of the year 
to bring the total close to the $183,000,000 record 
set in 1937. In percentage, the gain made during 
the last three months raised the total for the 
year so that it showed an increase of nearly 22 
percent over the 1939 volume. 

General advance has been recorded despite 
consistent loss of export markets. Normally, the 
industry exports about 30 percent of its output. 
By 1937 a downward trend was already in evi- 
dence. Only 22 percent of the total production 
was shipped abroad. War conditions have quick- 
ened the decline, which is offset to some degree 
by increasing demands from Latin American 
markets. In contrast, Canada, a steadily ex- 
panding market since 1939, has placed a num- 
ber of office machines on a list of products 
whose importation is restricted for duration of 
the war. With total volume increasing, it be- 
comes obvious that domestic consumption is 
expanding in substantially greater proportion 
than is production. The market is now very 
largely confined to the area within the borders 
of the United States. 

Present expansion of domestic volume is due 
in considerable degree to a strong demand from 
industrial concerns whose business is growing 
rapidly because of National Defense Program 
orders, as well as to a large increase in Federal 
Government orders for office equipment. Gen- 
eral consumer demand is also increasing sharply, 
adding another sound reason for the belief that 
1941 will record a new high in production and 
sales of office appliances. 
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ets to Evan Harter 


president ity he managed to get off the train 


juggling two bags, a brief case and 


MULTIPLYING) SUSPENDERS The Harter Corporation, Sturg , 
STUMPS HARTER Mich. because of The Toliowing story nis 


apparel. 


which just The story might end there but it 


comes to light. 


When a man loses a pair OT su Mr. Harter was returning fr joesn't. Because just before Christ- 
enders while sleeping in a pullm Yawman and Erbe Manufacturing mas, Mr. Harter received through 
aboard 4 train ifs bad enough, bul Company sales clinic some ti e mail six pairs of suspenders, each 
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LLEWELLYN NAMED MANCHES- 
TER BANK DIRECTOR 
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OFFICE APPLIANCES 


board of the Manchester Federa 
nas & Loan Association. The 


Known stationer was elected T 
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AN ANNUAL HOST TO THOUSANDS. 

—C.H. Parsons, former stationer, now 

arranges picnics for thousands of 

members of state societies in Los An- 
geles, Calif. 
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thought to be unequalled in Amer 
ica even by a young man to say 
nothing of a man nearly ninety year 
of age: Mr. Parsons has not missed 
a church service morning or evening 
1 more than twenty-two years. He 
attends the Trinity Methodist church 
where he acts as head of the re 
ception committee and shakes hand 
with practically every person enter 
ng the great building.—JET 





POUNSFORD WINS SALVATION 
ARMY PLAQUE 

Harry G. Pounsford, president 

the Pounsford Stationery Company 


Cincinnati, Ohio, last month re 
-eived a bronze plaque in recogn 
tion of his twenty years of service a 
a member of the Salvation Army 
advisory board. Brigadier Fred Ma 
pass was the donor of the plaque 


which was presented to Mr 
ford by Carl W. Rich 


prosecutor. 


"| JEST KEEP FISHIN’ ” 
Among the expressions of g 
will and encouragement received 


connection with the opening of tt 





new year came one from our old 
friend Henry Simler of the Amer 
can Writing Machine Company 


| : \ 
New York City. We are moved 


HONORING THE UNKNOWN SOL- 
DIER.—Many members of the indus- 
try who are veterans of the World War 
journey to Washington each year to 
attend services at the tomb of the 
Unknown Soldier in Arlington ceme- 
tery. Among these at the last cere- 
mony were (left to right) Frank M. 
Weeks, sales manager, Allied Carbon 
& Ribbon Manufacturing Corpora- 
tion, New York City, and Ernie C. 
Lowthorp, of Lowthorp, Inc., Washing- 
ton, D. C. The two men are pictured 
just after attending the services. 


YOU NEVER CAN TELL 





pass on a part of the massage. 
According to the story told, a 
tellow named Hi Somers was not 
only a successful fisherman but had 
made a great success in life as well. 
The simple philosophy behind his at- 
tainments is compressed into the 
tollowing lines of verse: 
t wan't so much the bait er pole, 
wan't so much the fishin’ hole, 
That won for Hi his big success; 
Twas jest his fishin’ on, | guess; 
A cheertul, stiddy, hopeful kind 
Of keepin’ at it—don't you mind? 
And that is why | can't help wishin’ 
That more of us would jest keep 
fishin’.”’ 





GRAHAM MADE OFFICER OF 

MINN. SALESMEN'S CLUB 

J. T. Graham, Minneapolis city 
salesman for the Royal Typewriter 
Company, last month was singled 
ut for honors when he was elected 
treasurer of the Minneapolis Sales 
men's Club. According to Royal's 
district manager, Fred W. Fogg, Mr. 
Graham assumes the dimensions of 
3 salesman's dream of a purchasing 
agent because he has full power to 
y bills and purchase such items 
needed by the club without the 
submitting a request to 
mmittee. 
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OU have heard salesmen complain about the difficulty they have in 

finding prospective purchasers. | think, if a man will regard everybody 
he meets as a possible prospect, or as an influence upon such a person, 
he will uncover unsuspected leads and make unsuspected sales. 

An adding machine salesman told me he stopped at a little corner 
newsstand and shoe-shine place, one of those glass-enclosed places where 
an energetic chap crowds in a little of everything. 

The salesman carried an adding machine with just a dust-cover over 
it. He asked the newsstand man, ''Can | leave this here for a few minutes 
while | go down street on an errand?" 

Of course he could leave it, and when he came back the man said, 
"I've been looking at your machine there. What does it do?" 

Good naturedly the salesman explained. ''How much does one of 


‘em cost?" he was asked. The salesman named the price on one of the 
simplest, like the sample. ‘Can | have this one?" the newsdealer wanted 
to know. And a sale was made just that easy, with spot payment by 
check on a bank right across the street. 

While selling safes and filing cabinets, | used a mailing list of possible 
customers. A few of the names on the list | considered deadwood, but 
| kept on mailing to them because you never know. One day a woman 
| knew only as a summer resident came in and said, "| want to buy a 
safe for my cottage, something | can store things in when it is closed 
for the winter, so they'll be safe from fire and sneak thieves." | sold her 
a $300 job and asked her how she happened to come to me for it. "I 
was going to the city to buy one," she said, “but while | was in the 
grocery store | mentioned the fact and the grocer sent me to you." I'd 
questioned putting that grocer on or keeping him on my mailing list! 


—FRANK FARRINGTON 














SALES PROMOTION &? 


Quotes and Comments 


“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES 


CARLYLE 





ANNOUNCING SLOGAN CONTEST 
Offering the “Ivan Allen $100 Trophy” 


To Stimulate Creation of Sales 
Promotion Slogans for the Of 
fice Equipment Business, Ivan 
Allen, Sr. Offers $100 Cup. 
Contest is Open to Dealers, 
Manufacturers, and Employees. 
Five Other Awards of Sub- 
scriptions Offered by This 
Journal. Submit Your Suggest- 
ed Slogans Now to OFFICE 
APPLIANCES! 


COME on, you sloganeers! Here’s 
an opportunity for you to make a 
constructive contribution to your 
industry and at the same time win 
an award you'll be proud to own 
for years to come! A beautiful 
$100 cup to be given to the person 
in the office equipment business 
who submits the best slogan suit- 
able for use in selling the products 
of this industry. 

The trophy will be the gift of 
Ivan Allen, Sr., chairman of Ivan 
Allen-Marshall Company, and 
past president of the National 
Stationers Association, Atlanta, 
Georgia, who suggested the pro- 
motion of this contest. 

The object is to stimulate the 
creation of office equipment sales 
promotion slogans “that will in- 
trigue the public.” Slogans that 
every dealer in the business can 
put to profitable use. 


Five Other Awards 


In addition to the Ivan Allen 
Trophy, five other prizes of one 
year subscriptions to OFFICE AP- 
PLIANCES will be awarded by this 
journal. 

Rules of the contest are simple: 

The slogan should consist of an 
impelling expression in phrase or 
sentence form, which will stimu- 
late the buying urge of the office 
equipment user. 

Contestants may submit any 
number of slogans. 

The contest is open to any dealer 
in commercial stationery, office 
machines, or office furniture; any 
manufacturer of office equipment 
and supplies; and any salesman 
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IVAN ALLEN, SR. 


or other employee of the above 
dealers or manufacturers. 

The handsome $100 trophy will 
be the permanent possession of 
the first prize winner. Picture will 
be shown in this column next 
month. 

Contest closes April 20, 1941. 
Winners will be announced in the 
May issue. 

Atwell Jackson, prominent ad- 
vertising man, sales consultant, 
and author of many articles ap- 
pearing in this journal during the 
past two years, will head the com- 
mittee of contest judges. Other 
members will be announced next 
month. Decision of the judges will 
be final. 

Slogans should be sent to OFFICE 
APPLIANCES, 20 North Wacker 
Drive, Chicago, Illinois. 

The slogans submitted will be 
printed on this page each month 
during the contest. 

Here are a few suggestions of- 
fered by Mr. Allen: 

“Build your business for the fu- 
ture with the tools we will furnish 
you today.” 

“Better tools for better offices.” 

“The best business has the best 
equipped office.” 

Come on, you sloganeers. Send 
in yours today! 

a 
WHAT ARE THE TESTS OF A 
GOOD ADVERTISEMENT? 

SINCERITY—simplicity. A 
straightforward message placed 
where the greatest number of 
people can see it for the longest 
period of time.—Barron G. Collier 


FORBIDDEN TERRITORY— 
WHAT IT COSTS SALESMEN 


SUPPOSE this morning the boss 
called you into his office, and then 
after you got perched in a com- 
fortable chair told you that he 
had decided to slice your territory 
in half. 

Boy, would you howl. The 
chances are you’d say it was more 
territory you needed, not less— 
what you had wasn’t nearly 
enough. You would be burnt up 
plenty at the idea of having half 
your customers and_ prospects 
taken away. 

Or, suppose he said “I’m going 
to put another man in your ter- 
ritory selling the same items you 
do. I’ll give him every third pros- 
pect and customer. You just call 
on two and omit the third one.” 

You would probably ask “What's 
the big idea in making me skip 
good prospects all through my 
territory?” 


Some Limit Themselves 


Yet, do you know that many 
salesmen do what amounts to the 
same thing in cutting their ter- 
ritories? They establish their own 
“forbidden” territory—the terri- 
tory of neglected customers and 
prospects. 

Who lives in “forbidden” terri- 
tory? Well, there are the fellows 
who told you they weren’t inter- 
ested, together with the ones who 
said they didn’t want to be both- 
ered. There is that cranky old 
bird who bawled you out once 
remember him—he lives there. 
And the prospects whose places oi 
business didn’t look so hot, so you 
passed them up. Then there are 
busy fellows who always seemed 
to be out—you couldn’t be both- 
ered chasing them. Yes, and those 
prospects way down at the end of 
the street and on Side streets off 
the beaten track. Perhaps the 
roads were tough, and you didn’t 
like the mud or the idea of having 
to shift into second gear. 


Summed up, prospects like these 
when subtracted from an ordinary 
sales territory make a respectable 
group of buyers for some salesman 
who hasn’t established a ‘“for- 
bidden” territory in his mind. 

And if they are good for him, 
they are just as good for a sales- 
man who can overcome his per- 
sonal prejudices—who has the will 
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to invade his own “forbidden” ter- 
ritory. That salesman is going to 
uncover a flock of good orders for 
his efforts. 
—The New Webster Way. 
TIMELY HOUSE ORGAN COPY 
HERE’S a different angle of 
sales approach to use in suggest- 
ing a reason for the business of- 
fice to bring its office equipment 
up to the highest possible state of 
efficiency now. It is the timely 
one related to the present emer- 
gency and employees being drafted 
or enlisting in the Service. 
Wallender-Pennington Com- 
pany, Decatur, Ill., recently pre- 


sented the following in a page of 
its house publication, under the 
heading, “Uncle Sam Wants You 

-to Put Your House in Order”: 

“It’s only natural that some of 
your employees will be drafted or 
will enlist in the armed forces of 
the United States, during the 
present emergency. 

“And it’s a good time to check 
over your business equipment, with 
a view to making it more efficient, 
thus eliminating as nearly as pos- 
sible the burden caused by break- 
ing in new employees or placing 
of additional responsibility on 
those who stay on the job. 

“There is no better investment 
than good office furniture, effici- 
ently designed desks, comfortable 
chairs, up-to-date filing equip- 
ment methods. 

“A survey of your needs will not 
obligate you in any way.” 

ape 

NEVER esteem any thing of ad- 
vantage to thee that shall make 
thee break thy word or thy self- 
respect. —Marcus Aurelius. 
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MAKE LETTERS FRIENDLY 


ON the desk of every person in 
the office equipment business 
who has anything to do with 
correspondence with customers 
should be this terse reminder 
“Be Friendly!” 

“Everyone likes to read a friend- 
ly letter,” said Ralph R. Rice in a 
most convincing article appearing 
in Better Letters—Mail Advertis- 
ing, which we clipped as a re- 
minder for ourselves some time 
ago. 

“A letter may have all the other 
desirable qualities and not get a 
hearing,” he continued. Then fol- 
lowed these pithy paragraphs: 

“A clear letter will be under- 
stood. A concise letter will be ap- 
preciated. A courteous letter will 
be read. A dignified letter will be 


believed. A complete letter will be 
answered—perhaps. A correct let- 
ter will win approval—maybe! An 
enthusiastic letter may persuade 
the reader. If it is too enthusiastic 
about ‘our company’ or ‘our prod- 
uct’ it may persuade him the 
wrong way. A tactful letter will 
often clear away possible mis- 
understandings. But it is the 
FRIENDLY LETTER that brings 
back the whole-hearted response! 
“Formality and dignity have 
their place, and they do a good 
job when occasion requires their 
use; but friendliness is never out 
of place, and always leaves the 
door open for a return visit. 
“Cultivate friendliness in your 
writing and take time to be 
friendly with your readers .. .” 


_—_—em- 


Intentions have no market 
value. Only actions get results in 
any sales territory. 
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“BIG IDEA” IS KEY TO 

EFFECTIVE ADVERTISING 

THE key to successful selling 
through advertising is to feature 
an idea—the “big idea,” according 
to Robert R. Updegraff, advertis- 
ing man and business counsellor. 
The problem is to find the big 
selling point and develop it in ef- 
fective presentation. 

In a talk once before the Chi- 
cago Evening American Retail Ad- 
vertising Institute, Mr. Updegraff 
said: 

“Selling is not done with words, 
selling is not done with space, 
selling is not done with type, sell- 
ing is not done with pictures, sell- 
ing is not done with any of these 
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things. Selling is done with ideas. 

“We may use words to convey 
the ideas, we may use pictures to 
illustrate the ideas, we may use 
space as a vehicle for expressing 
our ideas, we may use color to at- 
tract attention to our ideas; but 
selling is always done with ideas. 
And advertising without ideas is 
weak advertising and, as a rule, is 
advertising done by main strength 
of great space, main strength of 
color, or by main strength of ex- 
aggerated statement. 

“There is about every good 
product, every retail store, every 
merchandising scheme, some big 
idea; some point, something that 
will crystallize the big, outstand- 
ing selling idea. 

“But it isn’t enough to have a 
big idea; you have to get it across. 
It isn’t what you say in an adver- 
tisement that counts; it is what 
the advertisement says to people’s 
eyes at a flash. Unless the adver- 
tisement says something interest- 
ing quickly, you have lost them. 

“You have to learn to make your 
ideas stand out so that people 
must see them whether they want 
to or not.” 


— 


THE STAR STORE SALESMAN 

THE star store salesman is: 
Well groomed and businesslike; 
courteous and respectful; pleasant 
and friendly; alert and attentive; 
eager to serve and resourceful in 
helping customers make selec- 
tions. He is accurate and truth- 
ful; loyal to his company; and is 
careful to keep displays and stock 
in presentable condition at ali 
times. 

(Continued next month) 
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AN OUTSTANDING CALENDAR 


THE desk calendar, illustrated 
below, produced by The Cargill 
Company, Houston, Texas, embod- 
ies several ideas that may interest 
other stationers. 

Measuring 61% x 414 inches, with 
Wire-O binding at the top and 
mounted on a folded dark blue 
easel, it advertises the company’s 
principal lines without being ob- 


Views of the desk 
calendar made by 
The Cargill Co., 
Houston, Texas, 
described at the 
right above. The 
sketches of desks 
in the company's 
wide line of office 
equipment may 
be seen as fillers 
for spaces not oc- 
cupied by fig- 
ures. The office 
layout sketch is a 
pleasing insert. 
Observe the 
easel and adver- 
tising on back. 





trusively commercialized. Small 
pictures of office equipment occupy 
the spaces unused by figures. Four 
advertising sheets in good taste in- 
tersperse the leaves. One shows an 
impressive suite of office furniture, 
while the others feature color lith- 
ography, engraving and gift sug- 
gestions. 
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NEW LOW DESK CREATED BY SHAW-WALKER 

With the general introduction of its new low desk, 
The Shaw-Walker Company, Muskegon, Mich., is pre- 
senting a new idea in office furniture. Departing from 
a long established standard in desk heights, the new 
product is described by the manufacturer as being 
designed for greater office comfort by allowing the 
worker to get down to the natural working height. 

Formerly, according to Shaw-Walker, the average 
desk has been too high for the sitting worker. Research 
by company designers has resulted in the creation of a 
desk that is built, as they term it, to fit the normal 
working position. 

The new desk is only twenty-nine inches high, one 
and one-half inches lower than the present standard. 
By promoting comfort, it is believed the lower height 
will lessen fatigue and increase efficiency and output 
of work. 

Shaw-Walker executives, who have given it an ex- 
tensive field test before making it their standard, 





DEMONSTRATING THE 29-INCH HEIGHT OF THE NEW 


SHAW-WALKER DESK 


assert that the twenty-nine inch desk has the following 
six specific advantages: sitting position is natural; 
reading, writing and working are all done easily; every- 
thing inside or outside the desk is within normal arm’s 
length, making stretching for things unnecessary; the 
range of vision is wide. 

The new low desk, the company claims, will con- 
tribute substantially to working comfort. In addition, 
it is pointed out, the “natural height” of the desk has 
been achieved without sacrificing drawer room or ar- 
rangement, and without cramping the Knee space. It 
also retains the features of the “organized desk”’ which 
Shaw-Walker placed on the market in 1929. 

The Shaw-Walker low desks are made of steel and 
plastic. They are offered in three different styles: 
Standard leg desks, island base desks, and luxury 
desks, in many sizes. 
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MANIFOLD SUPPLIES ADDS NEW CARBON LINE 


The Manifold Supplies Company, manufacturers of 


the Panama-Beaver brand of carbon papers, las 
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month announced the addition to its output of a new 
line which has been trade-named Hy-Point. The new 
carbon paper has several outstanding characteristics 
among which are included cleanliness, an ability to 
stand hard usage and a new degree of sharpness. 





CONTAINERS FOR PANAMA AND HYPOINT CARBONS 


Each sheet of Hy-Point is multicolor identified and 
the product is housed in a recently-designed and at- 
tractive packaging. Further particulars on this and 
other products of the company may be obtained by 
writing to the firm’s home offices at 190 Third avenue, 
Brooklyn. 
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GUNLOCKE’S “MAPLOAK” CHAIR LINE 


The W. H. Gunlocke Chair Company, Wayland, N. Y.., 
has announced a new line of office chairs which, be- 
cause of a number of novel construction features, has 
been given the trade name of Maploak. 

The name Maploak was adopted for the line due to 
the fact that Gunlocke’s latest designs in wood desks 
and chairs are of hard rock maple: Over this hard 
wood is applied a warm color similar to oak which 
gives a pleasing and attractive finish to the various 
pieces. 

Among the many advantages claimed for the maple 
construction is the fact that maple is extremely hard 








THE (L TO R) NOS. 1320 and 1321 “MAPLOAK” CHAIRS 


and therefore will not splinter or bruise, yet provides 
an unusually smooth finish. 

The company announces that all popular chair 
models are available in Maploak and will furnish fur- 
ther details, prices, etc., to dealers on request. 
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WOLBER INTRODUCES NEW LIQUID DUPLICATOR 

With its many features having been proved by a 
year of testing in the field, Master Copy-Rite, a new 
liquid type duplicator, is being introduced to the 
trade by the Wolber Duplicator and Supply Company, 
1201 Cortland street, Chicago. 

The roller of the Master Copy-Rite is moistened by 
gravity feed with a constant level air lock liquid con- 
trol to keep the fluid flow even under all conditions. 





THE MASTER COPY-RITE DUPLICATOR 


This new principle assures long runs and quick start- 
ing. This new type of roller moistening also assures 
copies that are quite even. 

In addition to long runs, another economy feature 
is a fluid drain which permits the saving of any fluid 
that is in the moistening mechanism at the end of a run, 
thus retarding loss of expensive fluid through evap- 
oration. 

Other features of this machine are full page print- 
ing up to nine inches by fourteen inches, positive paper 
feed that handles various weights and sizes of stock, 
visible fluid supply, accurate registration and one 
copy for each turn of the handle. 


<-> 


NEW CLIP-BOARD BY SERVICE INDUSTRIES 

Service Industries, Inc., 2025 South Calumet avenue, 
Chicago, has announced to the trade a new series 
of clip-boards under the trade name of Service which 
consists of a set of three models, one each in note, 
letter and cap size. 

Described by the manufacturers as a miniature, port- 
able writing desk, the clip-board has a smooth writing 





THE SERVICE CLIP-BOARD 


and an extra strong spring to hold papers 

Among other features claimed for the unit 
are (1) a “smooth as glass” surface both front and 
back, (2) made of genuine plastic fibre board with 
rounded edges and made moisture-proof, (3) guaran- 
teed not to warp, chip, split or splinter, and (4) 


surface 
securely. 


we 
uw 


equipped with a strong metal shoulder to keep papers 
in even order. 

Dimensions of the note, letter and cap sizes are 
respectively in inches 6% by 11, 9 by 12, and 9 by 15. 
Further particulars on the entire line, which is un- 
reservedly guaranteed, will be promptly furnished to 
dealers on request. 


—- 


HEYER ANNOUNCES NEW CLEAROSCOPE 

The Heyer Corporation, 911 West Jackson Boulevard, 
Chicago, has just introduced a new model of their 
low-priced Clearoscope. The new scope, specified as 
the Model 41, is considerably improved over its prede- 
cessor. 

The new model has a wide, hardwood frame which 
offers support to the hand when working at the 
extreme edges of the stencil. New folding leg con- 
struction allows unobstructed lighting of the large 
frosted glass surface. Legs fold flat for convenient stor- 
age in a minimum of space. Two plated stencil clamps 
hold both stencil and writing plate solidly in position, 
allowing freedom of both hands while working. The 
use of a stencil clamp at both top and bottom not 
only holds the stencil more securely against the 
writing plate, but also makes this a universal model 
that accommodates any type of stencil regardless of 
the kind of punched holes in the heading. 

A flexible light source is provided by the reflector 
which is mounted to a special cast metal base. Being 





THE HEYER CLEAROSCOPE 


independent of the frame the reflector may be moved 
about to direct a maximum amount of light where it is 
needed. A regulation light socket and ten-foot rubber 
insulated cord and plug complete the light assembly. 
Both the light shade and base are finished in black 
crackle enamel to match the rich black finish of the 
hardwood frame. 

Each Clearoscope is sold as a complete unit with 
the following supplies: Large size (8% by 18 inches) 
writing plate, sharp stylus, ruling stylus, celluloid 
triangle, shading screen and light reflector assembly. 
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“STEELART” CABINET BY LYON METAL 

Lyon Metal Products, Inc., 2801 Madison avenue, 
Aurora, Ill., has started its 1941 production program 
by announcing a new line of modern, streamlined steel 
cabinets under the trade designation of the “900” 
Steelart series. 

Made for general office use the cabinets are of the 
utility style, with front edges gracefully rounded and 
the smooth visible surfaces made without a bolthead 
in sight. The door swings 180 degrees when fully 
opened and extended door stops have been eliminated. 

Each unit is provided with a 434-inch-high closed 
base which gives more clear height inside the cabinet. 
A tamper-proof grooved key lock is attached without 
boltheads being visible on the face of the door. 

Additional details, prices, etc., will be furnished 
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promptly to the dealer on request to the company’s 
home office. 

Included in the line are storage, wardrobe and com- 
bination cabinets varying in size and styles. All units 
are seventy-eight inches high, but the width can be 
either eighteen, twenty-four or thirty-six inches, and 
the depth eighteen or twenty-four inches, depending 
on the model. The storage unit has four easily- 
adjusted shelves, the wardrobe has one wardrobe shelf 
and coat rod, and the combination has double doors, 





ONE OF THE STEELART LINE OF CABINETS 


one full-length wardrobe shelf, partition and four half 
adjustable shelves. 

The standard finish for all cabinets is Lyon green 
baked enamel, but white, grained walnut, grained 
oak, grained mahogany, walnutone, flat brown or 
gray may be secured if desired. 


*—- © 
PERFECT RUBBER SEAT COVER FOR STOOLS 
The Perfect Rubber Seat Cushion Company, 1412 


Unity street, Philadelphia, Pa., has developed and 
placed on the market a new seat cover for use with 





THE PERFECT STOOL SEAT COVER 


the type of office stool usually utilized by artists, 


draftsmen and accountants. 

The cover consists of a one-piece sponge cushion 
which in turn is enclosed in sturdy corduroy is de- 
signed to protect clothes as well as provide comfort 
for the stool user. Due to its careful construction and 
the quality of materials used in its makeup, the cover 
will give unusually long service, and can be slipped 
on or off a stool easily and quickly. 
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BARKLEY ADDS DESK SET TO LINE 


C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, has announced a new desk set which consists 





THE BARKLEY DESK SET IN OPERATION 


of twenty-five heavy red rope folders with the Barkley 
plastic tab attached. 

Included with the set is a large supply of printed 
inserts including alphabetical, monthly and an assort- 
ment of headings such as Costs, Discount, Insurance, 
Advertising, Estimates, Catalogues, and others for the 
user’s selection. 

Installed in a desk drawer the set provides a method 
of keeping papers and other printed matter properly 
segregated, indexed and instantly located when 
wanted. The set is produced to list at $3.20, attrac- 
tively wrapped and in conjunction with a counter and 
window display fixture for retail Selling. 
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TWO NEW ITEMS BY MELIND COMPANY 


The Louis Melind Company, 362 West Chicago avenue, 
Chicago, has announced two new items to the trade. 
They are a loose leaf sheet protector, and a set of 
index tabs, both listed under the trade name of 
“Crystal Clear’ Justrite. 

The sheet protector is open on three sides for quick 


























insertion of sheets and besides being non-inflam- 
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(TOP) MELIND’S INDEX TABS AND (LOWER) LOOSE LEAF 


SHEET PROTECTOR 


mable and moisture and grease-proof, will not warp 
or turn brittle. It 
or seven ring binders and is crystal clear. 


is punched to fit standard three 
The pro- 
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tector is sold in a glassine envelope which also con- 
tains one white sheet for a white background or for 
typing copy, and a black card for a black background. 
There are nine sizes, ranging from 634 by 334 to 
14 by 81% inches. 

The index tabs are sold with a handy kit for making 
colored indexes. Contained therein are seven feet of 
transparent, non-inflammable and non-fading colored 
strips, one foot each of blue, red, orange, green, yellow, 
pink and amber, ready-indexed inserts of the twelve 
months, of days from one to thirty-one and of the 
forty-eight states. The user merely chooses the color 
strip wanted from the enclosed swatch, removes the 
index and folds the colored strip to fit over it, then 
slips back into the tab. 


<>< ~ 
NEW CARBON BY WEBSTER 

The F. S. Webster Company, Cambridge, Mass., has 
announced a new carbon paper under the trade name 
of Webco. The line includes new sheets, carefully 
developed, in a sufficient number of weights and fin- 
ishes for all kinds of copy work on standard and noise- 
less typewriters. 

The company has also developed a simple number- 
ing arrangement to identify the brand, weight and 





NEW PACKAGING FOR THE WEBSTER WEBCO CARBON 
LINE 


The “D” indicates brand; 
represents weight and the 


finish. For example: DR82. 
“R” means regular, the “8” 
“2” type of finish. 

The Webco line is attractively boxed in a container 
which was styled by one of the country’s leading de- 
signers. 

*—-> © 
HOTCHKISS IMPROVES 101A STAPLER 

The Hotchkiss Sales Company, Norwalk, Conn., has 
announced a substantial improvement in its No. 101A 
“Palmfit” stapler by the inclusion in its design of 








THE MODEL 101A STAPLER 


a new Quadriclinch anvil which makes the device four 
staplers in one. 

In the new makeup, a flip of the finger 
the anvil so as to produce four different clinches, 
permanent, temporary, extra flat and pin ticket. An- 
other important feature is the fact that the construc- 
tion of the 101A now allows removal of the base in 
order that the top can be used as a handy tacker 
The improved model lists at $4.50 


changes 


TWO NEW DESKS BY GLOBE-WERNICKE 
The Globe-Wernicke Co., Cincinnati, Ohio, has an- 
nounced a new line of office desks under the name of 
GlobeArt which has been produced with an accom- 
panying series of tables to match. 
Included in the line is a new double-pedestal flat- 
top desk with four legs which features an unusually 








THE DOUBLE PEDESTAL FLAT-TOP AND THE DOUBLE 
PEDESTAL DROP-HEAD DESKS 


attractive streamlined design and a top rounded at 
the edges and corners. It is of high-grade steel, built 
to combine a smart appearance with utility and effi- 
ciency. In addition to the standard green, walnut or 
mahogany grain finishes with bronze trim, the desks 
and tables are available in a handsome shade of seal 
gray with white metal trim. 

Also in the line is a double-pedestal, drop-head desk 
for secretarial or stenographic use. Like the number 
described above, it embodies all of the G-W features 
of beauty and strength and is available in a number 


of styles and sizes. 
—- 


NEW DESK LAMP SERIES BY MIDWEST NATURLITE 


The Midwest Naturlite Company, 440 North Wells 
street, Chicago, has announced a new series of two 
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NEW MIDWEST LAMP FOR STEEL DESKS 


fluorescent desk lamps which are designed primarily 
for use on modern steel desks 

Both units are equipped with shades and bases in 
satin silver finish with a choice of satin gold finished 
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columns or solid color of silver. These new numbers 
will be known as the 1004 and 1004-A, being two-tone 
satin silver and gold, and one-tone satin Silver re- 
spectively. 

The new lamps, because of their modern design and 
pleasing lines are particularly adapted to an office 
where modern steel desks are in use, many of which 
have a chrome trim. Both are sturdily constructed 
for long service and will list only slightly higher than 
the company’s standard bronze plated models. 
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NEW PORTABLE DESK FILE BY COLE 

The Cole Steel Equipment Company, 349 Broadway, 
New York City, announces a new portable file for 
executives and secretaries—a combination letter file 
and safety personal compartment in which personal 
papers and records can be kept under lock and key. 

The filing compartment is designed for eyeletted 
guides operating on a guide rod set in a depressed 
groove. A reversible follower block in the top com- 
partment permits use of the portable file on either 
Side of a desk. When the file is in position against 
a desk the lower compartment is entirely out of sight 





THE COLE PORTABLE DESK FILE 


Both compartments are fitted with individual locks 
and keys 

The new portable desk file is made in two sizes both 
30 inches high—No. 458 letter size with upper com- 
partment 12x10!2x24, lower compartment 12x11x24 and 
No. 459 legal size with upper compartment 15x10!2x24, 
lower compartment 15x11x24 inches Mounted on 
Swivel casters the units can be moved about at will. 
Brushed brass handles are on both ends. Finishes 
available in olive green in smooth or crinkle-grained 
walnut and grained mahogany 

The Cole Steel Equipment Company 
to send complete information 


will be glad 
—- ¢ 


FLEX-SITE ACCOUNT-A-BAR AND GUIDE-A-LINE 
The Visible Records Equipment Company, 1432 Alt- 


geld street, Chicago, has recently expanded its ex- 
tensive line to include several new devices for strip 
accounting and comparative analysis records. Among 


these are the Account-A-Bar and the Guide-A-Line. 

The Account-A-Bar is made with bullet nose studs 
spaced 34-inch c. toc. A hinged top cover with single 
thumb lock serves to guard sheets against accidentally 
coming off the studs. An angle backing plate holds 
sheets in perfect alignment, yet permits easy insertion 
or removal of the sheets during use without danger 
of damaging the punched holes. 

A self-contained side guide, made of heavy spring 
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steel, pivots at the left end of the base and serves as 
a guide for the Guide-A-Line line finder, which is 
held at a perfect right angle with the base. The 
Guide-A-Line finder consists of narrow, flexible spring 
steel strip with a clamping arrangement for attaching 
to the side guide. Slight pressure releases the clamp 





(TOP) THE ACCOUNT-A-BAR ASSEMBLED FOR USE AND 
(LOWER) THE GUIDE-A-LINE 


to permit moving the line finder to another position 

Both devices are finished in black enamel. The Ac- 
count-A-Bar rests on four gum rubber buttons which 
hold it firmly in position while in use, regardless of 
the smooth surface of table or desk. When not in use 
it occupies a space only 1%, inch high and 11!%5 wide, 
the length depending on the size used. 
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NEW ADDING-CALCULATOR BY MONROE 

The Monroe Calculating Machine Company, Orange, 
N. J., has announced a new model adding-calculator, 
listed as the No. AA-1, by which automatic operations 
have been made available for a whole new range of 
work. 

In the new machine full automatic multiplication 
works either positively or negatively, and changes 
from one to the other are made by the shifting of a 





THE AA-1 ADDING-CALCULATOR 


single lever; in both forms there are minimum revolu- 
for short-cuts are taken automatically. 
the squaring of numbers a multiplier lock is 
provided so that while the AA-1 is a standard, all- 
purpose machine, it is built for the specialized calcula- 

isticians and technicians. Every detail 


Statist 


tions of 
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shows a planning that follows modern trends in de- 
sign, styling and material. The keys, decimal markers 
and other operating controls are of molded plastic 
and the color scheme of the entire machine creates a 
pleasant and businesslike appearance. 

Further particulars on this and other machines of 
the Monroe line will be promptly furnished dealers 
on request. 

—- 
MURPHY’S NEW POSTURE CHAIR 

Described as scientifically designed to fit the in- 
dividual body, a new executive model posture chair 
has been produced and introduced to the trade by the 
Murphy Chair Company, Owensboro, Ky. 

The chair is listed as the No. 230 and is equipped 
with a back adjustable for height and tension. The 





THE NO. 230 POSTURE CHAIR 


seat, which may be adjusted to the desired height, 
combines with the back in supplying the desk worker 
with the needed support. Arm rests and back posts 
are designed and fashioned so the occupant’s clothing 
cannot catch or be torn. 

The seat is built of properly tensioned coil springs 
padded with cotton felt and moss. Base legs have all 
edges rounded and easy-rolling Bassick casters com- 
plete the equipment. The chair body is of pecan, fin- 
ished in walnut or mahogany. 


*—-¢ 


OLD TOWN’S “DAWN” CARBON PAPER 


The Old Town Ribbon & Carbon Company, Inc., 750 
Pacific street, Brooklyn, N. Y., has recently announced 
a new line of carbon paper which has been given the 
designation of “Dawn.” The new sheet is an attrac- 
tive brown in color and has a specially treated back 
making the Dawn sheet fully curl-resistant, durable 
and clean. The back is attractively decorated in silver 
Additional information, prices, etc., on the new Dawn 
Sheet are available to the dealer on request to the 
company. 

<-> 


NEW PEN FILLER FOR HIGGINS’ INK BOTTLE 
Chas. M. Higgins & Company, Inc., 271 Ninth street, 
Brooklyn, N. Y., has recently developed a new type 
of pen filler as standard equipment for its desk bottle 
of American drawing ink. Named the “Little Big 
Dipper,” the filler is made of clear Polystyrene, a 
product of the Bakelite Corporation 

Among the features claimed for the new item are 
the following: 1. It will not decompose or soften in ink 
2. Its shape and design assure a speedier and more 
accurate service to the user. 3. It feeds more ink into 
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a drafting pen, cannot splinter and, due to its offset 
shape, aids in getting the last few drops of ink from 
the bottle. 

The company is retaining the patented features of 
stopper 


its steeple-topped among which are six 





NEW PEN FILLER FOR HIGGINS’ DRAWING INK DESK 
BOTTLE. 


shoulder ridges for easy twisting for extraction, a 
design which prevents rolling of the stopper, keeps 
the tip upright, and a flat thumb rest which auto- 
matically presents the scoop of the stopper in the 
correct position for pen filling. 
SOUNDSCRIBER’S NEW DICTATING UNIT 

The SoundScriber Corporation, 82 Audubon street, 
New Haven, Conn., has announced a new dictating aid 
which utilizes modern radio principles in operation, 
and consists of a microphone, recorder, discs and a 
transcriber. 

The microphone, by means of a switch, permits a 
user to dictate without having to remain in close 





SOUNDSCRIBER RECORDING UNIT AND MICROPHONE 


proximity to the machine. It will also pick up voices 
as far as twenty feet away and can be used for con- 
ferences. Another use is for direct recording of radio 
broadcasts. The recorder includes a turntable for the 
discs, a diamond-tipped needle for recording, a built- 
in loud speaker and a playback head with sapphire- 
tipped needle. Dictation may be played back at any 
time. 

The disc is of thin alloy, seven inches in diameter 
and permits fifteen minutes of dictating on either 
side. Discs weigh forty-five to the pound, and are 
made to stand a lot of hard wear without destroying 
sound tracks. The transcriber is used by the secretary 
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and is equipped with a correction gauge. The voice is 
played back through a built-in loud speaker or through 
a gooseneck “soft” speaker, audible only at the user's 
ear. 

Further details will be 
turer on request. 


furnished by the manufac- 


—- 
THE ACE “ACELINER” STAPLER 

The Ace Fastener Corporation, 3415 North Ashland 
avenue, Chicago, has announced the latest number in 
its line of staplers under the trade name of “Aceliner.” 
Modern in style and attractively designed the new 
machine is available in a number of colors to match 
practically any office suite or home furniture. 

The Aceliner is a combination device which staples, 
pins, tacks and clips because, when taken up in the 
hand it becomes a hand plier. In addition, its pre- 


cision, all-steel construction assures a lifetime of un- 
interrupted service without repairs. 

In the popular price range, the Aceliner follows the 
designing 


well-known Ace and stapling principles 


ACE FASTENER CORPORATION 


EH. Ashinnd Ave Chenega, mf 





THE STREAMLINED “ACELINER” STAPLER 


which are said to eliminate jamming or clogging. It 
is fully guaranteed. 

Additional information on this and other numbers 
of the Ace line will be furnished to the dealer promptly 
on request 

—-o 








STARKEY’S NEW PACKAGING.—Shown here is the new 

hermetically sealed can which has been adopted by the 

Starkey Paper & Supply Company, Kansas City, Mo., for its 

line of correction fluid. The new packaging was described 
in the January issue. 


—- 

NEW ELECTRIC PENCIL SHARPENER ANNOUNCED 

The Triple “E” Products Company, St. Louis, Mo 
has introduced to the trade a new, electrically-oper- 
ated pencil sharpener under the trade name of the 
Electro-Pointer. The unit, streamlined and beauti- 
fully finished, is adaptable to office or home use 

The Electro-Pointer is, as the name implies, a device 
capable of instantly sharpening a pencil, either black 
or colored. The user merely inserts the pencil and 
the machine does the rest. There is no crank to turn, 
or button or switch to operate. Due to the construc- 
tion of the device, a pencil is inserted in a natural 
writing position in much the same manner as dipping 
a pen in ink 

Incorporated in the design of Electro-Pointe! 
are a pencil size-changing device and a point adjust- 


the 
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blunt points as desired. 
the machine include the 
waste, sharpens in an 


ment to 
Other 
following: It 


2 


2 


provide sharp or 


features claimed for 
pencil 


reduces 





THE ELECTRO-POINTER 


unusually short time, saves lead, cannot “chew up” 
either lead or wood, and is fully guaranteed. 

Further particulars as well as illustrated literature 
are available to the dealer on request to the home 
office or the Chicago branch, 400 West Madison street. 

*—- 
STAR’S UTILITY STAND 

The Star Products Corporation, 111 West Monroe 
street, Chicago, has produced and is introducing to 
the trade a new utility stand of solid steel construction 
and built for office or home use. 

A special feature of the stand 
assembled without the use of nuts, bolts or screws, 
the sections merely slipping together and locking 
securely. It is shipped knocked down and when assem- 
bled requires a space of only 26 by 14 by 2514 inches. 

Because of its sturdy construction the stand can 
maintain weight up to 500 pounds. It is equipped 
with brake casters to prevent slipping and has locks 
on front two casters to eliminate sliding. Removable 
noiseless casters protect floors. There is also a handy 
shelf which is removable when desired. 

The finish is smooth with no rough edges and the 
available are olive green, walnut brown or 
enamel. The stand provides 364 square inches 


is that it can be 


colors 
white 











THE UTILITY STAND 


of working surface, ample leg room and a proper 
working height. 

The Star Products Corporation has made 
ments whereby dealers requiring additional 
tion and details on this and other numbers 


promptly supplied on request 


arrange- 
informa- 
will be 
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NEW DESK TRAY LINE BY GLOBE-WERNICKE 

The Globe-Wernicke Co., Cincinnati, Ohio, is an- 
nouncing a new line of steel desk trays under the 
trade name of “Streamliner.” The tray is modern 
in design and has a full width opening to facilitate 
handling of papers. Trays can be intermembered as 
high as desired and metal supports with satin chrome 
finish are easily attached to hold the stack rigid. 





THE “STREAMLINER” DESK TRAY IN ONE, TWO AND THREE 
UNIT SET-UPS. 


and the 
legal size in 


Rubber feet prevent marring of furniture 
trays are available in either letter or 
seal gray or Standard green finishes. 
—-¢ - 
NATIONAL’S NEW CLAMP-ON FLUORESCENT LAMP 

The National Lighting Equipment Company, 12415 
Euclid avenue, Cleveland, Ohio, is introducing a new 
fluorescent desk lamp which features a clamp-on ar- 
rangement and is equipped with two eighteen-inch 
illuminating tubes. The unit is easily attached to the 
edge of a desk or table and is constructed to prevent 
marring of the top of furniture. 

Maximum extension is twenty-six inches and height 
is eighteen inches. Finish is light Swedish and red 
bronze. The lamp is particularly suited for use on 
stenographers’ desks or for work tables of bookkeepers, 
artists, draftsmen and others requiring a maximum 





NATIONAL’S TWO-TUBE FLUORESCENT LAMP 
of light with a minimum of space allowance for the 
unit. 

Further details will be supplied the dealer on request 
to the manufacturers 


—- © 


NEW ADDRESSING MACHINE BY ORTHOGRAPH 
The Orthograph Company, 406 South Main Street, 
Los Angeles, Cal., has recently produced and intro- 
duced to the trade a new type of addressing machine 
which is marked by a number of novel features. The 


4] 


device is said by the manufacturer to be the only 
machine of its kind on the market. 
The principle involved is the liquid process and an 





THE ORTHOGRAPH ADDRESSING MACHINE 


important factor is the simplicity with which the 
plates can be prepared at a cost of less than one cent 
each. Name plates change automatically with each 
stroke of the handle, eliminating changing by hand. 

The machine is substantially built, trim in appear- 
ance and attractively finished. The retail price is 
$17.50 and includes supplies. 


¢ ee — 


NEW BARRETT FIGURING MACHINE 


The Barrett Adding Machine Division of the Lanston 
Monotype Machine Company has just placed on the 
market a new Barrett figuring machine, the model Al9, 
finished in graytone, the new standard finish of all 
Barrett machines. This model is a development of 
their original Barrett figuring machine, having three 





THE A-19 FIGURING MACHINE 


new features designed to add to the ease and speed 
of operation 

Automatic dial clearance enables operators to get 
much higher speed, as no key need be depressed to 
clear the dial wheels. 

A new automatic keyboard clear key now clears with 
one stroke and automatically prepares the machine 
for the next calculation. 

Another improvement is the automatic multiply 
and divide key, so constructed that it is not necessary 
to release and reset for each calculation. Both the 
keyboard and total wheels may be cleared while this 
key remains set in position. 

In addition to these three new improvements, this 
model has a positive one-position backspacer, im- 
proved column indicator, non-add key for emergency 
correction, and a decimal pointer for predetermining 
the decimal point in all calculations. 

Even though the adding capacity of this machine 
is limited to nine columns—$9,999,999.99— its capacity 


New Machines and Devices Section 
Continued on Page 125 
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PROVEN TO SUCCEED TONKIN ON COAST 
FOR VICTOR ADDING MACHINE 

J. A. Proven last month was appointed western sales 
manager for the Victor Adding Machine Company, and 
will supervise the firm’s Pacific Coast sales from his 
headquarters at 1147 South Hill street, Los Angeles. 
He succeeds William Tonkin, recently resigned. 

Mr. Proven has been in the office equipment field for 
many years, having been associated with Remington 





J. A. PROVEN 
Rand Inc., and with the International Business Ma- 
chines Corporation, before joining Victory four years 
ago. With that company he has served in various ca- 
pacities such as national service manager, national 
agency manager, and more recently assistant sales 
manager. 

According to M. S. Bandoli, general sales manager, 
who spent most of January on the West coast supervis- 
ing other changes in personnel, the Victor Adding 
Machine Company is expanding its west coast organ- 
ization to a great extent. 

Samuel Smith has been appointed acting district 
manager for the Pacific states and will assist Mr. 
Proven in dealers and agencies contact work. 

Mr. Bandoli also announced the installation of a 
complete factory branch with headquarters in Los 
Angeles, J. K. Young having been appointed branch 
manager in Los Angeles. Milo Brandmeyer has been 
appointed sales supervisor in Los Angeles under Mr 
Young. 

Miss Esther Fingal who has been with the company 
on the west coast for a long time has been appointed 
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A DOTEN-BOULARD-INSPIRED WIN- 
DOW.—The idea of animating a number 
of objects used in a window display was 
created by the Doten-Boulard Studios, 
New York, and consists of putting heads, 
arms and legs on the various articles. 
The window shown here of the Nor-Wood 
Company, Inc., New York City, is a per- 
fect example of this excellent method of 
attracting attention and the various items 
used include Higgins American drawing 
inks, Eldorado, Koh-I-Noor and Mongol 
pencils, Eberhard Faber kneaded erasers, 
Strathmore papers, Bainbridge boards. 
Gillott’s pens, Esterbrook pens and a 
number of other articles. 


office manager for the branch and western sales office. 
Robert Heeger will function in charge of Victor’s 
warehouse and stock facilities on the coast. Harry 
Boll, who has been with Victor for some time in Los 
Angeles, will function as service manager for this 
area. Miss Caroline Sherman will handle the secre- 
tarial work for the western sales manager. 

According to Mr. Bandoli, Victor has just completed 
the most successful year in twenty-three years of op- 
eration. It is the company’s opinion that 1941 will 
show even greater increase in sales. 

The western sales office and branch at 1147 S. Hill 
street has been completely renovated, enlarged and 
much additional equipment has been added.—JET 

o — eo 
BAINBRIDGE, KIMPTON & HAUPT 
APPOINTS RAPP DIRECTOR 

Edward F. Rapp, for the past thirty-two years as- 
sociated with Bainbridge, Kimpton & Haupt, New 
York City, and its predecessor company, last month 
was elected a director of the firm. 

Mr. Rapp, who is well known to the trade in Metro- 
politan New York, started with the organization as an 
errand boy in 1908, working his way through the 
office, the city counter, the country department to 
become an outside salesman in 1920, a position he 
has held since that time. 

The election of Mr. Rapp to the directorate of the 
company after his long and valuable service is indica- 
tive of the policy of the firm to promote employees 
when the opportunity occurs. 

REMINGTON RAND GETS LARGE CARBON ORDER 
FROM U. S. 

Remington Rand Inc. last month was awarded an 
order from the U. S. Naval Department for carbon 
paper amounting to $167,949.35, according to a news 
item released from Washington, D. C., and reported in 
the columns of the North Tonawanda (N. Y.) News. 








cae ook OS. FLEAS E 


In the “Northwest Travelers Notes’ column of the 
December issue appeared an item reporting Edward 
(Eddie) Friedman, LePage’s representative, as again 
being on the job after suffering serious injuries in a 
traffic accident. The item was incorrect in that Mr. 
Friedman is still far from being completely recovered 
and at the time of writing is not yet calling upon 
the trade. 
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WORD FOR IT 


That word has made American business the most 
powerful in the world. ...It has made the Amer- 
ican people the most comfortable in the world. ... 
It is a stronger assurance of a full money's worth 
than any legislation, any trade control, any busi- 
ness bureau. 


That word is QUALITY. 


In every line of endeavor there always will be a 


few who try to “beat the game.” 











They come and they go—and they try it 


again. 








They build their products without that essen- 


tial ingredient without which no product can 


And when you buy quality —for a dime or a 


succeed—quality. 


or more— you actually pay less, because 


dollar 


Quality is the word for saws that saw clean 
quality works longer hours, harder hours and 


and saw long. 


Quality is the word for watches that tick on more efficient hours for you. 
schedule year after year. In this country we may be able to get along 
Quality is the word for thermometers that without some of the things we buy. 


tell the truth about the temperature. In this country we can’t get along—very long 


without quality in anything we buy. 


Quality is the word for any product that 
hopes to earn a following and hold one. America has the “Buy-Word”’ forit—Quality! 





MIMEOGRAPH DUPLICATOR 


taries to make neat stencils more quickly. They 


THE MIMEOGRAPH ‘‘SCHOOL"’ GOES WITH EVER) 


Almost anyone can drive a car, but he'll drive 


better if he’s been taught by an expert. 
The Mimeograph duplicator | is perhaps the sim 
plest means of copying there is. 


teach office boys to turn out copies equal in visi- 
bility to the sight-protecting standards required 
by schools. They show typists how to liven up a 
with graphic materials—illustrations, let- 


wy Machine, stencil sheets, and ink are all that any page 
& ee one with a hand and aneye needs for its operation. _ tered headlines, cartoons, insets. They will help 
S mal | But, because of our long experience in the busi everyone who works with your Mimeograph du- 
4 (7 O~—&,,__ ness, we feel there are many “tricks of the trade” _ plicator—no matter which of the four models it is 
€.. > spel which we can pass on to our Customers. Littl to get out bette r work in a shorter time. 
fee YY economies in operation. Little efficiencies in pro We feel it is part of our responsibility to help 
Se. = a) &% ” duction. Little ideas for getting business. people use our equipment efficiently and econom- 
[SS mF, So our Customer Aid department is yours for _ ically. That’s why this Aid Service is any custom- 
| — —— the asking. Our trained experts come to you (or _ er’s without any obligation. A. B. Dick Company, 
» See , | you send your people to them). They enable secr: Chicago. 
wine 
} | bd 
| 
Ht fd | Mimeogra aph duplicator 
~~ 8 {[MEOGRAPH is the trade registered in the U.S. Patent Office 
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The Guest Book 


Cort Horr, McMillan Book Company, in Chicago for 
the holidays, gave us the pleasure of a call on Satur- 
day, December 28. He reported a joyous time visiting 
his family, but was anxious to get back to his desk 
in Syracuse. 


Frank Ryan, manufacturers’ representative who 
travels the South from Texas to the Atlantic, visited 
the offices of this journal December 30. He had been 
in Chicago for a week or so visiting old friends both 
in and out of the industry. After making several side 
trips he expected to be back in his territory shortly 
after the first of the year. He represents Milwaukee 
Chair Company and Shelbyville Desk Company. He is 
a keen student of effective sales methods and helps 
his dealers by getting over to his customers and theil 
salesmen ideas which he has picked up and developed. 
Business, he indicated, was active throughout his ter- 
ritory. Mr. Ryan will be remembered by many who 
attend the NSA conventions as a man who always 
turns in one of the best scores at the annual golf 
tournament. Perhaps he gives golf the same intensive 
attention that has built up his business volume. 


Ted Kaufmann, sales and advertising manager of 
Reliance Pencil Corporation, Mount Vernon, N. Y., 
paid a visit to the office of this journal January 2 
He had been to Detroit for the holidays and took oc- 
casion to attend to some business affairs in Chicago 
before making his way home. He was quite enthusi- 
astic about the possibilities for the New Year presented 


to his company. 


Bob Beekman, whose home is in Medina, Ohio, and 
who covers several states touching on the Ohio river 
for G. J. Aigner Company and The Sun Rubber Com- 
pany, signed the Guest Book on January 4. As one of 
the first visitors of the year, he proved to be a vigor- 
ous harbinger of good business. He pointed out en- 
thusiastically that things are going well in his terri- 
tory, and circumstances indicate that further im- 
provement will be registered in the coming months. 
A sales philosopher who believes in the essential value 
of service to customers, Mr. Beekman has made a fine 
record for himself. 


Frank R. Winship of Minneapolis paid a visit to the 
offices of this journal on January 7. He announced that 
a few days earlier he had organized the Frank R. 
Winship Company to serve as manufacturers’ agents 
in the sale of office specialties. Mr. Winship is well 
known in Minneapolis and St. Paul from his long 
experience in the Marchant and Monroe calculating 


A VISIBLE RECORDS INSTALLATION.— 
This Multi-Flex installation of Flex-Site 
equipment was made recently for the 
Auto Equipment Company, Denver, 
Colo., on a stock record of auto parts 
numbering approximately 20,000 items. 
A clever form arrangement to permit 
rapid posting of balance reductions 
makes it possible for one clerk to handle 
in excess of 1200 random postings daily 
without leaving his chair. An interesting 
feature of the Multi-Flex racks used is 
that the Flex-Site binder units are 
opened, closed and shifted within the 
rack, eliminating handling of heavy bind- 
ers on separate table while performing 
these operations. The equipment is man- 
ufactured by the Visible Records Equip- 
ment Company, Chicago. 





APPLIANCES 


OFFIC! 


machine companies. The purpose of his Chicago visit 
was to contact several specialty manufacturers. 


David Fried of New York, eastern representative of 
Murphy Chair Company, signed his name in the Guest 
Book January 11. He had come to Chicago to attend 
the Furniture Market and to visit with officials of the 
Murphy organization who also were in attendance. 
Mr. Fried has been selling Murphy chairs in the East 
for five years, with an increase each year over the year 
preceding. He expects a further increase in demand 
during 1941. 


—>-——— 


SAMUELSON TO HEAD COMPTOMETER SALES 


In recognition of his proven sales ability and excel- 
lent record during his twenty-one years with the or- 
ganization, Elmer H. Samuelson, former assistant sales 
manager of the Comptometer Company, Chicago, last 
month was promoted to the position of sales manager 
in charge of all domestic sales. 

Mr. Samuelson joined Comptometer in 1920 and from 
the beginning began to pile up an impressive sales 
record. Because of this trait as well as an ability to 





E. H. SAMUELSON 


organize, he was later made assistant sales manager, 
a position he held up to the time of his promotion. 

Coincident with the announcement Mr. Samuelson 
issued a short statement in which he said sales policies 
of the firm will remain unchanged. 


ee —- 


WEIS EMPLOYEES RECEIVE BONUS 
Approximately 250 employees of the Weis Manufac- 
turing Company, Monroe, Mich., received Christmas 
bonuses equalling one week’s pay. The payments to- 
taled $15,000, it was stated —AK 
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SCIENTIFICALLY PROGRESSING 

ever closer to perfection, 

Panama and Beaver products 

have carried the efficiency 

of front-line organizations 

steadily forward for forty- 
five years. 


MANIFOLD SUPPLIES COMPANY 


Manu Coast-to-coast Distribution 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 
the branch in charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New Vork are not so many as at Chicago, 


there will bi 


found the 


same desire to serve 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Office ipplance 


St. Bride 


nt Secretary 


London, 29 December, 1940 
London has survived the “Fiercest Fire Ever.” Such 
was the wording of a placard advising of the city’s 
second great fire and the full fury of the blitz 
It was truly a terrifying, awe-inspiring spectacle. 
Landmarks of history ruthlessly swept out of exist- 
A hive of industry by day, the busiest square 
the world. Irreplaceable treasures, lost for 
all time. Memories of the great past of the city’s 
guilds and companies, and burgesses, swept by the 
hand of passion for possessions let loose, and guarding 
the city’s ruins the noble dome of St. Paul’s, heart 
of a great empire—a commonwealth of nations 
guardian of a liberty that will not perish while one 
Londoner survives. All around it licked by flames, 
itself untouched by the devastating hand. Symbol of 
the future, of a greater city that has been built from 
the ashes of a great past, the dominant note in a 
new world, when nations enjoy the fruits of pros- 
perity that spring from international commerce and 
payment made in goods and services. 


ence 
mile in all 


* * x 


By day the Christmas tree on the steps of the 
cathedral, with its myriad twinkling coloured lights, 
reminds of imperishable things. We too “carry on.” 
t’s an arresting sight, the Christmas tree of peace 
and good will on earth, radiating its message amongst 
the smoke blackened ruins of an historic city. Monu- 
ments of sacrilege and sacred, broadcasting their mes- 
sages 

* * * 

Several firms in the office appliance industry lost 
the majority of the results of the work of half a 
lifetime in the city’s blaze—Standard Office Supplies 
Company, Moore’s Modern Methods Ltd., Dapag Ltd 
Rallying to the position they advised clients that 
though most of their vital records were housed in 
fire-resisting safes buried deep under the debris, they 
were in the meantime carrying on at other addresses, 
until such time as the records were unearthed when 


they hoped to resume their ordinary routine of busi- 
ness. That is mainly the spirit of the firms who 
have received this nearly death-blow. “Little man, we 


They have burned down 


Shall have a yet busier day.” 


Tradea 


issociation of Great Britain and Ireland, 
y ‘er ar 


London, E. ¢€ 


history, but not courage and that will to re-assert and 
re-establish. Like as with the miracle of Dunkirk, 
so on this night of devastation by fire, the weather 
saved from what was intended to be an even greater 
catastrophe, and this will to rebuild again what has 
been destroyed is the miracle of survival of industry. 
Thousands of merchants and traders who yesterday 
had offices, this morning are looking for new homes. 
Competitor steps in with offers of assistance to help 
tide over the difficult days of reconstruction of yester- 
day’s thriving business. Before they are cold, the dam- 
aged links in the chain are rewelded. No talk of 
revenge, but as our famous prime minister has said 
“Business before pleasure.” 

Over the radio we hear the recorded extracts of the 
speech of the president of the U. S. A. Words actually 
spoken while London was on fire. Words that heart- 
ened many a city worker travelling to offices that no 
longer existed. Pledges of help “to the defenders in 
the front line.” 

In the office appliance industry, force majeure has 
accomplished what years of discussion failed to 
achieve. Today sees an undreamt of cooperation in 
every branch of the industry. Only by cooperation can 
the industry survive all the gamut of essential regu- 
lations and curtailing of production and distribution. 
The problems to be solved are immense, though not 
insurmountable. We have come to the end of one of 
the most harassing years the industry has ever had 


to face. 


* * * 


Two outstanding British efforts in the manufacture 
of office appliances are the British Ormig, a Spirit 
duplicator made by Block & Anderson Ltd. under the 
trade name of the “Banda Spirit Duplicator” and the 
Sumlock calculator of the Bell Punch Co. Ltd. Both 
notable achievements in the office appliance field.- 


SSE 


—-¢ 
BLIKMAN & SARTORIUS “CARRIES 
DESPITE WAR CONDITIONS 
Blikman & Sartorius, of Amsterdam and Rotterdam, 
and the oldest office equipment firm in the world, 
having been established in 1695, is “carrying on” in 
(Turn to page 134, please) 
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“Fred Allen J 


Yes Sir, when Fred Allen goes to 
work on gags and script for his 
Texaco radio show, he buckles 


down over his Corona. 
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[ , be calls his Corona 


Any boy or girl can easily and quickly learn to 
operate a Corona portable. They're fast, sturdy 
and dependable . . . the finest portables money 
can buy. Find out right now how typing can 


aid you at home, in school or at work. Ask 


your Corona dealer for free home trial. 


CORONA 


“BEST KNOWN -— BEST LIKED” 





FREE BOOKLET 


“Typing is Easy” by World’s Typing Cham- 
pion Norman Saksvig. Send us your name 





and address on penny post card and we will 
forward this helpful booklet. (No obliga- 
tion to you). 
L C Smith & Corona Typewriters Inc 
Desk 2, 191 Almond Street 
Syracuse, N. Y. 
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SCHERMERHORN BECOMES DIXON PRESIDENT 
An outstanding promotion in the office equipment 
field occurred last month when Joseph H. Schermer- 
horn, for a considerable time vice-president of the 
Joseph Dixon Crucible Company, Jersey City, N. J., was 





fd 


J. H. SCHERMERHORN 


elected president of the firm. He fills the important 
position left vacant by the death last December of the 
late George T. Smith. 

Possessing one of the most complete understandings 
of the industry, its manufacturers and dealers, Mr. 
Schermerhorn also owes his rise to the presidency to 
his keen business acumen and knowledge of the manu- 
facture and sale methods of his branch of the office 
equipment field. 

That there will be little if any policy or personnel 
changes in the Dixon organization was indicated by 
a statement made by Mr. Schermerhorn shortly after 
his election to the presidency was announced. He said 

“IT feel that we are well organized in the Dixon com- 
pany and that I have around me very able advisers 
With a loyal staff of a thousand or more employees 
here in Jersey City and all our subsidiaries, I have 
an optimistic feeling that Dixon has a bright future 
ahead.” 

Mr. Schermerhorn also voiced the opinion that with 
the speeded up tempo of business due to the nation’s 
preparedness drive plus the natural increases in sales 
expected for the new year, 1941 will prove to be a ban- 
ner year for all branches of the industry 


ROYAL SALESMEN STAGE “KIENLY MONTH” DRIVE 

In honor of his inspiring leadership and loyal friend- 
ship, the entire eastern division of the Royal Type- 
writer Company sales organization devoted January 
sales of standard machines to A. C. Kienly, eastern 
sales manager of the company. Designating January 
as “Kienly month” branch managers and salesmen 
started their sales drive for the month. A flood of letters 
and telegrams testified to their appreciation of the 
support Mr. Kienly has given them and foretold a 
record-breaking sales effort. 

Mr. Kienly has been associated with Royal as a sales 
executive since 1933. His record dates back to 1915 
when he was appointed manager of the Cleveland 
branch office. At various times he has held many posi- 
tions in the sales department, climaxed in 1937 when 
he was advanced to his present position. 

Mr. Kienly is an able salesman and leader. His ex- 
perience began before he was twenty-one in Duluth, 
Minn. At that time he was called “the typewriter king” 
of his territory. Later, he entered the field of automo- 
bile sales, then the refrigerator, radio and electric ap- 
pliance fields. 

Although the western division of the sales organiza- 
tion is not directly included in the “Kienly month” 





A. C. KIENLY 


Sales drive, the members of this division have formed 
an impromptu sales drive of their own to honor Mr. 
Kienly. 

In this manner those connected with the western 
division exemplified their sincere friendship for the 
eastern division boss and proved that they, too, can 
‘go out and get it’ when the occasion arises. 
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It’s the month of PRESIDENTS 


George Washington, Feb. 22 





ibraham Lincoln, Feb. 12 


HERE ARE TWO MORE 
GREAT LEADERS, THE 
HARTER PRESIDENTS... 


Destined to do great things to 
your sales—this month and every 
month! 






















These new steel chairs are the finest Harter has 
ever produced. They are designed for comfort 
and efficiency—excellently proportioned, well bal- 
anced, with deep luxurious foam rubber cushions 
and backs. They combine strength and durability 
with new graceful design and modern simplicity— 
and the colorful appearance of these fine chairs is 
sure to give distinction and individuality to any 
office. Truly, these chairs are business leaders, and 


you'll find that business leaders will want them. 


Send for HARTER Steel Chair Catalog 


NO. 700—PRESIDENT ARM SWIVEL CHAIR 


HEIGHT—Overall—Minimum 35”—Seat to top 18”. 


SEAT—21” wide, 20” deep, 41%” thick. Deep molded 
foam rubber padding in seat and back. Seat adjust- 
able 18” to 21”. 

ARMS—3” wide, tapering, foam rubber padding. Width 
between arms 2012”. 

UPHOLSTERY—Fine Velmo Mohair in selected colors. 


BASE—Streamlined formed sheet steel. CASTERS—2- 
inch soft rubber, ball bearing. 


NO. 710—PRESIDENT SIDE ARM CHAIR 


HEIGHT—Overall—33 2" —Seat to top 18”. 
SEAT—21” wide, 20” deep, 41%” thick. Deep molded 
foam rubber padding in seat and back. 


ARMS—3” wide, tapering, with foam rubber padding. 
Width between arms 2012”. 


UPHOLSTERY—Fine Velmo Mohair in selected colors. 
GLIDES—Rubber cushioned hardened steel. 
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THE HARTER CORPORATION 
STURGIS, MICHIGAN 


BRANCH OFFICES: New York, 354 Fourth Ave., 
Chicago, 14 East Jackson Bivd. 














MEETINGS—CONVENTIONS—DINNERS 





NEW YORK 0.A.M.A. HONORS STAR SALESMEN 


Sixteen salesmen of the leading manufacturing com- 
panies of the office equipment industry were honored 
last month at a banquet given them by the New York 
Office Appliance Managers Association in the Waldorf- 
Astoria hotel in New York City. 

The dinner, which is held annually as a tribute to 
salesmen of member-companies who make outstanding 
sales records for the year, was held on January 9 
and opened with a cocktail hour. Then the salesmen 
and their hosts sat down to an excellent dinner in 
the hotel’s LePerrequet suite. 

Immediately after the banquet the president and 
toastmaster, R. W. Davidson, International Business 
Machines Corporation, welcomed the guests and then 
called upon Walter P. Lindsay, Remington Rand Inc., 
who officiated as master of ceremonies for a short 
but fine group of vaudeville acts. This over, the toast- 
master called on President-elect L. M. Bonnewell, Todd 
Sales Company, who made a few choice remarks and 
gave a short resume of a recently-completed trip to 
the southern parts of the country where he took 
opportunity to inspect some of the national defense 
plants in operation. He declared that most people 
in New York and elsewhere had no idea of the extent 
of employment and building brought about by the 
program. He also expressed the belief that 1941 will 
be a banner year for the industry and that by the 
next year everyone will have come to realize the fact 

The next speaker was George C. Wheeler of OFFICE 
APPLIANCES, who addressed his remarks principally to 
the salesmen guests when he asked them to tackle the 
year 1941 with an “I Will” spirit. He told them that 
they are in “a business of prime importance to busi- 
ness” and as a result they should do everything pos- 
sible to enhance the industry they represent in the 
minds of every person they contact. In conclusion he 
said: “Tackle 1941 in the spirit of ‘I Will’—and 
gentlemen—you will!” 

New Officers Introduced 

The toastmaster then introduced four new officers 
of the association, namely, Carol Lyttle, Dictaphone 
Corporation, new vice-president; H. O. Whipple, Na- 
tional Cash Register Company, new secretary-treas- 
urer, and Philip A. Bennett, A. B. Dick Company, and 
L. B. Flaws, International Business Machines Cor- 
poration, members of the board of control 

The chief speaker of the evening was W. R. Hickok, 
sales manager, TelAutograph Corporation, who gave 


the first part of his talk in a facetious strain but 
before concluding spoke on a number of subjects of 
definite interest to those present. 

The sixteen guests, all of whom were awarded their 
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ANNUAL MEETING 





OF THE NEW YORK OFFICE APPLIANCE MANAGERS ASSOCIATION HELD JANUARY 9. 


prizes by John A. Noonan, KeeLox Manufacturing 
Company, were: 
The Winning Salesmen 

Third time winner: David J. Johnston, 
Sales Book Company, Ltd. 

Second time: Joseph P. Ryan, KeeLox Manufactur- 
ing Company; Irving Weiss, Postage Meter Company, 
F. N. Leverett, Remington Rand Inc.; W. F. Fitzgerald, 
Yawman and Erbe Manufacturing Company. 

First time: Carol O. Miller, Addressograph-Multi- 
graph Company; William J. Caldwell, Addressograph- 
Multigraph Corporation; Arthur M. Anderson, A. B. 
Dick Company; Walter J. Scott, Dictaphone Corpora- 
tion; Parry Owens, Ditto Sales & Service; T. R. 
Geoghegan, International Business Machines Corpora- 
tion; Thomas R. Clemen, International Business Ma- 
chines Corporation; John C. Schou, Monroe Calculat- 
ing Machine Company; E. J. Hoovler, National Cash 
Register Company; C. H. Reed, Todd Sales Company, 
and A. L. Dunn, Underwood Elliott Fisher Company. 


American 
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BAINBRIDGE, KIMPTON & HAUPT, INC., HONORS 
ROBERT J. HAMPTON ON HIS 60TH ANNIVERSARY 

There comes to few companies in the industry the 
opportunity of celebrating with one of its employees 
the anniversary of the completion of sixty years of 
uninterrupted service and labor. 

To Bainbridge, Kimpton & Haupt, Inc., was given 
the privilege of helping their oldest employee in 
length of service, Robert J. Hampton, to recall the fact 
that he had started with the original concern, Henry 
Bainbridge & Company, on January 3, 1881, at 99-101 
William street, New York City. Upon the invitation of 
President Mortimer H. Chute, Jr., the wives and hus- 
bands of employees gathered at the Downtown Athletic 
Club, New York City, on Wednesday, January 15, as 
guests of the company to do honor to Mr. Hampton. 

After a delightful turkey dinner, Edward F. Rapp, 
chairman of the arrangements committee and newly 
elected director of the company, introduced John G. 
Bainbridge, chairman of the board of directors as the 
toastmaster of the evening. In a few well-chosen 
words, Mr. Bainbridge recalled some headlines from 
the papers of the period around 1881 which might be 
of interest today: A delegation from the South applied 
to General U. S. Grant to get them an introduction to 
President Garfield who was too busy to see them. The 
Port of New York was proud to report an annual ex- 
port business of $543,000,000, and an annual import 
business of $338,000,000 ‘in normal times these totals 
would now be monthly instead of yearly figures). The 
State Capitol at Albany was beginning to crack and 
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Why Royal advertises 


70U MAY HAVE WONDERED why every page of Royal 
y advertising in Life, Post, and Collier’s tells how 
the Portable helps children to think better, faster, and 
more clearly. 

Why don’t we just advertise that Royal gives you a 
better machine for your Portable money? 


That’s the question. And here’s the answer: 
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First off, we conducted a survey: rang thou- 

* sands of doorbells the country over to find out 
for which member of the family most Portables 

had originally been bought. Not what member or 
members used the machine now. But why and for whom 


it had been purchased, Answer? The child! 


or 
eS 
y 






Well, this made sense. There's no impulse on 

@ earth that loosens up the family purse strings 
like: “It will give Sonny a better chance in life 

than we had!” And everyone knows what a knowledge 


of typing can mean to a child in later life. 
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to parents 





Now, we know as well as you do that Mama 

@ and Papa are going to use that machine as 

much, if not more, than Sis or little Willie— 

once it’s in the house! But—to get it into the house: that 

was our problem. And yours. So we appealed to people 

as parents. Filled our advertising with facts and figures 

from famous school tests that prove what a valuable 
educational tool the Portable is. 











Did it work? Well, all we can say is that Royal 

@ ‘dealers had the biggest year in their history last 

year—-that 3 times as many Royals were sold 

as in “29, even—and that people actually came into 

stores with these ads in their hands, and said, “Give 
me one of those!” 
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a copy of this informative 
Tyre OuR 
WRITER HELP Y 
“ie fully how a 


Have you received 
booklet ..- “CAN A ao 
NK?” Explains mor ote 
gta se isupa child's thinking " ner 
yy abie> eet eos 9 
I ; a better student. Send to Roya “— 
ad : New York City, for your free supp" 
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of this great sale 











ROYAL PORTABLE 


THE Standard Typewriter 
in Portable Size 


Copyright 104! Royal Typewriter Company, Inc. 
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be installed in the business office” 


A GF dealership is a franchise 


to serve modern business offices 


... to offer fundamental values 
in needed equipment. The office 
outfitter who sells the GF Super- 
Filer accepts and discharges his 


responsibility of ably and de- 





Products by G-F: 


METAL DESKS 
ALUMINUM CHAIRS 
FILING CABINETS 

SAFES 
STEEL SHELVING 
STORAGE CABINETS 
FILING SUPPLIES 

















pendably serving his customers. 


In recommending Super-Filer, 
the dealer is discharging a duty 
that he assumes, by reason of 
his relationship as a merchant 
of office equipment ...to mate- 
rially aid the efficiency of office 
production through modern 
filing . ..in a Super-Filer, the 
swing-front mechanized file that 
gives easy access to vital rec- 


ords in a capacity filled drawer. 








FILING EFFICIENCY, 
RESULTING IN MORE AND 
BETTER FILING, REFLECTS 


THE GF DEALER’S FULFILL- 
MENT OF COMPETENT AND 
DEPENDABLE SERVICE .. . 








The swing-front drawer...a 
Super-Filer feature that provides 
quick filing and finding of 
records... is more than a sales 
talking point. By giving better 
access to records and by provid- 
ing even a capacity filled drawer 
with the advantages of easy ac- 
cessibility...the Super- Filer 
becomes a business tool of major 
importance .. . and supports the 
dealer in helpful service to the 


business community. 


The support of greater business 
efficiency through the mechan- 
ized action of Super-Filer is also 
in support of the office outfitter’s 
ability and willingness to pro- 
vide competent service in other 


items of metal office equipment. 


THE GENERAL FIREPROOFING COMPANY 
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CELEBRATING SIXTY YEARS OF CONTINUOUS SERVICE.— 
The entire personnel of Bainbridge, Kimpton & Haupt, Inc., 
turn out to pay honor to Robert J. Hampton on the occasion 
of his sixtieth anniversary with the company. Seated at the 
speakers’ table (L to R) Robert J. Hampton, Jr., Mrs. Edward 
Rapp, W. R. Fleming, Mrs. Lester C. Milton, William H. (Bill) 


investigations were under way. Kansas had only 80,000 
inhabitants and Tennyson’s poetry was just being 
printed. He also mentioned that Henry Bainbridge & 
Company was founded in 1845 as an importing firm, 
bringing in great amounts of paper at first and then ink 
in large casks, finally getting into the general stationery 
wholesaling business. He brought out that in 1879 the 
New York Telephone Company’s directory showed only 
two stationers as subscribers—Henry Bainbridge & 
Company and H. K. Brewer. Relative to the telephone, 
it is interesting as a side-light to note that in later years, 
Mr. Bainbridge’s father had the telephone removed 
because a customer located at Fourteenth street had 
called up asking for the delivery of one gross of steel 
pens. He felt that if that was all the business the 
telephone could bring in, it were far better to remove 
it. In then introducing Mr. Hampton to the audience, 
Mr. Bainbridge referred to an editorial in the New 
York Tribune of 1881 which he had discovered in his 
research work relative to the dinner. It was entitled 
“The Penalty of Success” and he referred to it because 
it was such a contrast to the event of the evening. 

The honored guest then responded stating that he 
had held nearly every position in the company from 
working at the counter, to laying out orders, to the 
country department, billing department, shipping de- 
partment, collection department and the _ export 
department. He was fourteen years old when he ap- 
plied for work as an errand boy. The job was only 
supposed to be temporary but it has now stretched out 
to over sixty years and he is still in active service 


INDUSTRIAL TAPE OFFICIALS AND 
STAFF MEET.—The executives and the 
entire field organization of the Indus- 
trial Tape Corporation, New Brunswick. 
N. J., manufacturers of Texcel Cello- 
phane tape, recently assembled in Chi- 
cago for their annual sales meeting. 
Besides marking another milestone in 
the history of the company, the meeting 
was indicative of the progress made 
during the past year. Industrial, which 
now has national sales coverage on its 
full line of automotive, industrial and 
cellophane tapes, reported a successful 
meeting with plans formulated for 1941. 





OFFICE APPLIANCES 





a> 


Wallace, Mrs. Mortimer H. Chute, Jr., John G. Bainbridge, Mr. 

Hampton, Mortimer H. Chute, Jr., Mrs. Ball, daughter of the 

guest of honor; Lester C. Milton, Mrs. E. Lind, Edward F. Rapp. 

Miss Sarah Wahlers and William A. Mitchell. (Inset) Portrait 

of Mr. Hampton which is an enlargement of the picture of him 
seated in center of speaker's table above. 


each day. He had held only one position prior to the 
lengthy tenure with Bainbridge. That was with Rob- 
erts & Bakee, later known as Martin Roberts, of 120 
Front street, New York City—also stationers. He only 
lasted from December, 1879 to November, 1880 with this 
firm because he asked for a raise from the $3.00 per 
week which he was earning. He had, however, been 
warned that if he applied for more money, he would be 
requested to leave. He asked for the increase and was 
fired. His second position, however, which he then 
took on a trial basis proved more to his liking and 
today his name is known wherever merchandise from 
Bainbridge has been shipped. Of late years, he has 
handled a great volume of the corrspondence with 
the customers of the firm. 

He told his associates that in the early days the 
firm had no typewriters and when the subject was 
broached, the objection was raised that with the intro- 
duction of the new machine, the boys in the office 
would forget how to write. In the early days there 
were no traveling salesmen for the firm—most of the 
customers coming to New York on buying trips. Uncle 
George Olney was the first drummer the company 
employed. 

Toastmaster Bainbridge then called upon Mr. Chute 
who mentioned the fact that Brooklyn bridge was 


just being built in Mr. Hampton’s early days and that 
all present hoped that the guest of the evening would 
outlive it as he had already outlived the Ninth avenue 
elevated which was constructed after 1881, but which 
is just being torn down now. Mr. Hampton’s stalwart 
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COLUMBIA RIBBON & CARBON 


MANUFACTURING CO., 
Main Office and Factory: 
New York Sales and Export: 58-64 W. 40th St. 

Kansas City, Mo.: Dwight Bldg. 


} actories: 


COLUMBIA 


London, 


Eneglar 


Glen Cove, L. 


Syaney 


INC. 
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MODERN INDUSTRY 
AND BUSINESS 


There is a striking analogy between the exacting 
methods of uniform coating and impregnation that 
characterize both Certain-teed Roofing Products and 


Columbia Carbon Papers. 


Striking, too. is the job that Columbia Ribbons 
and Carbons do for dealers as well as users. You, 
too, can profitably sell Columbia Ribbons and 
Carbons to customers who will be just as gratified 
as Certain-teed! Write for outline of our special 


plan of dealer sales cooperation. 


TYPEWRITER RIBBONS & CARBON PAPERS 
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A Study of Comfort 


shows why people profess preference for 


JASPER CHAIR CO. OFFICE CHAIRS 


Intimate observation of American comfort habits forms the 
basis for our decisions affecting questions of material, 
No. 886 ; ; - . ‘ 

method, framing, upholstering and tailoring. It has a direct 
bearing on office chair profits—yours as well as our own. 
Seconded by careful consideration of design and color in 
their appeal to American business men, the study of com- 
fort habits is an important factor in making the JASPER 
CHAIR CO. outstanding sales records. 

Choice of several most popular grades and colors of 
leather is offered, enabling you to work out especial tone 
and design effects for various executive office interiors in 
the furnishing of which you are engaged. Our fine line of 
all wood executive and general office chairs, chairs for 
courtroom, school, etc. in walnut, birch and oak, facilitates 
the sale of complete installations. 

Set out a few of these JASPER CHAIR CO. numbers for 
examination by your trade: Watch them stimulate sales The Right Chair 


No. 887 and profits. At The Right Price 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr 











S. H. MacDonald, (West R. J. Freeman, (Eastern E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest) James S. Fowls, (Southern 
405 Orpheum Bidg 383 Madison Ave 3004 Mo in Ave., Apt. No. 2 6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd 
Ala Phone ROGers Park 3644 Cleveland, Ohio 


Seattle, Wash New York, N. Y Birmingham 
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TO JASPER CHAIR COMPANY 
































See the Jasper Chair Company exhibit of Correct Posture School Chairs .... at 
the National School Supplies and Equipment Association Convention, Palmer 
House—Chicago, Illinois. February 17-18-19-20. 


LOU KOERNER—GEO. LITCHFIELD—ART BARTH—W. H. BROWN in attendance. 


The exhibit includes seating equipment for schools, libraries, colleges and uni- 
versities, in which good design, correct posture and sturdy construction are 
pre-eminent features. Catalog on request. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


























character was referred to by the speaker as an in- 
spiration to all with whom he was associated. He 


then presented Mr. Hampton with a beautiful leather 


wallet suitably inscribed in which had been placed 
by his associates $60—$1 for each year of his service 
with the company. Mr. Hampton responded feelingly 
to this surprise expression of esteem. He is a very 
quiet, unassuming seventy-four year old youngster. 
For forty years, he was a member of the First Re- 
formed church of Bayonne, N. J., having held practi- 
cally every position open to a layman from serving 
as sexton pro-tem for four Sundays to elder and dea- 
He was secretary treasurer of the Sunday school 


con. 
of that church for forty years. Upon his removal 
six months ago to Staten Island, where he is affil- 


iated with the Calvary Presbyterian church of West 
Brighton, N. Y. he was given a set of engrossed reso- 
lutions, an umbrella and an electric clock in appre- 
ciation of his valuable years of service. 


Music during and after the dinner was furnished 
by the Fleishmann family, Mr. and Mrs. Arthur 
Fleishmann and son Arthur C. Fleishmann. The 


high-light of the evening was the rendition by Mr. 


Fleishmann, another employee of the firm, of Mr 
Hampton’s favorite song—a hymn—‘Rock of Ages.” 
Seated at the head table were.: Robert J. Hamp- 


Edward Rapp, W. R. Fleming, Mrs. Les- 
ter C. Milton, William H. (Bill) Wallace, Mrs. Morti- 
mer H. Chute, Jr., John G. Bainbridge, Robert J. 
Hampton, Mortimer H. Chute, Jr., Mrs. Ball, (daughter 
of the guest of the evening) Lester C. Milton, Mrs 
E. Lind, Edward F. Rapp, Miss Sarah Wahlers and 
William A. Mitchell 

Dancing was enjoyed until an early hour. Special 
credit is due the committee of arrangements for a 
delightful evening—Edward F. Rapp, chairman, Mrs. 
E. Lind, Miss Sarah Wahlers, William A. Mitchell and 
Charles Housin. 
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H. W. A. DIXON AND R. S. MOORE RETIRE 
FROM COLUMBIA 
retirement of two pioneers and co-workers in 
the ribbon and carbon industry, H. W. A. Dixon and 
R. S. Moore of the Columbia Ribbon and Carbon 
Manufacturing Company, Inc., Glen Cove, N. Y., was 
the occasion for a testimonial dinner tendered them 
by their associates in the company on January 3 at 
the Garden City hotel, Garden City, Long Island 
The gathering of thirty-five executives and depart- 
was presided over by A. B. Holmes, 
Amusing references to the 
“good old days” characterized the speeches of Mr 
Holmes, L. M. Dixon, vice-president: F. R. Nichols, 
sales manager, and R. H. Pierce, secretary and treas- 
urer. Their associates of many years standing pre- 


The 


mental foremen 
president of the company 
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sented the guests of honor with gold watches as a 
token of esteem and in recognition of their long 
service to Columbia. 

Mr. Dixon, one of the founders of the Columbia 
Company in 1905, president for fifteen years, and 
active until 1937, was responsible for far-reaching 
improvements in production methods and chemical 
formulation of ribbon and carbon inks. His constant 
and persistent research in the field has contributed 
to the steady improvement of Columbia products and 





H. W. A. DIXON R. S. MOORE 


was responsible for the early development of the 
company. Mr. Dixon first began manufacturing carbon 
paper in Canada in 1902, going to New York in 1905 
to be joined soon after by Mr. Holmes, now president 
and general manager since 1908, and L. M. Dixon. 

While Mr. Moore, known to the industry as “Bob,” 
has been with Columbia only since 1929, he also has 
been in the industry thirty-five years. Mr. Moore 
took to Columbia a wealth of broad technical knowl- 
edge, and since 1929 has been director of research 
and technical advisor there. In 1931 he went to Aus- 
tralia and established the Columbia Ribbon & Carbon 
Company of Australia—a job so well done that coinci- 
dental with Mr. Moore’s retirement in America, the 
fast-growing Australian company announces its move 
into a large new factory. 

Both Mr. Dixon and Mr. Moore have seen the indus- 
try blossom from a small business in which almost 
anyone could attempt the manufacture of ribbons and 
carbons to one of the large industries of the country 
today in which skill, manufacture, scientific research, 
and the finest raw materials must be combined in 
the right proportion to keep pace with the exacting 
requirements of the myriads of special modern busi- 
ness machines. Both men will continue as members 
of the board of directors in advisory capacities. 

Those who know Mr. Dixon and Mr. Moore inti- 
mately cannot but feel that each of them has added 
something material toward the betterment of the 


VICTOR SALES FORCE HOLDS CON- 
VENTION.—Shown here is a group con- 
sisting of the field sales and executive 
staff of the Victor Safe & Equipment 
Company pictured at the home offices at 
North Tonawanda, N. Y., during their 
recent sales convention. Progress during 
the past years was reviewed and plans 
laid for 1941 which are expected to make 
this a banner year. The delegates and 
officials also discussed several new ad- 
ditions to the Victor dealer lines sched- 
uled ‘or release in the near future. 
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The new GlobeArt steel desk with four legs . . . 
variety of styles and sizes for executive and genera! office use. 
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YOUR CUSTOMERS WILL LIKE THESE 
NEW SMARTLY STYLED STEEL DESKS 


Again Globe-Wernicke leadership is demon- 
strated by the new modern GlobeArt steel 
desks and tables with four legs fine 
examples of streamlined design that combines 


smart appearance with utility and efficiency. 


These desks are built for convenience, com- 
fort and appearance to keep pace with the 
trend for modern and economical business 
equipment. The top is rounded at edges and 


corners. In addition to standard green and 
walnut or mahogany grained finishes with 
bronze trim, both desks and tables are fea- 
tured in a beautiful shade of seal gray with 


white metal trim. 


Write for prices and more information about 
Globe-Wernicke business equipment... the 
largest and most complete line available 


from one source of supply. 
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Service 








MAKERS OF OVER 4000 ITEMS NEEDED IN tab 


Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Part 
and Wood Equipment for Libraries, Schools and Public Bulidinge 
Stationers’ Products; Storage and Visible Record Equipment and Stee 


Globe=Wern icke 


Cincinnati, Ohio 
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industry and it is with this thought that friends and 
fellow-workers voice the wish that whatever their 
pathway for the future, may good fortune attend 
them. 

A 

NORTHWEST STATIONERS DINE AT ST. PAUL 

The Twenty-Fifth Annual Dinner of the Northwest- 
ern Stationers was held at the Saint Paul hotel, St 
Paul, Minn., January 25. The toastmaster of the 
evening was Charlie Regan, a stationer of South St 
Paul, who has performed similarly before stationers’ 
gatherings in St. Paul and Minneapolis on various 
occasions. Because of his sparkling wit, his services 
are in frequent demand. 

Mr. Regan first called upon Sterley Jerue of McClain 
& Hedman Company who recited a history of the 
Northwestern Stationers during the past quarter cen- 
tury including the regional meetings, the first in the 
Northwest having been held at Minneapolis in 1925 
with A. J. Walker of Farnham Stationery & School 
Supply Company presiding. He included the names of 
all the regional governors of the district and of three 
John A. Schlener, Mr. Walker and B. J. Bristoll—who 
have served the NS A as president. He awarded Billy 
Allen, of Joseph Dixon Crucible Company, a silver 
token for serving the stationery industry fifty-three 
years, the longest record of anyone present. 

W. E. Smith of Ace Fastener Corporation recalled 
some serious occasions and some of the levity of 
earlier years. 

The next speaker, Mr. Walker, told of the inspiration 
received from seeing the play “There Shall Be No 
Night.’ Considering the difficulties encountered by a 
plucky people, he said the stationers had no problem 
but what could be met successfully. 

The Northwest Travelers were represented by Ed 
Conlon of Rockwell-Barnes Company, first vice-presi- 
dent, who made a few remarks. Next in order was Ed 
Hansen of Miller-Davis Company who read letters and 
telegrams from Owen Bayless, president N S A, Dorr 
Perkins, Irving Mackey, Karl Kiesel, Frank Godwin 
and Dan McDougall. 

John Gilbert of OFFICE APPLIANCES gave some infor- 
mation takens from news items which had appeared 
twenty-five years ago when the Minneapolis and St. 
Paul organizations were dissolved and the Northwestern 
Stationers Association was formed. 

Jim Parrott of Matt Parrott & Sons Company of 
Waterloo, Iowa, governor of the district, stated that 
there was room for much more team work for the 
benefit of the industry. He told of his own personal 
efforts to win the support of small stationers for the 
regional meeting at Minneapolis and asked the help 
of the travelers in accomplishing the desired result. 
It was his ambition, he said, to produce a program 
that will help the industry to reach the position i 
deserves 

Harold F. Graves was introduced. Formerly active 
in the Northwest, he was transferred to Los Angeles 
but returned to Kansas City the first of the year and 
will have active interest in the seventh district 


Northwest Travelers Club Holds 
Semi-Annual Meeting 

The Northwest Travelers Club met at the Saint Paul 
hotel, St. Paul, on the afternoon of January 25. The 
presiding officer was Ed Conlon of Rockwell-Barnes 
Company, Ed Cooper of McMillan Book Company, 
president of the organization, having been unable to 
attend. Mr. Conlon extended a welcome to Harold 
Graves who had returned from California to take up 
his work again in the seventh and eighth districts 
NS A. He has supervision of some ten or twelve states 
for Wilson-Jones Company. A member especially wel- 
come was Ed Friedman of LePage’s, Inc., who expects 
to return to the road about February 10, following a 
severe accident. Roy Clarke of F. S. Webster Company 
was complimented for his good work on the attractive 
new club roster. The Plan for Hospital Care was dis- 
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cussed. Membership was urged for those who had not 
already joined. 

Two stationers entered the room, each meeting a 
rousing reception. First was Sterley Jerue, represent- 
ing the stationers of the Twin Cities, who invited the 
Travelers to participate in an open house gathering. 
The other was Jim Parrott of Waterloo, regional gov- 
ernor, who told of plans for the Minneapolis meeting 
April 4 and 5, and requested the cooperation of the 
travelers in putting it over. 

—_>-<-  - 
ILLINOIS RIBBON AND CARBON MEN ELECT 
NEELY PRESIDENT 

Fred Neely, head of the Fred W. Neely Company, 
Chicago, was honored last month by the Illinois Inked 
Ribbon & Carbon Paper Association when, for the sec- 
ond time since he has been a member of the organ- 
ization, he was elected president of that body. 

The election was held in the Atlantic hotel in Chi- 
cago on January 13 and was preceded by the asso- 
ciation’s regular monthly luncheon with Retiring 
President Harold Quest, Quest Manufacturing Com- 
pany, presiding. 

Mr. Neely’s name was presented to the assembled 
members by Nominating Committee Chairman Ed. 
Roberts, of E. D. Roberts & Company. The other offi- 





ART. W. ANDRE 


FRED W. NEELY 


cers, all of whom were elected unanimously with Mr 
Neely are: 

Vice-president, Art Andre, A. W. Andre & Company; 
secretary-treasurer, Len. Kenney, Leonard D. Kenney 
& Company; board of directors, Mr. Neely, Mr. Quest 
and Charles Windsor, Robert S. Leete & Company. 
P. H. Braham, Old Town Ribbon & Carbon Company, 
was elected to head the association’s entertainment 
committee for 1941. 

As soon as the new officers were named Mr. Quest 
turned the gavel over to Mr. Neely, but before doing 
so, took opportunity to thank his fellow officers and 
the membership for the keen and enthusiastic in- 
terest they had displayed in the association’s activi- 
ties and for the fine turnout at the past twelve 
monthly meetings which were said to have eclipsed all 
those of former years. He also voiced the belief that. 
as in his previous term as president, Mr. Neely will 
bend every effort toward increasing the membership 
of the association. 

The next regular monthly meeting of the association 
is scheduled for February 3. 

——_0—= > 


KANSAS BOOK DEALERS CONVENE FEBRUARY 16 


With all details completed for a successful meeting 
and a first-class merchandise display, the twenty- 
fifth annual convention of the Kansas Book Dealers 
Association will be held in the Hotel Kansan, TopeKa, 
Kas., on February 16-18 inclusive. 

Following out a plan adopted and used successfully 
in former years, the merchandise display has been 
arranged for showing around the inside walls of the 
convention headquarters. There is no charge for a dis- 
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decision of the Curtiss-Wright Corporation 
to use Nos. X105-3 and X7|ABY-3.... both 
equipped with the patented Sikes Fixed- 
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and St. Louis offices. 


For assurance of all-day working energy.... 
of untold value to men under pressure in 
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latest literature. 
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play space eight by three feet. A feature of the con- 
clave, aS pointed out by Association President Phil 
M. Anderson, is that under the system in use the 
various displays are in view of the delegates at all 
times and therefore offer the manufacturer a capital 
opportunity to show his products to best advantage 
during the life of the convention. 

It is expected that a complete report of the event 
will be presented in the March issue. 


+ ete 


MITTAG & VOLGER HONORS “OLD TIMERS” 

Veterans instead of old-timers is perhaps the proper 
word to use in connection with the Christmas party 
of Mittag & Volger, Inc., Park Ridge, N. J., when several 
men who have been with the company for long periods 





VETERAN MITTAG & VOLGERITES.—(Standing) Steve Statler. 

1899; Lorenzo Cole, 1897; T. G. Forbes, president, 1897; W. T. 

Mead, 1899; G. H. Van Emburgh, 1897; H. O. Neer, 1897. 

(Seated) Ira Cole, vice-president and sales manager, 1894; 

Clarence Stalter, 1894; George E. Dyson, 1891; J. N. Jersey. 
1892; H. S. Stark, 1892. 


were the guests of honor with considerable attention 
paid to them and their service records. 

The outstanding young veteran of the party was, of 
course, George Dyson, who just rounded out a half 
century with M. & V. (See OFFICE APPLIANCES January 
issue) and as a result had a right to more or less up- 
stage some of the babies at the party, in spite of the 
fact that many others, in various departments, were 
found to have been on the payroll for forty or more 
years and a surprising number boasting of from twenty- 
five to thirty-nine years. 

The party was held in “The Supreme Court” an 
attractive roger nearby and there were 125 present 
at the dinner. A special feature of the evening was the 
genial rivalry in the comparison of records to ascertain 
who “ranked” whom in point of service, all of which 
Veteran Dyson watched with a tolerant eye just to see 
that the children behaved 

*—- 

SEATTLE TYPEWRITER MEN ELECT OFFICERS 

At a meeting held on January 7 the Seattle Type- 
writer Dealers Association elected the following offi- 
cers to serve the organization in 1941: 

President, L. H. Grunden, E. W. Hall asin Inc.; 
vice-president, R. T. Halliday, Seattle Typewriter Re- 
pair Company; treasurer, William H. Burt, William 
H. Burt Company; secretary, Edward N. Phelan, man- 
ager, Retail Trade Bureau, Seattle 

According to plans outlined for the new year one of 
the main activities of the association and its new 


officers will be the elimination of unfair competition 
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The industry’s ace athena Ag 
general manager of the National Stationers Associa- 
tion, gave 275 New York City Rotarians and guests on 
January 16 at the East ballroom of the Commodore 
hotel a new slant on distribution and its relationship 
to the economy of our democracy. Mr. Garvin though 
limited in time was in rare form and had the assembly 
in stitches with his humor, and sitting upon the edges 
of their chairs with his logic. 

A Rotarian himself Mr. Garvin was right in his own 
element and let them have it with both barrels. He 
was at his inspirational best. If his fellow Rotar- 
ians left the meeting without taking a hitch at their 
belts, glad of the privilege of being an American, it 
was surely not the fault of the speaker. You're right, 
the speaker didn’t forget to bring in the office equip- 
ment field. With the assistance of the equipment and 
supplies furnished by C. G. Woosley of Yawman and 
Erbe Manufacturing Company and Wash L. Jaques, 
of Jaques & Company, Mr. Garvin put on his “Over 
the Desk” story in hurried but effective manner em- 
phasizing the importance of the office equipment to 
business. 

In his address Mr. Garvin told his listeners that dis- 
tribution is the ‘‘ace’” of democracy. He declared that 
in American business there are 184,244 manufacturers, 
201,781 wholesalers, 1,770,904 retailers and about 600,000 
travelers. 

The dependence of the service industries—transpor- 
tation, communications, advertising and salesmanship 
is upon distribution, the speaker declared, also point- 
ing out that within this group is found the greatest 
number of people who make up the so-called middle 
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class. Because of that fact, Mr. Garvin concluded, 
plus the additional fact that the United States is the 
only country in the world where the middle class is 
larger than the so-called poor class, the country has 
an ideal set-up for forming and maintaining a 
republic 
—- 

JIM SHEEHAN ADDRESSES N. Y. MACHINE DEALERS 

An enthusiastic meeting of the Office Machine Deal- 
ers Association of New York was held on Thursday, 
January 9. The guest speaker at this meeting was 
Jim Sheehan of the Office Appliance Company, of 
Providence, R. I 

Mr. Sheehan gave an interesting 
of his experiences in the typewriter business. He 
pointed out several amusing instances of methods 
used to promote sales in the early days of the dealer. 
In a more serious vein, Mr. Sheehan cautioned the 
dealers not to work on too small a margin of profit. 
He stated that dealers working on too small a margin 
are a detriment not alone to themselves but to the 
entire industry as well. He complimented the New 
York association on its growth and in its efforts to 
better the welfare of its members. 

Mr. Heaton, also of Providence, spoke interestingly 


talk about some 


Charles P. Garvin, 





rok 
hov 





you w 
ds flat, f 
acts abo 
onomy « 
iT META 
. It's ast 
ted in ec 
k in thei 


dur pros] 
Ice in th 








you won't make your sales in 4 
ds flat, for it takes too long to tell your 
ects about the beauty, the durability, 
onomy and the extra features offered 
iT METAL AIRLINE and MAINLINER 
. It's astory which appeals to anyone 
ted in economy...in speeding the flow 
k in their office. 


dur prospect is still unconvinced, use 
ice in the hole—take just 4 seconds 


Sd ae ee ae 


GeeriICceE 


ver time a Sale with a Stop Watch? 


———S—i‘(‘(CtCS 
jrobably not, but we proved it takes just 4 SECONDS 
how why Fold-0-Way typewriter shelf Desks are Best! 








(remind him that it takes his employees no 
longer) and show him how quickly, how 
easily the Fold-O-Way typewriter shelf 
operates. Tell him about its balanced ac- 
tion, how it snaps automatically into a rigid, 
secure working position. Then... 


... be sure to say that this important feature 
is available exclusively on ART METAL 
AIRLINE and MAINLINER Desks—and be 
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ready to blot the signature he'll be putting 
on the dotted line. 


Yes, ART METAL offers more to office 
managers and purchasing agents...gives 
you something to sell, more talking points. 
You'll appreciate these ART METAL ad- 
vantages when you add up your profits 
at the end of the year. For further infor- 
mation write, Agency Division, Art Metal 
Construction Company, Jamesiown, N. Y. 
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of his associations with Rhode Island dealers in gen- 
eral, and with Mr. Sheehan in particular. He, too, 
spoke of the value of an association to help bring 
members together fo. the common discussion of prob- 
lems of mutual interest. 

The plans for the coming year were briefly summar- 
ized by the chairman of the program committee, Irv- 
ing Ritchie. Indications point to very interesting and 


| instructive meetings for the coming year. 


The entertainment committee chairman, Bill Pur- 
vin, reported progress on plans for the sixth annaal 
dinner dance to be held on March 29. His committee 


is working hard for the success of this affair, and 
from reports this one promises to be the biggest 
and best of all. 

ef 





CONVENTION PLANNERS GET TOGETHER.—Next June there 
will be held in Cincinnati the annual convention of the 
National Federation of Sales Executives which is expected 
to result in more than 1200 delegates arriving in the Ohio 
city. A meeting of such magnitude naturally calls for a lot 
of advance work and the camera here catches four busy men 
attending to it. (L. to R.) Burnett Reed, manager, industrial 
research division, Cincinnati Chamber of Commerce; Harry 
C. Anderson, general sales manager of The Globe-Wernicke 
Co., and vice-president of the federation; Harold J. Cum- 
mings, vice-president, Minnesota Mutual Life Insurance Com- 
pany. and federation president; Ralph Hess, account execu- 
tive, Ralph H. Jones Advertising Agency, and president, Cin- 
cinnati chapter of the federation. Actual date of the conclave 
is to be announced later. 
—> ~ 
GOLDEN STATE TRAVELERS MEET 

A large and enthusiastic group turned out for the 
Golden State Travelers’ Club’s first meeting of the new 
year, held at the Alexandria hotel on January 6. Un- 
der the leadership of Ernie Daniels, backed up by 
Blake Lockard, the club has grown very rapidly, and 
definite plans were formulated at this meeting to ex- 
pand still further its activities this year. These plans 
include 

(1) A complete new roster of members, noting the 
lines they represent, copies to be in the hands of Blake 
Lockard, secretary, and available for dealers, trade 
journals and eastern manufacturers seeking represen- 
tation on the West Coast 

(2) Arrangements for the exchange of mutually 
helpful information among the members, relative to 
new dealers, new lines, etc. 

(3) Plans for a series of monthly “get-togethers” 
for golf and dinner, the first scheduled to be held 
January 17 at the Fox Hills Golf Club. 


(4) Annual dinner dance for the ladies. 

(5) Extension of invitations to more travelers repre- 
senting both wholesalers and manufacturers to join 
the club. 

Henry Harlan, manufacturers’ representative, was 


welcomed as a new member. 

The only gloomy note of the entire meeting was the 
announcement of the departure of Harold Graves, 
manager of the Pacific Coast division of Wilson-Jones 
Company, who has been transferred to Kansas City 
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NEW RESERVOIR DESK SET 


NEW PROFITS— 
RIGHT IN YOUR 
HAND! 


You aren't selling this item INSTEAD of some other. You're sell- 
ing it IN ADDITION to the others — it’s a great new starter 
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set, the new Skrip-in-the-base reservoir set 
— (not a fountain pen desk set). Pens have 
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time quality. Handsome! Alert! Writes pages 
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the clerical error that comes when attention 
is drawn from the work to the inkwell! Let 
them TRY IT; they BUY IT! 








Here’s the biggest new starter in years! Get 
details from your Sheaffer Representative, be 
ready for the office re-equipment that is 
always done at this time of year! ... W. A. 
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as division manager in charge of service station. Mr. 
Graves will be greatly missed on the Coast and in the 
club where he has done such a fine job as publicity 
chairman. 

To take over the work of handling the club’s pub- 
licity, Joe D. Hale, Joe D. Hale Company, Los Angeles, 
was appointed to fill the place made vacant by the 
transfer of Mr. Graves. 





OFFICERS AND A DIRECTOR OF THE GREAT LAKES TRAV- 
ELERS CLUB.—Reading, left to right: Charles P. Mueller. 
Joseph Dixon Crucible Company, president of the club last 
year who automatically becomes a member of the board of 
directors; Ray J. Eichenlaub, Service Steel Products Com- 
pany, treasurer: Edward C. Rohrs, Eaton Paper Corporation, 
newly elected president; Tom Gillice, Rockwell-Barnes Com- 
pany, secretary: William E. Smith, Ace Fastener Corporation, 
second vice-president. Meetings of the club are held in the 
Lincoln room of the Brevoort hotel, Chicago, which explains 
the picture of Lincoln in the background. The flag before 
Mr. Rohrs stands in front of the president at every meeting 
of the club. Dick Gingland, Esterbrook Pen Company, and 
Henry J. E. Block, General Pencil Company. newly-elected 
first and third vice-presidents respectively, were absent when 
the picture was taken. 
- Se etd 
LOSER VISITS CHICAGO ON N. T. O. M. D. A. 
CONVENTION PLANS 

Nearly forty members of the Chicago Typewriter & 
Office Machine Dealers Association turned out for a 
meeting in the Sherman hotel on January 13 and 
formed an enthusiastic welcoming committee to John 
Loser, of the Noiseless Writing Machine Service Com- 
pany, New York, and president of the National Type- 
writer & Office Machine Dealers Association. 

Mr. Loser arrived in Chicago accompanied by A. H. 
Wittekind, secretary of the national body, and Leo 
Adler, Cleveland Calculating Company, Cleveland, 
Ohio. The object of their visit was to confer with 
officers and members of the local association on plans 
for the national convention, slated for July 21, 22 and 
23, in the Palmer House, Chicago. 

After an excellent dinner the business meeting 
opened with President Sam Fogel, Midwest Typewriter 
Company, in the chair, flanked by Messrs. Loser, Witte- 
kind and Adler. The first announcement of importance 
came when President Fogel told the assembled mem- 
bers that Elmer Young, Young Office Equipment Com- 
pany, Chicago, has been appointed convention chair- 
man. Mr. Young then announced that he will start 
immediately on the job of choosing chairmen and 
members of the various committees to work under the 
joint supervision of Mr. Fogel and himself. 

Mr. Adler won a round of applause when he again 
exemplified the intense interest in national conven- 
tions which he has displayed at former conclaves by 
announcing that he had prepared and placed at the 
disposal of the local body a forty-page manual de- 
scribing the duties and functions of everyone charged 
with the responsibilities of successfully staging a con- 
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Yes, Mr. Dealer. Tax Time is Profit Time for 
the adding machine dealer, and especially so 
for the Monarch Port- 
able Adding Machine 
Dealer. Here’s why— 







The need for adding 
machines is, of course, 
increased by the 
additional figure 
work that is nee- 
essary in the com- 
puting of corpora- 
tion and individual 
income taxes. This increased business is fine, 
but if you are a really progressive dealer, you 
are interested in more than the original sale 
you are also interested in repeat business from 
satisfied customers and the profitable business 
you can secure from friends of satisfied cus- 


’ 
tomers, 


Monarch, more than any other adding ma- 
chine in the seven column class (and this is the 
capacity most of your customers need) helps 


you secure this extra busi- On 






ness by offering you the 
Monarch Dealer Line 

eleven 6 and 7 column 
machines, manual 
and electric, with 
a wide variety of 
operating features 
and prices. And be- 
cause Monarch is a 
dealer line, satis- 
fied customers 
come to YOU, the Monarch Dealer, when they 


need more machines! 


That is why, even though you carry other 
makes of adding machines, you should also stock 
Monarch and push Monarch whenever your 


customer requires a seven column machine. 
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NEW YORK, N. Y 
Est. 1880 




















VICTOR 
STEEL FILES 





LAO WA dt ED 


for protecting valuable records and papers 
from fire. FIRE MASTER (certified for | hour) 
and FIRE MASTER JR. (certified for ’2 hour) 
in convenient sizes and styles for effective, 
CERTIFIED FIRE PROTECTION — plus effi- 
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engineered to meet the exacting needs of 
modern business for the utmost in service 
and efficiency. Four grades sizes and 
styles for every space and price require- 
ment — and to fit every kind of record. 





DEALERS, Victor enables you to meet every 
need of your customers’ for protective or 
non-protective filing. Write today for details. 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
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vention the size of the N. T. O. M. D. A. three-day 
meeting. 

The meeting concluded with a rising vote of thanks 
to the national officers for their visit and offers of 
aid to the Chicago association in completing plans for 
the convention. 

—<-———— 


FRANK COOPER CELEBRATES SILVER 
WEDDING ANNIVERSARY 
With a party of twenty-five friends on hand to do 
their share of making the event one long to be remem- 
bered, Mr. and Mrs. Frank Cooper on January 8 cele- 
brated their twenty-fifth wedding anniversary at the 
family residence at Golf, Ill. Mr. Cooper is president 





FRANK COOPER ~ 


of the Codo Manufacturing Corporation, Chicago and 
Coraopolis, Pa. 

All those present, including Harry Holden, vice-presi- 
dent of the company, were from Chicago with the 
exception of W. W. Lenz, secretary of the firm, who 
journeyed from the factory at Coraopolis, where his 
office is permanently located. 

Mr. and Mrs. Cooper were the recipients of a number 
of silver presents but one which Mr. Cooper treasured 
most was a package containing twenty-five silver dol- 
lars sent to him by the employees of the Coraopolis 
factory. 

One of the best known men in the ribbon and carbon 
field, Mr. Cooper has been a member of the industry 
since 1919 when he founded the Cooper Carbon Coated 
Paper Company in Chicago. He was successful from 
the start and his business grew steadily until, ten years 
later, he opened the plant at Coraopolis and changed 
the company name to the Codo Manufacturing Cor- 
poration, the offices of which are located at 509 South 
Franklin street. There is also a branch at 270 Lafay- 
ette street in New York City. 


*—-- 
ELEVENTH ANNUAL CHICO DINNER 

Nearly 150 members of the Chico Club and represen- 
tatives of manufacturers calling upon them were pres- 
ent to share in the pleasures of the organization's 
eleventh annual banquet. Held in the customary place, 
the Chicago Towers Club, on the evening of January 
13, the affair lived up to traditions. A gay crowd en- 
joyed the liquid refreshments and the delicious food. 
As an aid to digestion and a contribution to the mer- 
riment of the evening, three young ladies went from 
table to table rendering musical numbers, both old 
and new, on a piano accordion, a violin and a banjo. 
With but little urging, the banqueters joined in joyful 
song, occasionally musical. 

Following the dinner, informal conversation pre- 
ceded informal indulgence in bridge and other similar 
forms of amusement 

Presiding at the ticket table was Harold G. Klein 
of Auburn Park Stationers, and vice-president of the 
Chico Club, which draws its members from among 
stationers in the outlying parts of Chicago and the 
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VISIT US AT BOOTH 54 NATIONAL BUSINESS SHOW, NEW YORK, FEBRUARY 34-8th 
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Moree | Fauna. | 

* THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufacturers 
National Association ONE-HOUR FIRE LABELS 
with DROP or IMPACT TEST. 


f CAFE MANUFACTURERS. NATIONAL Assbtrarpy 





























DEALERS: Catalog, 
prices and information 
about our proposition 
on this fast-moving line 
will be furnished on re- 
quest. Also ask about 
our complete line of 
Fire-Resistive Safes, 
Vault Doors and Bur- 
glary-Resistive Chests. 


Write Dept. D., of The 


Mosler Safe Co., at Ham- 
ilton, Ohio. Three-Orawer Letter 
File. Door closed and 


locked. Combination 






dual contro! 





Patent 
Applied For 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE FACTORIES 
NEW YORK CITY SEGUE EERO) Mn ®) 118) 
I PIT TSBt RGH 





BOS TON 
84 Sudbury St 214 W. Jack Bivd 395 Umon Trust Bldg 


Cincinnati, Cleveland. Covington. Ky Detr Dallas, Kansas City 
Le Angel Portland ‘ Washington. D. ¢ 
and Other Principal ¢ ¢ ry th United States 

4, S.A. Havana, Hawa Manila, Pa i, Puer Ric 


Shangha:, Toky Venezuela, S A 


Mosler has meant Safes and Safety for more than 75 years. 


OFFICE APPLIANCES 


suburbs. Roy F. Kirk of the Office Supply Company is 
president of the club, and Howard Crosby of the Office 
Equipment Company, Michigan City, Ind., is secretary- 


treasurer. 
ee 


N. Y. SQUARE CLUB ELECTS OFFICERS 


At its last meeting of 1940, which was held Decem- 
ber 19, the Stationers Square Club of Greater New 
York elected the following officers for the new year: 

President, Albert McLane, Spencerian Pen Company; 
first vice-president, J. J. Walder, Boorum & Pease 
Company; second vice-president, Fred C. Steinhilber, 
Geyer’s Topics; treasurer, William Beck, Art Steel 
Company; secretary, Sidney Diamond, Diamond Sta- 
tionery Company; financial secretary, Ralph Barnett, 
Blaisdell Pencil Company. 

Trustees: (one year) Henry Bowman, American Pen- 
cil Company; (two years) George Nicklaus, National 
Blank Book Company; (three years) Benjamin Sand- 
ner, LePage’s, Inc. Members of the finance committee 
are Chairman Harry Lynn, Esterbrook Pen Company; 
Aaron Gottlieb, A. Gottlieb & Sons; Ben Simon, SNA 
Stationery Company; Charles Karasik, Jaclin Station- 
ery Company; Dave Teitlebaum, U.S. Pencil Company. 

Joe Strauss will continue as traveling ambassador 
of goodwill. 

The entertainment committee has arranged a splen- 
did program for 1941, the highlight of which will be 
the annual dinner dance, scheduled to be held on 
March 22 at the Hotel Astor. 

Before the meeting broke up those present were in- 
formed of the program for the next gathering, set for 
January 16, in the Greeley room of the Governor 
Clinton hotel. 

The guest of honor and principal speaker was to be 
Burton Turkis, assistant to District Attorney O’Dwyer, 
and the man assigned to prosecute the sensational 
trial of the principals of Murder, Inc. Mr. Turkis was 
scheduled to give an interesting and highly illuminat- 
ing address on the activities of the gangsters and the 
steps leading up to their capture and trial. 

The next meeting of the club is set for February 20 
in the Governor Clinton hotel. 
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QUIZ PROGRAMME CONDUCTED BY CANADIAN 
“JUNIOR GUILD” 

The January meeting of the Toronto division of the 
Junior Stationers’ Guild of Canada was held on Jan- 
uary 15. The programme was in the form of a “Quiz,” 
or “Information Please.” 

Four local leaders of the industry took the part of 
the professors. They were P. F. Grand, president, 
Grand & Toy Ltd.; J. S. Luckett, president, Luckett 
Loose Leaf Ltd., and Eberhard Faber Pencil Company 
of Canada Ltd.; Ken. Hunter, secretary-treasurer and 
director, Buntin Reid Company, Ltd.; R. S. Cranston, 
manager of the stationery, blank book and loose leaf 
departments of The Brown Bros. Ltd. 

An excellent group of questions was prepared by the 
programme committee. They covered all divisions 
of the industry and were varied in form. An occasion- 
al trick question was injected to spice things up a bit. 
There were also a few true or false questions and 
everything on the programme was designed to bring 
out as much information as possible for the benefit 
of the salesmen and clerks who were present. 

It was one of the organization’s “open” meetings. 
Anyone in the trade was welcome, members or not. 
Ninety-three attended, including a number of young 
ladies in the employ of various stationery houses. 

Gord. Lowe of Luckett Loose Leaf Ltd., chairman 
of the programme committee was the “Quiz Master,” and 
Art Loffree of Callow Bros. was chairman of the meet- 
ing. Visiting guests were present from Hamilton, 
Ontario, Montreal, Que., and Winnipeg, Manitoba. 
Fred Smart, the Guild secretary, led the group in a 
short sing song following the enjoyable dinner. 





HAVE YOU EXAMINED 
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SUPER WIZARD 
LATELY : 








More and more business offices are using these low 
priced quality transfers in place of higher priced 
all steel or wood. They answer the requirements 
admirably for transfer equipment. Because of this, 
dealers should endeavor to make the first installa- 
tion Super Wizards so that the repeat business will 
be transfers of the same kind. If you haven’t seen 
an All Green Steel Front Super Wizard lately, let 
us send you a sample case for your consideration. 
We are confident you will agree they are now greater 
value and good profit producers. 
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WHOLESALE DISTRIBUTORS 


New York 3oston Chicago 
The Weis Manufacturing Co., Inc. Adams, Cushing & Foster Associated Stationers 
54 - 56 Franklin St. Incorporated Supply Company 
Omaha Oklahoma City 


Carpenter Paper Company Carpenter Paper Company 


























STEEL LETTER TRAYS 
MADE WIDE FOR 
A PURPOSE 


AEE AE A PRIMED iE 





Most letter trays are under ten inches 
wide. But a lot of concerns use filing 
folders that are full ten inches high. 
To properly file a high folder in a nar- 
row tray just doesn’t work. That’s 
why #W& all steel letter trays are made 
sufficiently wide to take the high folders 
without any inconvenience. And in ad- 
dition the trays are cut away in front 
to facilitate the removal of papers. And 
too, they are of a quality that is not 
surpassed. Nicely finished in olive 
green baked enamel. Easily attached 
steel posts for building trays two, three 
and four high with a sturdiness that is 
appreciated and necessary. Standardize 
on We Steel Letter Trays they are 


ready sellers. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 





A STEEL LETTER FIL 
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FOR QUICK, READ 


DO LS PARTENERS Sa STP SETAE NAT A“ 


REFERENCE 


It’s surprising how many executives 
want a personal file to hold letter size 
papers for quick, ready reference. And 
the quick ready answer is a #2 No. 
1890GS —a steel file that is carefully and 
accurately made. One with a drawer 
that cannot pull out accidentally but 
can be easily removed with a slight up- 
ward tilt. Equipped with brass finished 
label holder and pull and a metal follower 
block inside to keep contents in a vertical 
orderly position. They’re made to stack 
one on another if desired. Nicely fin- 
ished in olive green baked enamel. 
fie 1890 GS files are quality thru and 


thru and priced attractively. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 








CROLLER BEARING 

































BEFORE WE TOLD YOU 
ABOUT SE” 
STEEL 


1 ARETE, 








We spent nearly three years in experi- 
mental work in designing and making 
our steel line, determined that no one 
could offer more quality at a lesser price. 
A large order, but it has been accomp- 
lished. Two important factors that no 
stationer should overlook. Backed by a 
company with 35 vears of success in the 
making of stationers goods and filing 
supplies, you can be assured that your 
future repeat business on our steel line 
will always be of the highest quality at 


competitive prices. Think it over. 


THE WEIS MANUFACTURING COMPANY 
sf 


MONROE, MICHIGAN 
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CARTER’S INK HONORS OLD EMPLOYEES 

At the annual get-together of Carter’s Quarter Cen- 
tury Club on December 18, 1940, sixty-three members 
of the club paid homage to two men who have just 
completed fifty years’ service with The Carter’s Ink 
Company, Boston, Mass. 

Tribute was paid to Oscar 
treasurer, 


T. Erickson, assistant 
production manager, 


and Walter J. Rhodes, 





REPRESENTING PLENTY OF YEARS WITH CARTER.—(L to R) 

Charles A. Schmitt, Walter J. Rhodes, Richard B. Carter and 

Oscar T. Erickson. The three fifty-year men and President 

Carter had the time of their lives as guests of the company’s 
Quarter Century Club. 


both of whom joined the company fifty years ago. 
Mr. Rhodes retired on November 30. Although enjoy- 
ing good health, he felt he had earned a little leisure 
and a chance to do some of the things he has been 
too busy to do up until now. Mr. Erickson plans to 
retire some time in 1941. This year another veteran, 
Charles A. Schmitt, will reach the fifty year mark. 

Carter’s Quarter Century Club has forty-nine active 
members and twenty-one retired members, the latter 
group being employees who retired after more than 
twenty-five years’ service. 

For many years the company has given out service 
pins covering three, five, ten, fifteen, twenty, twenty- 
five and thirty-three and a third years’ service. Alike 
in general appearance, these pins are of different 
metals, graded in Keeping with the varied lengths of 
time. Seventy-four per cent of the active employees 
now have service pins ranging from three years up 
and of this group ten per cent have third of a century 
pins. 

oe 
MILWAUKEE DEALERS ELECT OFFICERS 

The Milwaukee Typewriter & Office Machine Dealers’ 
Association, Milwaukee, Wis., is looking forward to 
another year of continued growth and activity and 
to that end has recently elected new officers and 
directors to head the organization for 1941. Those who 
will guide the association toward fresh endeavors are: 

President, J. O. Waedekin, American Writing Ma- 
chine Company; vice-president, F. W. Gray, Riewer & 
Gray; secretary-treasurer, T. J. Terwelp, Acme Type- 
writer Exchange. 

The five men comprising the board of directors are: 
E. H. Jones, L. C. Smith & Corona Typewriters, Inc.; 
E. W. Doepke, S. J. Olsen Company; E. P. Maurer, 
Royal Typewriter Company; I. Mercurio, Typewriter 
Service & Corona Shop; W. E. Gardien, Typewriter & 
Adding Machine Exchange. 

—-> 
100 EXHIBITORS TO SHOW GOODS AT LUGGAGE 
AND LEATHER EXHIBIT 

More than 100 exhibitors are expected to greet the 
buying public at the Palmer House, Chicago, when the 
1941 Luggage & Leather Goods Exposition is held on 
February 10 to 13. The exhibition will take up the 
entire tenth floor of the hotel. 

Sponsored by the manufacturers and salesmen of the 
industry, the show is being arranged under the Super- 
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Ribbon and Cashes 
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informal waY -** 








When you scan a modern magazine and spot 
all those smart-looking young business women, 
be sure you realize that such types are the rule 


and not the exception. 


There's nothing old-fashioned about today’s 
stenographers . . . they know their men, and 
their cosmetics, and their JOBS. Any average 
copyist you talk to in the next office you hit is 
likely to laugh right in your face if your sales 
talk is not strictly on the up-and-up, with truest 
of reasons-why behind every argument you 


advance. 


Such being the case, let’s not try to push our 
water uphill. Let's get the worker's viewpoint 
on the important subject of carbons and ribbons 


(which, after all, are the tools of a typist’s trade). 


She wants cleanliness, production, elimina- 
tion of drudgery . . . and does not mind if her 


boss kicks for economy, too. 


This modern, this sophisticated, this not-to-be- 
fooled typist of 1941 will appreciate your show- 
ing her ''M. & V.” wares and telling her what 
she ought to know about them. Take her into 


. more and more... it’s the 


your confidence . . 
formula I've been following these many years, 


and I've never regretted it, I can assure you. 


Med togne 
MATCHED PRCHAGSS 


MITTAG & VOLGER, Inc. 


PARK RIDGE NEW JERSEY 














rhe Complete VISIBLE RECORD LIK 























Acme 
Visible Card 
Cabinets 
“All steel but 
Bunt On hobse the cards.’’ 
= Size illustrated 
is 12 trays with 
tray rest—also 
available with 
6, 7, ta. 38 
tray and du- 
plex cabinets. 


a 
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By adhering closely to the one idea over the past quarter of a century, Acme 
has developed a most comprehensive line of visible record equipment. Now 





there is a type of Acme equipment to meet the requirements of every record 
and the conditions under which it must be operated. 

The close cooperation between industrial executives and the Acme organiza- 
tion has resulted in a vast storehouse of information on record-keeping 
methods which is available, through Acme repres2ntatives and dealers, to 
any executive who wishes to improve his records. 





Acme Six-Tray Cabinet 
An excellent unit for executive use. Cab- 
inets may be had for cards 4 in., up 
to 12% in. wide. 3/16 in. visible margin 
is standard—'4 in. and 5/16 in. optional. 







Acme Duplex Tray Cabinet 
A double row of cards in sight at ong 
For 4 in., 5 in. and 6 in. wide cards—é, 
12 and 13 tray cabinets. 








Insite Tray Cabinet 
High in capacity—Low in price. Cards turn 
on steel hangers. As many as 1909 cards 
in one cabinet, 18'4 in. high. 












Insite 
Double Duty 
Offset 


A new method for 
rapid, automatic, 
positive signaling. 
Available in cab- 
inets and card 
books. 











Acme Visible Pocket Equipment 


Provides a protecting transparent edge 
which is firmly attached to a pocket of 
especially tough kraft. Die cut to hold 


cards of various sizes. 
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Acme Visible Card Books 
Compact, confidential, portable, light 
weight. For every business and professional 
record, they provide all the valuable con- 
trol features of the cabinet units 





eres COM er 


Acme Two-Door Card Book Cabinet 
Books are easily available from either end 
Disappearing doors provide means for 
locking records when not in use. 











Acme Visibk 
Pocket Cabin 


Also available 
cardbooks. 
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Acme FLEXOLINE 


A speedy, compact, 
economical visible list- 
ing equipment — for 
every kind of index 
or reference record. 





P.B.X. Telephone Index 


Hundreds or thousands of tele- 
phone numbers are visibly in- 
dexed for instant reference 
where they will save time, pa- 
tience and money. A size and 
capacity to meet every need. 


Hr 


pow 


FLEXOLINE Rotaries 


For the extremely large capacity reference 
records where high speed and compactness 
are essential. Extensively used by telephone 
companies and department stores. 


FLEXOLINE Desk Stand 
Modern, high-speed reference unit. A few 
hundred or many thousands of listings are 
visibly held for fast and accurate reference. 





FLEXOLINE 
Insite Index 


A handy unit for 
listing names, 
numbers, prices, 
discounts, terms 
and routings, or 
any other infor- 
mation which 
must be constant 
ly used. Always 
accurate and easy 


to find. 













Acme Super-Visible 
Card System 





Vertical—Visible in a large 
Wariety of housing units. A 
new high in capacity—a new 
‘low in cost. Now more of 
your records may be visua- 
lized with the attending ben- 
efits. 























Acme Super-Visible Visifolder 


A light, compact, portable, visible unit 
which will fit into a file drawer or brief 
case. Extra sections may be added, ex- 


panding the capacity as desired. 









ACME VISIB 











































Acme 
Pricing Stand 
A high-speed ref- 
erance unit in 
which a very large 
amount of pricing 
information can be 
concentrated into 
a small space. 
Any arrangement 
as to size, form 
and visible tabs 
can be made te 
suit requirements 


Acme Super-Visible 








utmost 


IF IT’S A RECORD JOB, ACME VISIBLE WILL DO IT BETTER 


Acme franchised dealers know that Acme has made good on this slogan for their 
customers on countless records and in every case multiplied the value of the records 


and reduced the cost of maintaining them. 


Telefacts 
Trigger speed in posting 
and reference with the 
convenience and 
space economy. 


The Acme policy of not selling in competition with Acme franchised dealers has per- 
mitted them to build a permanent and ever increasing volume of profitable business. 
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First with all the 
gocd new ideas! 


FIRST ws 


Threadline lead — still the 
strongest, smoothest after 
three years of attempts to 
imitate. 


* FIRST is, A 


real value 49¢ Threadliner — 


No. II 
$ | .00 


America's leader in its class 


zg 
—, 


en 
No. 100 
$ | 00 









* FIRST. 


Penetella—style leader in 
dollar pens and a super 
smooth writer too! 


* FIRST .:,—= 


amazing VIEWPOINT tip— | gs 


extends, protects Threadline Lead — —_ 
as DEALERS 


makes VIEWPOINT the sharpest 
DIXON RITE-RITE can handle all your popular- 


mechanical pencil in the world. : 
priced pencil needs, help you to volume indus- 


* FIRST <:,§ 


: ; trial sales. Start right in '41 by writing: 
a real Industrial Thinliner. — 


RITE-RITE MFG. CO. 


Low enough in cost for mass 1501 W. POLK ST., CHICAGO 


office use, highest in quality. Subsidiary of Joseph Dixon Crucible Co. 


DIXON RITE -RITE te, Gl 
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vision of E. R. Manning, Stein Bros. Manufacturing 
Company, Chicago, and treasurer of the Chicago Lug- 
gage & Leather Goods Manufacturers Association. 

Included among the exhibitors are four firms which 
are well-known in the office supply and equipment 
field due to their products being carried by stationery 
stores in every part of the country. They are: Frank 
Mashek & Company, National Brief Case Manufac- 
turing Company, Stein Bros. Manufacturing Company, 
and the Murray Varat Comnanvy, all of Chicago. 

=> 

PHILADELPHIA STATIONERS ELECT OFFICERS 

On January 16 the annual election of officers of the 
Philadelphia Stationers Association was held and the 
following men named to head the organization for 
1941: 

President (for third term) Thomas Stagg, Hoskins 
Inc.; first vice-president, Richard B. Yeo, Yeo & 
Lukens Company; second vice-president, E. E. Baynon, 
Eberhard Faber Pencil Company. 

After the election the meeting was turned over to 
the Penn-Mar-Va Travelers Club as a special tribute 
to that organization for its fine support of the asso- 
ciation and the third regional district. Burt Brewster, 
chief of the Penn-Mar-Va-ites, was ably supported by 
a large turnout of traveling men who witnessed a 
motion picture presented by the Philadelphia branch 
of the Frigidaire Company. 

*—- © 
NINTH DISTRICT MEETING PLANS SET 

A well-balanced program of business sessions and 
entertainment will feature the ninth regional meeting 
scheduled to be held in the Adolphus hotel, Dallas, 
Tex., on March 9 to 11 inclusive. Committees have 
been working hard for several weeks under the super- 
vision of Governor Willis Lowe and Lieutenant-Gover- 
nor Guy Lowe and special emphasis has been placed 
on providing adequate entertainment which, for the 
men, will consist of the banquet, golf, Texas Travelers 
Club activities and a floor show, and, for the ladies, 
bridge, a tea and a dance. For reservations delegates 
should contact Homer Owens, Dallas Office & Supply 
Company or Duke Segrest, Adolphus hotel 

- *—-¢ — 
N. Y. STATIONERS GOLF CLUB HOLDS 
MID-WINTER PARTY 

As this issue goes to press the mid-winter party of 
the New York Stationers Golf Association is scheduled 
to be held on January 29 at the Aldine Club, 200 
Fifth avenue, New York City. A good time to eclipse 
all good times is promised by a hard-working commit- 
tee composed of Chairman Ray A. Weissenborn, Julius 
M. Kahn, Robert B. Sainberg and Ray Urmston. A 
report of the event will appear in the March issue. 

—- © 

MILLER IS YOUNGSTOWN I. M. A. SPEAKER 

William S. Miller, in charge of advertising and sales 
education at The General Fireproofing Company, 
Youngstown, Ohio, was principal speaker at the annual 
holiday meeting of the Youngstown district, Industrial 
Marketers Association, discussing “The Greatest Force 
in the World.’—AK 

oes 
COLUMBUS COMPANY HOLDS ANNUAL MEETING 

William F. Deubner and Frederick W. Deubner, 
co-managers of the Columbus Stationery Company, 
3115 West Broad street, Columbus, Ohio, held their 
annual meeting and banquet for employees and sales- 
men Saturday, January 11. Herman Tice, prominent 
local industrialist, was the principal speaker.—AK 

*—- 
HARTWICK ADDRESSES TOLEDO S.A.M. 

Leo L. Hartwick, Toledo, Ohio, branch sales manager 
of Remington Rand Inc., discussed control of impor- 
tant records and files at the January 9 meeting of 
the Toledo Chapter of the Society for the Advance- 
ment of Management.—AK 


79 


THE NEW MODEL ATI 


Barrett 
Figuring Machine 
»nGRAY TONE 


“Precisioned by Monotype” 





THE ARISTOCRAT OF ADDING MACHINES 


with these 3 NEW IMPROVEMENTS 





NEW AUTOMATIC DIAL CLEARANCE—A faster and 


easier method of clearing dials. No key to press. 


NEW AUTOMATIC KEYBOARD CLEAR KEY— One stroke 


on this key prepares the machine for the next problem. 


NEW AUTOMATIC MULTIPLY AND DIVIDE KEY —This 
key remains set when calculating. It is not necessary to release 
and reset it for each problem. 

ADDING CAPACITY, $9,999,999.99—Back-Spacer for direct division and 
left to right multiplication with unlimited capacity. 

Subtract Key and Short-Cut Multiplication ¢ Predetermined Decimal Point « 
Speed Comparable to the Fastest Electric « Size, 5x7 In. ¢ Weight, 7 Ibs. 


SIX YEARS AGO Barrett placed on the market the first Fig- 
uring Machine, new in design and entirely different from any 
other adding machine. So versatile was this machine in figure 
work that it was given the descriptive trade name, ‘Barrett 
Figuring Machine.” 

IT FIGURES! As handy as a pad and pencil; thousands now 
turn to this machine for all sorts of figure problems. Ideal for 
adding and subtracting—a marvel of speed and accuracy — 
Other Models Priced As 


in multiplication and division 


Low As $49.85. 
CONSULT YOUR OFFICE SUPPLY DEALER OR WRITE TO 
Barrett Adding Machine Division 
LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia, Penna. 
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GUSSCO 


FILING SUPPLIES 


> 


TRADEMARK 


If you have ever glanced through the GUSSCO 
catalog you have been impressed with the fact 
that the GUSSCO LINE is composed of the 
items you are selling every day . . . not over- 
burdened with many numbers that sell only on 
rare occasions. Thus are we able to concentrate 
all our resources and machinery on the manu- 
facture of these every day sellers. The economy 
effected enables us to offer you a line of filing 
supplies that places you in strategic competitive 
position. 


A GUSSCO DEALER never fears competition. 
The GUSSCO LINE is a safe bet for 1941. Try it. 








TRADEMARK 


TRANSFILE 


FIBRE BOARD FILES 


Have you seen the new FIREFOE TRANSFILE FILES? They 
are fire-resistive, asbestos covered and absolutely non- 
inflemmable. And the new Ball Bearing Drawer Action 
is a “Wow. Sell TRANSFILE FILES and be sure you give 
every customer satisfaction. 


GUIDE SYSTEM & SUPPLY CO. 


335 Canal Street, New York, N. Y. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Harry Collins for many years a traveler in the 
Northwest territory has been confined at St. Mary’s 
hospital at Rochester, Minn., and is reported on the 
road to recovery after a major operation. 

Dorr Perkins, manager of H. C. Boyeson Company, 
is confined in a St. Paul hospital, convalescing after 
undergoing a serious operation. His many friends 
among the stationers and travelers have expressed 
their wishes to him for a speedy recovery. 

* * * 

R. Tom Valleau, the bridegroom, was seen down 
Iowa-way during the middle of January, as was his 
papa, better known as Bob to the travelers and dealers 
of this section. 

ok cod + 

By the time this goes to press the annual stationers 
party held at the Hotel St. Paul on Saturday, January 
25, will be a memory. 

Parlebates Cooley, Heine Sengbusch, Karl Kastle, 
Herb Morgan and Holly Stephens were all seen in the 
Capital City of the Corn state. in January. 

* * * 

Ray Hammond, the National man, is sporting a new 
suit and a new Buick. Eddie Cooper, Herb Morgan 
and Elgin Burke will have a race on their hands, as 
the club Beau Brummels with this new darkhorse in 
the race and running strong. 

* * a 

Kenny Armington of Koch Brothers joined Uncle 
Sam’s forces on February 1 as a member of the Quar- 
termasters Corps. Buck Snow of the same firm also 
joined up with the same outfit, leaving for the South 
on February 10. 





WEDDING S§S 


NICOLL-OWEN 


The marriage of Harold S. Nicoll and Miss Alice 
Maude Owen was solemnized Wednesday, January 15, 
at the home of Walter Jerome Pickering in the Hotel 
Barclay, New York City. Immediately after the cere- 
mony the couple left for a two-week honeymoon tour 
of the South and then journeyed on to San Francisco, 
Cal., where Mr. Nicoll assumed the managership of 
the local Allen Wales agency. The bride and groom 
have both been associated with the sales department 
of the Allen Wales Company in New York City for 
several years. 
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MASTER KLINE 


Another prospective typewriter man arrived in Chi- 
cago on January 8 when a husky young son was born 
to Mr. and Mrs. Frank Kline at St. Mary’s hospital 
and has now been named Frank Budd Kline. The 
young man upon arrival weighed seven pounds, which 
is not such a lot less than his eleven-year-old brother, 
Don, the Klines’ other child. Mr. Kline is part owner 
of the Typewriter Sales & Service, 195 North La Salle 
street, Chicago. 


0 4.” 





on 
MISS FINZER ARRIVES 


Mr. and Mrs. Malcolm F. Finzer are the proud par- 
ents of a daughter who arrived at an early hour on 
the morning of January 11. Mr. Finzer is a member 
of W. E. Finzer & Company, Portland, Ore., and a son 
of the late E. W. Finzer—ATW 
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THE NEW FEATURE 
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osl Beauliful Slapler . 
oe 
Styled in luxurious colors to match furniture... 2 \ t 
streamlined in every detail . . . this attractive new 
fastener, combines the New Hand Plier feature 
with STAPLING—PINNING—TACKING. USE i - : * ND 
ACELINER is the first stapler to offer four such —_ 
practical operations in one machine. It is destined ‘ oN 
to become the outstanding favorite among stapling 3: = 
machine users in every profession, business and \ 
trade. It cannot jam or clog and carries a Lifetime IT 
Guarantee of trouble-free stapling performance. TACKS WO: 
We invite your inquires. a , \\o) | 
, shelves, Wa 
ACE FASTENER CORPORATION Removed as easily ava pin. | O2°Winging Vim 
3415 N. ASHLAND AVE. ¢« CHICAGO, ILLINOIS 
» 4. IT STAPLES <<s. 
A permanent a WF 


clinch for lasting 
security. 
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OFFICE APPLIANCES 


DEFENSE 
PREPAREDNESS 
PROGRAM 


ALL LARGE GOVERNMENT 
PROJECTS NEED 
AUTOMATIC TARIFF FILES 


TARIFF DESK 





3 DRAWER TARIFF FILE EXPANDING TARIFF DRAWER 





17 FEET OF 
SOLID TARIFFS 


—Within Arm‘s Reach! 





TRAFFIC 
MEN GET A “KICK” 


—OUT OF FINDING A TARIFF IN AN AUTO. 

MATIC TARIFF FILE BECAUSE:— 

1. IT'S EASY. The drawer is EXPANDED like 
a book—and stays—giving 9 inches of EX- 
TRA reference space. No gadgets—no 


THE AUTOMATIC TARIFF FILING 
DESK PERMITS reading of entire cov- 


er of every tariff in all drawers from a 





seated position. 


AUTOMATIC TARIFF 


FILES ARE MADE: 


4 DRAWERS HIGH. 
3 DRAWERS HIGH. 


latches—just part the tariffs at the point of 
reference. 


. IT'S FAST. Entire cover of tariff wanted is 


visible—no matter how full the drawer. Tariffs 


THE EXCLUSIVE EXPANDING AND 
COMPRESSING DRAWER GIVES a 
9 inch '"'V" opening even to the full 


2 DRAWERS HIGH. 


Caster Base can be had on 
2 Drawer Files. 


are quickly removed and accurately replaced. 


AUTOMATIC Tariff files reduce shipping costs. 
Modern shipping demands this economy. 


tariff drawer when in use and protects 


the contents when closed. 
“Only AUTOMATIC gives Expansion and Compression” 


AUTOMATIC FILE & INDEX CO. 


629 WEST WASHINGTON BLVD. DEPT. A58 CHICAGO, ILLINOIS 
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ANYBODY GOTTA COUPLA HAWSES?—You’'d never believe 
it, but here are (right to left) President Hurlbut W. Smith and 
Vice-President J. B. McCormick of L. C. Smith & Corona Type- 
writers, Inc., ready to ride anything from an office chair to the 
wildest bronc ever produced by Texas if the ten-gallon hats 
indicate anything. The hats were sent the above gentlemen 
by Houston Branch Manager G. A. Foxcroft to celebrate the 
close of a recent sales contest held in the form of a rodeo. Prizes 
totaling more than $12,000 were awarded in the drive in which 
dealers were desiqnated as buckeroos, branch office wholesale 
salesmen as riding bosses, home office field representatives 
as line riders and branch offices as ranchos. Scoring was by 
points for purchases delivered and billed to dealers of all 
Corona portables, adding machines and cashier models. 





AND THE WINNAH!—Here President Smith, having doffed the 
ten-gallon hat as too warm or something, shakes hands with 
John D. Wilson, owner of Wilson's Leading Jewelers, Rochester, 
N. Y., and at the same time presents him with a check for $400, 
which was first prize in the rodeo contest. Mr. Wilson also 
operates a store at Syracuse, but it was the establishment in 
Rochester which sold enough L. C. Smith and Corona type- 
writers to bring home the bacon. During their meeting Mr. 
Wilson reminded President Smith that the latter was his first 
employer many years ago and before he branched out on 
his own. 


———__ oo 
BLIED GIVES CALENDAR TO FRIENDS 
Blied, Inc., Madison, Wis., was another office supply 
and equipment house which, last month, issued a 
large wall calendar to its friends and customers as a 
New Year gift. The front page, printed in black on 
gold bore pictures of President Roosevelt and several 
Wisconsin state officials while each succeeding page 
included an attractive picture of general interest. The 
calendar was accompanied by a printed form which 
bore a New Year’s greeting and prayer, the latter 
containing an appropriate plea for peace in a war- 
torn world. 
EO - 
SENGBUSCH BACK ON JOB AFTER ILLNESS 
A. F. (Heinie) Sengbusch, Kansas City, Mo., of the 
Sengbusch Self-Closing Inkstand Company, was back 
on the job last month after being confined to bed by 
illness for a two-week period. 


-_—_——i i UcCGktlhlk kl 
Cthers soll them! 


Why nt YOU?? 


Yes! It’s true, dealers in nearly 
every part of the country are find- 
ing this extra source of profit. They 
learn quickly that the complete 
range of sizes in the PRECISE line 
of trimming boards helps them 
‘get’ every sale for a paper cutter. 
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Seven Sizes 
from 
612” to 24%” 









U.S. Pat. 
No. 2,185,985 


Then too, PRECISE has patented 
features that make it easy to dem- 
onstrate the outstanding advan- 
tages of this quality product. Yet, 
the price is within reach of all your 
customers. 


Investigate this line — 
it's selling NOW!! 


We'll be glad to send complete 
details, prices and dealers 


discounts. 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. LOOMIS ST., CHICAGO, ILLINOIS 








Ke ve 





t 











BARKLEY 24:1 TAB INDEXES 


PAT. PENDING 


MAGNIFIED 


Special convex design 
enlarges ordinary 
lettered or printed 
inserts to perfect legi- 
bility. Relieves eye- 
strain. Available in 
six crystal clear colors 
for various filing 
classification. 





<a) 
ANGLED... 
Inserts are angled to 
perfect 45° reading 
angle. No stooping 
or craning necessary 
to read indexes in the 
lower filing drawers. 
Speeds filing and 
finding. Full range 
visibility throughout 


oe 


the entire file. 





Send for your sample now 


See for yourself the advantages in 
this newest filing innovation. No 
obligation. 





C. L. BARKLEY & CO. 


WManufocrurer 
lt Cerurs 


$17 S. JEFFERSON STREET CHICAGO, ILL. 
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MURPHY CHAIR COMPANY HOUSING PROJECT 
REDEFINES LOW COST 

(Note-—For part of the material presented in the 
following news item. OFFICE APPLIANCES is indebted to 
The Architectural Forum, a magazine widely distrib- 
uted in the field of architecture.) 

When Gleeson Murphy, Jr., president of the Murphy 
Chair Company, Owensboro, Ky., recently mulled over 
the almost prohibitive cost to the average working 
man of an adequate home for himself and his family, 











GLEESON MURPHY 


he decided that something most decidedly should be 
done about it. Result: Astonished Owensboro resi- 
dents are watching modest but quite substantial and 


| adequate little homes popping up all over the land- 


| scape for the nominal price of $1570 and $1970, these 


prices including the land upon which the houses stand. 
Back of the project, which is catching the eye of 


| many sections of the country and the interest of those 
| who believe that defense work will sooner or later de- 


mand the erection of low cost houses elsewhere in the 
nation, is, besides Mr. Murphy one Christopher C. 
Sandidge, an insurance man. Between them, Messrs. 
Murphy and Sandidge formed the Sandidge-Murphy 
Development Company and incidentally put Owens- 
boro on the building map. 

The idea was born when both men saw a way to 
mass produce low cost dwellings and, at the same 
time, displace “the unsanitary and almost uninhabita- 


| ble shot-gun houses in Owensboro renting from $10 to 


$15 per month.” 

So Messrs. Murphy and Sandidge teamed up, bought 
a five-acre truck garden at the city limits, subdivided 
it into forty 58 by 70-foot lots with the aid of a 
U-shaped gravel drive, and ran in storm and sanitary 
sewers. With the assistance of a building company 
they developed a three-room floor plan with five ex- 
terior variations. 

And the plan worked. There they were, ready and 
able to sell a three-room house, complete, to a family 
who could pay $15 down, $85 more when the dwelling 
was finished and $11.24 monthly toward interest and 
fifteen-year amortization of the loan plan plus $2.44 
a month for insurance and taxes—a total of $13.68. 

Soon thereafter the two men sold their first interest 
and quickly began the construction of several four- 
room units—the $1970 type mentioned above—each 
erected on a lot measuring 40 by 100, or 48 by 84 feet. 
Cash deposits and down payments are the same as on 
the smaller units but the monthly payments are 
slightly higher—$14.60, approximately. 

The Architectural Forum, concluding an article on 
this building project in its September (1940) issue, 
says: 

“Subdividers Sandidge and Murphy are quick to ad- 
mit that their houses are not the best they could build 
but believe that Owensboro’s low incomers are getting 
the most housing possible for the money. And they 


undoubtedly are.” 
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A complete 








variety of sizes 
and types 
BRING CUSTOMERS BACK PINS 
with the Yellow Box Line FASTENERS 
THUMB TACKS 
There’s a fast turnover in Yellow Boxes. The complete STAPLES 
Yellow Box Line builds your profits by more powerful, har- HOOKS 
monious displays ... and saves you time and related items 
by simplified ordering and bookkeeping. 














MONEY-MAKERS FOR YOU— 
TIME-SAVERS FOR YOUR CUSTOMERS 


You save money by buying from a single 
source. Your customers save time by buy- 
ing stationery supplies with no defects to 






c 


_ , = 
The Home of The Famous Yellow Box Line 


OA 








cause delays ... Remember the full count, 
the strong package, the extra-effective dis- 
play! Why not standardize on the Yellow 
Box Line—get our sales helps—start build- 
ing real profits, today! 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury, Connecticut 





NEW YORK CHICAGO SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 
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No. 458 


is" 


Letter Size 
Green 


COLE 
PORTABLE DESK FILE 


This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 


handles 


adie . » No. 458 No. 459 
SPECIFICATIONS Letter Size Legal Size 
Height 30 inches 30 inches 


Upper compartment 12x10¥%ex24 15x1l0Y¥ex24 
Lower compartment I2x11x24 15x1lIx24 
In Olive Green (smooth or crinkle) grained walnut 
and grained mahogany finishes. 


COLE STEEL EQUIPMENT CORP. 


349 BROADWAY NEW YORK, N. Y. 





~ al 

COLE STEEL TRANSFER CASE 
A high-grade steel Transfer Case. Can be 
interlocked and stacked to the ceiling. Olive 
green, baked enamel finish, brass plated 
ecard holder and solid steel 
handle. Electrically welded 
throughout. 
















No. C112 
LETTER SIZE 
12%” x 10%” 

x 24” 


$300 


COLE STEEL 
EQUIPMENT LEGAL SIZE 
co. waa 


NEW YORK, 
N. Y. 










OREN SMR MS. 
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$ PRONTO STEEL CARD CABINETS 3 
¢é . . i, eo 
$ Single or two drawer units for all standard card sizes. 3 
3 Built of a fine grade steel. Equipped with rubber feet. $ 
$ Drawer stop prevents drawer from falling out. Improved $ 
$ spring compressor. $ 
$ Pronto build-up fea- 4 
3 ture for stacking. $ 
$ Solid brasshard- $ 
$ ware. Olive ¢ 
* green, grained @ 
* e 
2 walnut and ma- 9 
$ hogany finishes. $ 
@ ra 
@ p 
‘ for 3x5 cards $ 
€ — 
4 _ 
: = } 
¢ 
$ ae 
; $ 
@ PRONTO FILE CORPORATION, NEW YORK CITY e 
a é 
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aa" 
21 DRAWERS 
No. 9421 


3714” high 
30%” wide 
28%” deep 





PRONTO 
“CANCELED CHECK” CABINET 
(or Recordak Film Cabinet ) 


A heavy gauge steel cabinet, no higher in price than 
ordinary corrugated board storage files. Reduces fire 
hazards. Can be interlocked into solid batteries. Used 
for storing canceled checks, deposit slips, or 2 rows of 
Recordak Films. Olive green baked enamel finish. 


(Inside drawer, 94%” x 4%” x 24”) 


PRONTO FILE CORP., NEW YORK CITY 











WITHOUT BASE 


PRONTO 
STEEL BLUE-PRINT CABINET 


An eight drawer Blue-Print Cabinet designed 
for the safe keeping of drawings, maps, trac- 
ings, art work and blueprints up to 24” x 35”. 
Made of heavy gauge furniture steel. Elec- 
trically welded throughout. Drawers glide 
smoothly and easily. A hood in the rear and a 
lift compressor in the front of each drawer 
keeps prints and drawings in perfect order. 
Cabinets can be bolted into solid batteries. 

Outside Housing 37%” w. 2338”h. 263%" d. 
Inside Drawer 36” w. 2%"). 25" a. 
BASE for above cabinet 1444” high $6.00 


PRONTO FILE CORPORATION 
NEW YORK CITY 
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INTRODUCING THE TRIPLE “E” PRODUCTS 
COMPANY 

The latest newcomer to the office equipment indus- 
try is the Triple “E” Products Company, formed at 
St. Louis, Mo., to manufacture and produce a new type 
of electrically-operated pencil sharpener and kindred 
articles. The sharpener, known as the Electro-Pointer 
is described elsewhere in this issue. 

The company has been formed by the following men: 
Edward C. Hoffman, president; Francis A. Peters, vice- 














E.C. HOFFMAN 


W. A. IRELAND 


president; William E. Hoffman, secretary-treasurer and 
advertising manager, and William A. Ireland, in charge 
of sales and distribution at Chicago. 

Mr. Hoffman has had a wide experience in the 
fields of manufacturing, merchandising, advertising 
and sales. He was for several years, until his recent 
resignation, vice-president in charge of sales and ad- 
vertising of Bridge & Beach Manufacturing Company. 
For seven years immediately preceding his connection 
with Bridge-Beach, he served in a Similar capacity 
for the Malleable Iron Range Company of Beaver Dam, 
Wisc. Prior to that period he was director of sales 
and advertising for the Copper Clad Malleable Range 
Company of St. Louis and was closely associated with 
Lloyd Scruggs, president of Copper Clad for more than 
twenty years. His original and successful experience 
in the specialty range business was with the Majestic 
Manufacturing Company of this city. This record of 
achievement, seldom found in that industry, qualifies 
him to successfully develop and conduct the activities 
and business of this new St. Louis industry which has 
promise of worthwhile proportions. 

Mr. Hoffman has also been responsible for many 
mechanical and design improvements in the stove, 
heater and range business, and has developed and 
patented several articles in the metal ware and 
enameled ware field. 

Mr. Peters was engaged, after graduation from 
the Massachusetts Institute of Technology, in the 
mining business in southwestern Missouri before be- 
coming associated with the Triple “E” Products Com- 
pany. Being an engineer, he was attracted by the 
great possibilities of the Electro-Pointer and the 
kindred products which are being developed by the 
company. 

William E. Hoffman, son of the president and grad- 
uate of Duke university, was for several years actively 
associated in the stationery and pencil sharpener busi- 
ness in a Sales capacity; later he served as assistant 
to his father and finally as assistant secretary and 
treasurer of Bridge & Beach Manufacturing Company. 

Mr. Ireland is another official of the new firm who 
possesses a long and successful experience in the 
industry, having been in the office equipment field 
for twenty years, being connected with The Todd 
Company for that period of time. A keen business 
acumen plus a natural selling ability resulted in him 
taking over many responsible positions for Todd and 
at various times he was manager of the Boston and 





More than guns are needed to win wars! WORDS— 
millions and billions of words typed on batteries 
of typewriters are just as vital for victory. 


With the whole Nation mobilized for Defense, 
every commercial and government office in the land 
is a prospect for PEERLESS Rubber Keys—keys that 
make words flow easier on the typewritten page. 
Tuchtype keys that give ‘eyes of magic’’ to the 
typist's fingers, protecting her fingernails, enabling 
her to do cleaner, more beautiful letters with 
greater speed and less fatigue. 


NOTE TO SECRETARIES: Business is good— 
do not hesitate to ask the Boss for a set of 


PEERLESS Keys. 


Awake, Mr. Dealer, to the full significance of this oppor- 
tunity. Quick profits, easy profits beckon to you in hun- 
dreds of offices in your city. Our Bonus Plan gives fresh 
pep to your salesmen. Let us tell you about our “Trial a 
Day Means a Sale a Day’ System. Write for full details. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA._Manufacturers with the dealers’ viewpoint 

BRANCHES: 


New York City, 321 Broadway 
Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St. 
Los Angeles, 827 S. Main St. 








Better Protection 
EILIN 


Mr. Dealer: 
The Meilink Line Is the 


‘‘Complete Dealers’ Line’’ 





All practical sizes of Underwriters ''A'' and 
"B" Labeled Safes and the most complete 
line of One Hour Safes, Security Chests, 
Safe Drawers and many other protective 


items built. 





wHy MEILINK is your 
SAFE vine 


@ No Factory Competition. 
@ All Inquiries Referred to Dealers. 


Personal Assistance. 


@ Interior Planning Department. 

@ Direct Mail Campaign Aids. 

@ Engineering Department Service. 
@ Simplified Catalog—Easier Sales. 


Write Today for Full Information and Catalogs 


MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 


CHICAGO NEW YORK 


OFFICE APPLIANCES 


Providence offices, manager of the entire East coast 
district, manager of five states in the Central West 
and manager of the Chicago area. He will maintain 
headquarters in the Chicago Daily News building, 
Chicago, III. 





CATALOGUE OF THE EVER READY CALENDAR MANUFAC- 
TURING COMPANY WHICH IS DESCRIBED ELSEWHERE IN 
THIS ISSUE. 
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“COLD” ROOM FOR COATED PAPERS 


A refrigeration room for coated papers, recently in- 
stalled by the Zac Smith Stationery Company, Bir- 
mingham, Ala., has proved a fine stimulus to sales of 
this merchandise, according to W. J. Douglas, execu- 
tive vice-president. A folder containing a picture of 
the equipment was mailed to consumers in order to 
impress them with the fact that they can be furnished 
“factory fresh” blue, brown and black print papers. 

The equipment includes a walk-in box about seven 
by ten feet in size with the necessary motors, cooler 
and thermostatic controls for both temperature and 
humidity. Temperature is maintained at about sixty- 
five degrees in the refrigerator with humidity at fifty 
per cent, or less than that on the outside. The box 
has a capacity of 2000 rolls. The equipment operates 
twenty-four hours a day, going on and off automati- 
cally as necessary to maintain desired conditions. 

Mr. Douglas said coated papers could now be kept 
fresh for as long as twelve months whereas about 
sixty to ninety days was the limit under ordinary 
summer temperature. He said his concern formerly 
lost some $200 worth of paper annually, or enough to 
soon pay for the new equipment. Customers can now 
buy this stock with confidence that it is absolutely 
fresh. 

In addition to this improvement, the company re- 
cently spent $4000 modernizing its fifty-eight-year-old 
store. The feature was the installation of fluorescent 
lighting both on the first or main sales floor and in 
the show windows. A new insulating board ceiling of 
high acoustical and light reflecting value was also in- 
stalled and the whole four-story building including the 
office furniture floor redecorated GHW 

oi 
HIGGINS TO EXPAND CONSUMER ADVERTISING 


Of interest to the dealer is the news that Chas. M. 
Higgins & Company, Inc., Brooklyn, N. Y., has com- 
pleted plans to enlarge its consumer advertising in the 
engineering, machine design and educational fields. 
The expansion program was announced late last month 
by Bert Cholet, Higgins’ advertising manager, who 
said the preparedness program plus a_ substantial 
increase in industrial arts activity provide an oppor- 
tune time for boosting consumer appeals. 
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Aigures give 


Maybe you’re one of those annual victims of O. S. I. (Office 


youl a headache 
YX 


Supply Inventory). And we know how you feel! Your 


i business and ours is just about as serene as a kennel with 





a litter of flea bitten pups. However there is a “powder” 
you can take for relief. Many office supply dealers in 
1940 discovered the profitable “Standardize on Imperial” 


formula. They consolidated their purchases of file fold- 








ers, guides, cards, letter trays, smartly packaged roll folder 





labels, etc. from one dependable economical source. Why 





not try this “Standardize on Imperial” formula? The re- 


sults will please you. Write for illustrated price list No. 44. 


IMPERIAL METHODS (0, teccot Bei. 
































How would you like to sell ONE 
Indiana Cash Drawer for every 
THREE Adding Machines—of any 
make! 


Mount any make of adding ma- 
chine on the Indiana Cash 
Drawer—and you have a full- 
fledged cash register at a frac- 
tion of the cost of one! Get all the 


facts... NOW! 


INDIANA 


cA S H Dp Rk AW 2S 


COMBINATION 



























MailCoupon 






Information! 



































for Complete 











INDIANA CASH DRAWER COMPANY 
SHELBYVILLE, INDIANA 








with an adding machine. 
Check make 
of adding 

machine handled Name 


() Allen Wales 
[] R. C. Allen Address 
~} Barrett 

_] Burroughs 

{} Corona 

} Monarch 

{] Remington Rand 
Cj Sundstrand 

0 Victor State......... 










City 























Please serd full information, prices, etc., on cash drawers for use 
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H. A. CONSOR 
Herbert Austin Consor, president of The Weis Man- 
ufacturing Company and the Amendt Milling Com- 
pany, both of Monroe, Mich., reached the end of life’s 
journey on Wednesday, January 15, 1941. He passed 
away at his home in Bolles Harbor, within a few days 
of his fifty-eighth birthday. He had been suffering 
from a heart ailment for several months but his con- 
dition was not considered serious until recently. 

As head of the Weis organization, his principal com- 
pany activities were concerned with matters of finance. 
He always maintained a keen interest in all the vari- 
ous departments and functions of the business, but 
left the actual management to other hands. 

Born in Monroe on January 28, 1883, Mr. Consor was 
the third generation of his family to engage in busi- 
ness and industry in the Michigan city. He attended 











THE LATE H. A. CONSOR 


grammar and high school and then took a six-months’ 
course in a business school before securing his first 
job, that of agent for the then new Detroit-Toledo 
Shoreline railroad, in 1901. He served with that or- 
ganization until 1906 when he went to Chicago and 
obtained a job there with the accounting department 
of Chicago & Rock Island railroad. He spent three 
years in Chicago and often in later life he told his 
friends that it was in this period he obtained the 
knowledge of detail and developed the business acumen 
which attended his office equipment career. 

In 1909 Mr. Consor took his third position—one 
which was to take him back to Monroe—when he en- 
tered the employ of the Weis Manufacturing Company 
as aclerk. It was only a brief period before his natural 
business ability and liking for hard work won him the 
attention of his superiors and his promotion began. 
He successfully filled many positions with the firm 
before he was made treasurer in 1913. Ten years later 
the company was reorganized and Mr. Consor became 
its president, serving in that capacity until his death. 

Although he had been president of the Amendt 
Milling Company since 1925 he devoted most of his 
time in recent years to the Weis organization which, 
under his presidency, has become one of the largest 
and best-known office equipment manufacturing con- 
cerns in the United States. In addition to these heavy 
duties he was also one of the original directors of the 
Citizens Budget Company. 

Mr. Consor was an active golfer up to about one 
year ago. He was also active in affairs of the Exchange 
Club and the First Baptist church. Beginning in 1924 
he served on the local board of education, resigning 
when he moved his home to suburban Bolles Harbor. 

Mr. Consor is survived by his widow, Mrs. Nina Bow- 
man Consor; a son, Herbert Austin Consor, Jr., and a 
sister, Miss Izelle Consor. Another son, James Bowman, 
died in 1927 at the age of fourteen years. 

Both the Weis and the Amendt plants closed on 





























AW 
\\\y 


TT 
q\ 























SHAW-WALKER CREATES THE REVOLUTIONARY 


Desk 


























Measure your desk! 





| SHAW: HAW-WALKER — 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 




















One of the - 
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Announcement Ads from an 
“~ 
The Saturday Evening Post - Pf 
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Only 29 inch Ss high! 


_ 


| THE HEIGHT OF COMFOR: 


nstantl vou’re Shaw-Walker’s handsome “low desk for comfort” is made 


Quit pown_ af this desk. Ins v you know 
29 KJ more comfortable. You know that it fits you... gives of sleek steel and gleaming plastics...so finely finished 


‘l that it has been that every edge and corner 1s ivory-smooth. It costs no 





you 3-forma!l working position. You fee 


and common sense, to more. Three different stvles and many sizes, priced from 
) \ >| 








4 , “9 - , 
deSigned, with a blend of science and c el 
“4 " e + 7) 4 1 . 
vy’ help vou concentrate, help you plan, help you think $50 to $300...all shown 1n the 1941 OrricE GUIDE. 
V It is only 29 inches from the floor to the deck... Before you buy any desk, drop in at your Shaw-Walker 
vy. one and one-half inches lower than the old-fashioned dealer’s and try out the armchair comfort of this new 
er er ; an 
“standard” desk. It literally lets you get on top of your desk. If it doesn’t sell you at first sight, it will certainly 
a Ce oe has | s+ Kinet anes eas iia 
job. For it brings your day’s work directly under your sell you at first sitting. You’!! be surprised at the enormous 
eyes, and under finger-tip control as we difference this 29-inch height can make in comfort. 
. y < 
On your bu -I] , Muskegon, M p 1941 OFFICE GUIDE 
17 
l | ( R} ha ORT 
beca t owe vou re P Bec we ca 1 our pen. Because it’s lower, vou sit at a more com 
more direct angle You look @ unm at vo vour phone, or vour cale lar. W ¢ al e. Spine, knees, elbows, neck, 
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Selling Rights are Obtainable in Many Cities 
Write Today —Shaw-Walker, Muskegon, Michigan 
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Friday, January 17, when funeral services were .2e.a. 
The pallbearers were Harry Martin, Arthur Wallin, 
Harold Mathews, Walter Oerther and William Kress- 
bach, of the Weis Manufacturing Company, and Lee 
Bracy, of Amendat. 

+ + + 


E. B. HESS 


Edward B. Hess, known throughout the world as the 
inventor of the Royal typewriter, died Thursday, Jan- 
uary 9, at his home in Orlando, Fla. Funeral services 
were held in the Carey Hand chapel at 11 o’clock the 
following day. 

Mr. Hess was buried in his family plot at Louisville, 
Ky., Sunday morning January 12, beside his wife, who 
died several years ago. 

The eighty-three-year-old inventor and business ex- 
ecutive was well known for his joviality and splendid 


THE LATE E. B. HESS 


personality. His associates in the Royal Typewriter 
Company were his close and best loved friends. The 
entire company held him in highest esteem. 

Starting his career before the turn of the century, 
Mr. Hess devoted himself to a complete development 
of a perfect writing machine. He began his first ex- 
periments in this line in his Precision Tool Machine 
Company located on White street in New York City. 
Further development of his typewriter came in 1902 
and 1903 after he had moved to larger quarters on 
Cedar street. 

In January, 1904, the Royal Typewriter Company 
was organized. Mr. Hess, with the backing of Thomas 
Fortune Ryan, set up his first factory devoted exclu- 
sively to the manufacture of Royal typewriters on 
Forty-sixth street in Brooklyn. 

Following the initial success of the Model 1 type- 
writer, ground was broken for a new factory in Hart- 
ford, Conn. Greater successes came and growing sales 
volume demanded further expansion of the new fac- 
tory. 

Mr. Hess retained his active interest in constant ex- 
perimenting even as the company grew larger. His 
position as a director and vice-president of his com- 
pany gave him free rein to this urge for more perfect 
development of the Royal. 

In 1925, he retired from active participation in the 
company although he constantly kept in touch with 
its progress. He moved to Florida to recuperate from 
an illness which forced his retirement. 

Mr. Hess was the oldest member of the Elks Lodge 
of Louisville, Ky., and was active as a Rotarian until 


@ All 36 colors of America’s favorite colored 
pencil, Dixon “Best,” can be seen at a glance 
in this new color chart. A supply of these 
Dixon" Best” color charts is offered to you free. 

They can be imprinted with your store 
name and address and distributed to your 
customers and prospects, providing them 
with a convenient guide in ordering and 
keeping your name before them as their 
source of supply. The Dixon “Best” charts 
fit a No. 5 envelope so that they can be 
mailed with your monthly statements as well 
as distributed over the counter. 

Each of the 36 colors of Dixon “Best” is 
shown with its name and trade number. To 
get your supply, just write to the address 
below, stating the quantity you desire. 


Pencil Sales Department 98-J2 
JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, N. J. 
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6 ColoRs 


AT A GLANCE! 
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Sell a 
DOUBLE 
Market — 


Market No. 1 — for gen- 
eral loose-leaf products. 
You're set to compete 
here, with MASTER-CRAFT. 
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Market No. 2 — for exclu- 
sive MASTER-CRAFT spe- 
cialties. In this field you 
get ALL the business. 
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SX Profit No. 1 — 

Your normal 

profit on competitive 
loose-leaf goods. 








DOUBLE 






Profit No. 2 — 
An even bet- 
ter profit on MASTER- 
CRAFT specialties. 
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A Full Line of 
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Complete Addi- 
tional Line of 
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Specialties... 
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e cialties that give you a 
second market—equally 
large and more profit- 
able. 
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There Are 2 Markets 


For Loose-Leaf Today 
and You Can Sell Them Both 


with MASTER-CRAFT 


Sn awl MASTER-CRAFT enables you to sell 

“both the market for standard loose-leaf 
products and also the market for loose- 
leaf specialties. 





That’s why enterprising dealers in many 
areas have switched to MASTER- 
CRAFT. They realized that the usual standard line of 
competitive loose-leaf was not enough. Too many dealers 
have these goods. The price competition is severe. 


With MASTER-CRAFT exclusive specialties, in addition 
to “staples,” you can actually double your selling oppor- 
tunities. And, with the exclusive MASTER-CRAFT 
franchise, the business you get in this second market is 
yours alone, now and in the future. 


GHAW:WALKER 


Michigan 


LOOSE - LEAF 
DIVISION 








Kalamazoo, 


About the complete line 
of MASTER-CRAFT spe- 
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his health failed. In referring to Mr. Hess’ passing, an 
official of Royal said: 

“The Royal Typewriter Company feels deeply the 
loss of its inspiring founder. His pleasant manner will 
be missed by everyone in the company. His death 
marks the passing of one of America’s most versatile 
minds in the business machines field.” 


- & +} 


JOHN BENTSON 


John Bentson, owner of the Bentson Manufacturing 
Company, Aurora, Ill., was killed January 20 when his 
automobile was struck by a Grand Trunk line train 
carrying Chicago draftees to Fort Custer, Mich. He 
was in his seventy-second year and resided at 449 
Downer place, Aurora. 

Mr. Bentson was born on June 30, 1868, in Flekefjard, 
Norway. In 1885, at the age of seventeen, he came to 





THE LATE JOHN BENTSON 


America and settled in Chicago. For six months he 
worked there, lighting the gas street lamps. He then 
moved to South Chicago, where he received employ- 
ment in the steel mills. After a number of years he 
again returned to Chicago and worked for the Kraig 
Metallic Manufacturing Company, which latter was 
absorbed by the Imperial Steel Cabinet Company. His 
work there was that of a foreman and he worked side 
by side with the men at the bench, teaching them the 
sheet metal trade. In 1908, he entered the employ of 
the Lyon Metallic Manufacturing Company in Mont- 
gomery, Ill., later known as Lyon Metal Products, Inc. 
In 1912, he started the Aurora Metal Cabinet Works in 
the basement of the Frazier building on River street, 
where with two other men he originated the Aurora 
line of steel office equipment. The Aurora Chamber 
of Commerce, in 1914, built Factory Unit No. 3 on 
Woodlawn avenue, which Mr. Bentson purchased for 
a factory. In 1917 he sold the Aurora Metal Cabinet 
Works to Charles T. Kinney. The spring of 1917 found 
Mr. Bentson again manufacturing steel office equip- 
ment, at which time he organized the Bentson Manu- 
facturing Company and located his factory on the 
second floor of the Frazier building on River street. 

In 1921, the Aurora Chamber of Commerce built the 
initial building at its present location, Illinois and 
Highland avenues, to which he has since built three 
additions. The Bentson Manufacturing Company, of 
which he was president, now employs 115 men and 
women and enjoys a national distribution of a very 
complete line of steel office equipment. 

From a lowly start in a basement room, Mr. Bentson 
saw his dreams come true, for the company that he 
organized and strived for has become one of the 
well recognized manufacturers in its industry. 

Mr. Bentson leaves his widow, Hulda K. Bentson; 
three daughters, Mrs. Anna Louise Berlin, Mrs. Signa 
Bertha Humphreys and Mrs. Esther Gladys Swan; 
two sons, Henry George Bentson and Ralph John Bent- 
son. Also five grandchildren, Mrs. Evelyn Louise 
Gayle, Robert Roy Bentson, Stanley Edwin Humphreys, 
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ALWAYS 


It is our constant intent to 


AN N \ 


ever increase the service we 


a 





can render to you - - - our 
well-rounded line, compris- y 

ing an exceptionally exten- Y y 
sive selection of metal paper —Zj Yj 
fasteners provides conven- jj Yj 
ience that no dealer can j Yj 


afford to overlook. 


Your order will always be 
given prompt, intelligent 





attention. 


And, needless to say, the 
merchandise will be com- 
pletely satisfactory in every 
respect. 


Send for Dealers 
Price List No. 1241A. 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, IIl. 
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Capable Secretaries know that 
PEERLESS White-tab Carbon is 
an extraordinary time-saver. The uncoated edge 
prevents fingers from touching the inked surface— 
saves smudges, erasures, retyping and time-out for 
washing hands. Easy to separate copy sheets from 
carbon. 


BUT MOST IMPORTANT—PEERLESS White-tab 
is miles ahead in reproductive qualities. It writes ex- 
ceptionally clean and sharp, has greater manifolding 
power and lasts days longer than average carbon. 


lf executives knew what their secretaries know 
PEERLESS White-tab would be standard carbon in 


every office. 


DEALERS AND CARBON SPECIALISTS: PEERLESS 
WHITE-TAB is just one of the fast-selling, profit-making 
products in the comprehensive PEERLESS-IMPERIAL ribbon 
and carbon line. Just one of many reasons why so many 
Dealers are joining the big PEERLESS-IMPERIAL family. And 
that is just what it is—a''family" built on common bonds of 
friendship and mutual desires to earn sound, steady profits 
through the sale of quality merchandise. Wouldn't you like 
to join? A letter replying to this adv. is your only ticket of 
admission. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St. Newark, N. J. 
THE KEY MEN OF AMERICA....Manufacturers with the dealers’ 
viewpoint 
BRANCHES: 

New York City, 321 Broadway Chicago, 19 South Wells St 
Detroit, 808 American Radiator Bldg. Los Angeles, 827 S. Main St 











OFFICE APPLIANCES 


Janet Signa Humphreys and Ralph John Swan, Jr.; 
and one great-granddaughter, Judith Jean Bentson. 
+ + | 
B. L. SMITH 
Burns Lyman Smith, son of Lyman C. Smith, who 
with three brothers, Wilbur L., Monroe C., and Hurlbut 
W., organized L. C. Smith & Bros. Typewriter Company, 

died at Hollywood Tuesday, January 14, 1941. 

Burns Lyman was born November 7, 1880, and at 
the conclusion of his education in the Syracuse schools 
joined his father in the typewriter business. He was 
private secretary to his father when the latter died 
in 1910. Soon after that he became interested in vari- 
ous enterprises, among them the Syracuse Malleable 
Iron Works of which he became treasurer and pres- 
ident. While there, Mr. Smith was granted patents 
on the Smith expanded wheel, an all metal wheel for 
motor trucks and automobiles. In 1916 he organized 
Smith Wheel, Inc., to manufacture these wheels. Dur- 
ing the war he was appointed to the truck and trailer 
division as an expert on metal wheels. 

He was at one time a director of L. C. Smith & 
Corona Typewriters Inc., but relinquished the director- 
ship when he took up his residence in Seattle. In that 
city Lyman C. Smith had acquired considerable real 
estate and had started building the L. C. Smith build- 
ing which was the tallest building west of the Missis- 
sippi when it was erected. Burns Lyman completed 
work on this building but afterwards disposed of it 
and moved to Hollywood. 

Mr. Smith was an ardent yachtsman and maintained 
two yachts on the St. Lawrence River. He also owned 
a hunting lodge in the Adirondacks and a summer 
home on SkKaneateles Lake. 

He is survived by his widow, Mrs. Virginia H. Smith, 
a daughter, Mrs. Edward L. de Gastine, and a sister, 
Miss Flora Bernice Smith, of Syracuse. Another daugh- 
ter, Mrs. Virginia Hunt, died at Hollywood two 


months ago. 
+ k -& 
JOHN W. MESSIMORE 

John W. Messimore, who formerly was actively en- 
gaged in the sale of office furniture, passed away 
December 30 in Chicago. A telegrapher in his youth, 
Mr. Messimore was employed in that capacity at the 
Democratic convention in Chicago in 1896 and heard 
William Jennings Bryan’s famous Cross of Gold speech. 
Later he was a salesman for Yawman and Erbe Manu- 
facturing Company and sales manager for Canton 
Art Metal Company and the National Safe Company. 
In the latter twenties he was a manufacturers’ repre- 
sentative in Chicago selling for manufacturers of wood 
desks and chairs. Leaving that business some seven 
or eight years ago, he published the Camp Point Jour- 
nal at Camp Point near Quincy, Ill., but returned to 
Chicago as a furniture representative a few years 
later. Mr. Messimore was an able versifier. Frequently 
during his career as a businessman and newspaper 
publisher, he expressed his thoughts in rhyme. Several 
of his metrical compositions have been presented in 
OFFICE APPLIANCES. His many friends will sympathize 
with his widow and daughter, who survive him. 


~~ | 


J. GOMPRECHT 

Jacob Gomprecht, who with Jesse Benesch founded 
one of the largest retail office and household furniture 
businesses in Baltimore forty years ago, died last month 
at his home in the Esplanade apartments, Baltimore, 
after an illness of three weeks. Until then, Mr. Gom- 
precht remained active in the management of the firm 
of Gomprecht & Benesch and of the Maryland Land 
& Investment Company, of which he was the president. 

The son of the late Bernard Gomprecht, he was born 
in Baltimore August 20, 1867, and obtained his educa- 
tion in the public schools of this city. He was active 
in the city’s philanthropic activities, being a member 
of the board of the Jewish Family and Children’s 
Bureau for many years. He also was a member of the 
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TRI-GUARD 


3-Rod Filing Principle 
is the Outstanding 
Filing Development 
in 188s. 2.44 


























Only Globe-Wernicke can offer you the Tri-Guard three rod filing 
principle, which is a revolutionary improvement in filing cabinets. 
This exclusive feature makes work easier, speeds up filing and find- 
ing, reduces office expense. 





THIS HAPPENS WITH TRI-GUARD FILES 


1. Contents of Tri-Guard files are always in an 
orderly condition without compression. Follower 
needs adjusting only about three or four times 
as drawer is filled. 


2. The ‘‘sway-check” principle keeps contents up- 
right. They do not sag or recline at an angle 
greater than 45° 





3. Guides support as well as index correspondence. 


In the ordinary one rod file papers must be tightly compressed to keep Indexing and labels are always visible. 
them upright. It is hard to read indexes and labels 





4. A self-adjusting ‘“‘V’’ shaped filing pocket is 
formed by a touch of the fingers. It extends to 
the bottom of the drawer, providing ample work- 
ing space for filing and finding. 


5. Letters are dropped in or lifted out without 
difficulty. 


6. It is not necessary to adjust follower before 
closing drawer. 











Users appreciate the benefits of the Tri-Guard filing principle be- 
cause it helps eliminate errors, delays and extra work, as well as 
protects valuable material from loss or damage. Write for more 
information about Tri-Guard files and details of our proposition to 
dealers that covers the largest and most complete line of business 
equipment available from one source of supply. 





Tri-Guard keeps guides and folders upright without compression. Indexes 
and labels are always easy to read. 











Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
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UHLSTEEL 


Posture Chairs 


THE 


“ORIGINALS” 


The “PIONEERS” in 


Correct Posture Seating 


OUTSTANDING 
FEATURES 


freedom of movement 
conserved energy 
im proved health 





No. 9606 
with 4%” quick 


No. 8500 
with 3” Height 
Adjustment Height Adjustment 





DEALERS: You can make a profitable business 
handling these fine chairs. They sell easily because 
demonstrating their value is not difficult. Made of 
a Special Cold-rolled Steel and fabricated by skilled 
workmen. The wood parts have both beautiful and 
durable finish; the metal parts thoroughly covered 
with best grade enamel, oven-baked. 


The cost is low to stock and display one or two 
styles, giving you the opportunity to show the article 
and make immediate delivery which generally devel- 
ops into sales. 


Ask for Catalog 


The Toledo Metal Furniture Co. 


1712 HASTINGS STREET TOLEDO, OHIO 
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board of the Eutaw Place temple, of the board of the 
Scottish Rite Masons and a member of the Phoenix 
and Civitan clubs and of the Elks and Loyal Order 
of Moose. 

Mr. Gomprecht is survived by his widow, Mrs. Bertha 
Benesch Gomprecht, and a brother, Sigmund Gom- 
precht.—_WRT 

+ 


M. M. KLING 

Morris M. Kling, prominent stationer of Oakland, 
Cal., died November 19 at the age of seventy-eight, 
following a short illness. He had retired a year before. 

Mr. Kling, a native of Germany, came to America 
at the age of eighteen. He lived a number of years in 
Louisville, Ky. He then went to Oakland and in 1921 
was co-founder of Kling-Dawes Stationery Company, 
1437 Franklin street. 

He was a member of the Oakland Chamber of Com- 
merce, of the Eastbay Industrial Association, the Oak- 
land Association of Credit Men, and ‘several other 
business organizations. 

He leaves a widow, Henrietta Kling, and four 
daughters.—SS 

+ i 


E. B. SMALL 

Elmer B. Small, retired part owner of the Sioux 
City Book & Stationery Company, Sioux City, Iowa, 
died January 3 at the age of seventy-eight. His passing 
occurred ten months after the death of his brother, 
Fred C. Small, with whom he had operated the busi- 
ness. 

Mr. Small was born at Limington, Me., on April 2, 
1862. In 1907 he married Jennie Richardson at Brigh- 
ton, Mass., and two years later the couple moved to 
Sioux Falls, where Mr. Small became a partner in the 
book and stationery firm his brother had founded. 

Active in church and fraternal work, Mr. Small was 
a member of the First Chruch of Christ, Scientist, and 
of Sioux City lodge 112, B. P. O. E. 


+ i 
F. B. HURD 

Frank B. Hurd, formerly a partner in the stationery 
firm of George B. Hurd, Inc., New York City, but re- 
tired since 1930, died January 1 at his home near Red 
Bank, N. J. He was in his seventy-ninth year. 

Mr. Hurd was a familiar figure in the industry as 
one of the heads of the company which bore the Hurd 
name and which, at the time of his retirement, was 
located at 425 Broome street. He was a member of the 
Union League club, New York; the Sons of the Revolu- 
tion, and the St. Thomas Protestant Episcopal church. 

He is survived by a daughter living in Red Bank. 


7  } 


A. D. ARMSTRONG 

Arthur D. Armstrong, salesman for the Eagle Pencil 
Company and a well-known member of the Great 
Lakes Travelers Club, died January 15 at Chicago 
where he was attached to his firm’s local office. 
Funeral services were held on January 17 at the 
chapel at 4717 Broadway followed by interment in 
Rosehill cemetery. Mr. Armstrong is survived by his 
widow, Mrs. Edith Armstrong; a son, Arthur D. Arm- 
strong, Jr.; his mother, Mrs. Jessie D. Maxwell, a 
brother and a sister. 

bok ob 
J. S. FLEMING, JR. 

John S. Fleming, Jr., for the past six years manager 
of the Moline Typewriter Company, Moline, IIl., died 
late in December after an illness of only a few hours. 
He was in his thirty-seventh year and resided at 1022 
Eighteenth avenue. 

Born in Chicago on January 13, 1903, Mr. Fleming 
received his education in that city. In 1924 he went to 
Rock Island, Ill., where he married Mildred Wallace 
in the same year. 

He is survived by his widow, two sons, Darrell and 
John, both at home; his father, John Fleming, Sr., at 
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REPEAT 
BUSINESS 


is profitable business. It is the result of confidence and 





satisfaction. 


When you sell Columbia steel office equipment, you sell 
a line that is correctly designed, offers a wide variety of 
choice, is competitive in price, and is backed by unfailing 


service. 


The Columbia line promotes confidence between dealer 


and consumer and encourages repeat business. 


SOLD 
THROUGH 
DEALERS ONLY 








COLUMBIA COLUMBIA COLUMBIA COLUMBIA 
Standard “A” Apex “B” Colonial “’C’ Atlas “‘D’’ Non Suspension 


COLUMBIA S&S QUIPMENT CO. 


PH PHIA 


LINCOLN-LIBERTY BUILDING N.E. COR. BROAD & CHESTNUT STS 
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Gell the Line that LEADS IN POPULARITY 
... the REMINGTON RAND Zine / 


b 7 
.2%428% 
5 a 2 
4% 4° 
















with all the 
EXTRA-VALUE FEATURES 


including 
DIRECT SUBTRACTION 


and 


MULTIPLICATION 


MANUAL MODEL 
7 COLUMNS LIST 
and TOTAL ($99,999.99) 
featuring DIRECT SUBTRACTION 


Eleven 
New Models DESIGNED ESPECIALLY FOR DEALERS 


An 11-pounder that adds up to $10,000.00... A 12-pounder that multiplies and adds 
up to $100,000.00... An item-counting model for retail stores ... Eight brand new 
7-column machines with: d/rect subtraction... multiplication...non-add designation... 
sub-totals...electric or manual operation...with credit balance or without... 5-inch 
carriage for small forms and billheads...or 13-inch carriage for wide-form, tabular 
work... ALL with Remington Rand's famous compact 10-key touch-method keyboard. 





BUSINESSMEN NEED FIGURING MACHINES 
TODAY, MORE THAN EVER BEFORE... 


ARE You CASHING IN PORTABLE ADDING MACHINE DIVISION 


ON “THE LINE THAT'S - 
PSE Remington Rand Tae 


Today / WRITE FOR DEALERSHIP DETAILS 
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home; a sister, Mrs. Grace Cressey, Rock Island, and 
three brothers, Edward of San Francisco; Russell in 
Iowa, and Harry of Dayton, Ohio. 


+ k 
E. H. WADE 
Earl H. Wade, president of The B. F. Wade Print- 
ing & Paper Company, Toledo, Ohio, died January 2 
after an illness of several weeks. He became asso- 
ciated with his father, the late B. F. Wade, in a busi- 
ness way when he was appointed secretary-treasurer 
of the firm in 1897, and became president upon the 
death of his father twenty-five years ago. Mr. Wade 
is survived by his widow and a sister—AK 


+ 
T. J. FLETCHER 

Thomas J. Fletcher, district manager at Charlotte, 
N. C., for the Royal Typewriter Company, Inc., died 
last month after an illness of several months’ dura- 
tion. He was in his fifty-first year. Following funeral 
services the body was taken to Monroe, N. C., for 
interment in the family burial plot there-—JHR 

+ - 
R. S. START 

R. S. Start, for twenty years a representative of the 
Defiance Sales Corporation, New York, N. Y., died 
Janvary 19 at his home in Wellesley, Mass. He had 
been in ill health for several months. During his career 
with Defiance he covered a territory consisting of the 
New England states, New York state north of the 
Metropolitan area, and some of the Middle West cities 
including Detroit and Cleveland. He also covered the 
eastern provinces of Canada. 

——— © 


GINSBURG STORE TRIPLES SPACE WITH 
NEW ADDITION 

Increasing its stock and storage space from 25,000 
square feet to 75,000 was an undertaking recently com- 
pleted by Joseph Ginsburg, Inc., 39 North Halsted 
street, Chicago, and which was celebrated by the com- 
pany and its officials with an all-day house-warming. 

Prior to the expansion, the firm occupied an entire 
half block, one-story establishment beginning at the 
corner of Halsted street and Washington boulevard. 
Quite some time ago this space was found inadequate 
to house the stocks carried by the firm and so the 
enlarging was made possible by the company taking 
over the second and third floors of the structure. 

It was in 1919 that Joseph Ginsburg conceived the 
idea of going into the office furniture business when, 
as a buyer of entire stocks of men’s furnishings he 
was often compelled to purchase a large quantity of 
store fixtures and furniture. As a result Mr. Ginsburg 
and his brother, A. H. Ginsburg, rented a small store 
at the Halsted street address. 

In September, 1938, Joseph Ginsburg died, and the 
business was taken over by A. H., now president of the 
company. Associated with him is Norman Ginsburg, 
his nephew and son of the founder of the business, 
who holds the position of secretary. 

Among the manufacturers whose products are listed 
in the company’s large stock of office furniture are the 
Imperial Desk Company, Michigan Desk Company, In- 
diana Desk Company, Jasper Seating Company and 
the Bentson Manufacturing Company. 

SS ease 


TWO DETROIT STATIONERS DISCHARGED FROM 
HOSPITAL 

The unusual coincidence of two prominent stationers 
in the same city being confined to hospitals simul- 
taneously was seen recently in Detroit. The two 
gentlemen, both of whom are now on the road to 
recovery, are Herbert Murdoch, buyer for Gregory, 
Mayer & Thom, and Fred Richmond, of Richmond & 
Backus. Mr. Murdoch was treated for injuries suf- 
fered when he was struck down by an automobile. 
Although back on the job it will be some time before 
he will be entirely recovered. 
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Why does 


CEN-TR-KOTED 


CARBON PAPER 
snap out EASIER 


than ordinary kinds? 
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CEN-TR-KOTED Carbon Paper snaps out 
easier... saves time and money. . . because 
it is one-half inch longer than ordinary kinds, 
measuring 8!/> in. wide by 13!/, in. long, instead 
of the ordinary 8!/, in. by 13 in.! This superior 
carbon paper also brings other outstanding 
advantages. It does NOT curl. . . it makes 
cleaner, quicker carbon copies .. . because it 
is uncoated along the edges. Made with special- 
formula ink for greater service. Absolute uni- 
formity assured by rigid factory inspection and 


control! 


An Exclusive Agency 
on GRAND PRIZE Rik 
bons and Carbons in 


your city points the 


way to new profit: 


Write for our dealer 
Proposition booklet 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles 


FREESBOOKLET 


Get “Carbon Paper Facts” 
Too! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor- 
tant facts you should know 
about Carbon Paper! 


Denver 
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The Last Word 


in Efficient Lighting!! 





Pictured here is the finest and most efficient Portable 
lighting fixture on the market. The MIDCO Perfeclite 
Clamp-on Model No. 1006. Both vertical and horizontal 
adjustment with 30” overall extension. List Price $15.50. 


Yes! There is a difference in fluorescent port- 
able lighting fixtures. The tube may be the 
same but the amount of light distributed over 
the working area varies greatly. The MIDCO 
Perfeclite exclusive principle of light control 
distributes the correct amount of softened 
light over the widest area. 


Investigate this totally different line! It has 
selling features that make it easy for you 
to get your share of portable lighting sales. 
Satisfied customers mean constant repeat 
business with the quality MIDCO line. One 
lamp actually sells another! 





Here is the 


Fre | 
es . , 


Secret of <= 

MIDCO a 5 
Perfeclite er , 
Exclusive Perfeclite’s Dual Reflector 


ffers complete contro! of 


° 
; ! 
light rays, and distribution 
Light Control! ont says. ang aistrioutior 











WRITE FOR FOLDER OF COMPLETE LINE 
of standing and clamp-on models in a 
choice of 8 finishes—lighting charts, prices 
and discounts. 





MIDWEST NATURLITE CO. 
440 N. WELLS ST., CHICAGO, ILL. 
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OLD TOWN OPENS DEALER DEVELOPMENT 
CAMPAIGN FOR 1941 


Embracing a period of preparations which ran into 
several months, a new dealer development campaign 
for 1941 has recently been launched by the Old Town 
Ribbon & Carbon Company, Inc., 750 Pacific street, 
Brooklyn, N. Y. 

The drive includes the issuance of eight separate 
and arresting deaier aids all of which tie in perfectly, 
to be backed up by a program of national advertising 
which will increase steadily in scope. These items are 





ONE OF MANY OLD TOWN DEALER AIDS.—This window or 
counter display set is made available to the dealer as part 
of Old Town's development campaign. The display cards are 
beautifully lithographed in eight colors, varnished and 
mounted on easels. The large center card is a two plane 
effect and each of the seven smaller cards features a particular 
brand of Old Town ribbons or carbons. Thus an effective dis- 
play of one or two brands at a time may be made. 


calculated not only to give the dealer a certain spe- 
cialized knowledge of ribbons and carbons, but to 
virtually turn his establishment into a potential fac- 
tory branch. These dealer aids are: 

1: A twenty-eight page copyrighted Old Town dem- 
onstration book printed in six colors and written to 
aid the dealer salesman in becoming a specialist in 
ribbons and carbons. 2: “The Secret of Beautiful Let- 
ters,” a twenty-eight page copyrighted booklet for 
salesmen to distribute to prospects who wish to learn 
how to get the most from ribbons and carbons. 3: 
“Practical Salesmanship,” a thirty-one page manual 
to aid the sales manager in teaching salesmen a finer 
technique in selling. 

4: A competent staff of factory representatives who 
will assist the dealer to develop his ribbon and carbon 
business by conducting sales training meetings, doing 
actual consumer work with the salesman and offering 
stock and display counsel and assistance. 5: A set of 
window or counter displays, which is shown here. 
6: An attractive Old Town metal counter tray in pastel 
shades to hold and display three dozen assorted rib- 
bons. 7: A series of seven new envelope inserts, unique 
in folding design and done in six beautiful colors with 
a space for dealer imprint. 8: A new eraser shield for 
distribution as another advertising help. 


So ——— 


ALLIANCE RUBBER UNDER ONE ROOF 

With the removal of its offices from East South to 
North Union and Wayne streets, the Alliance Rubber 
Company, Alliance, Ohio, now has its entire produc- 
tion plant—from crude rubber to finished product— 
under one roof. 

Coincident with the above report officials of the 
Alliance organization announced that the firm, in an- 
ticipation of a possible rubber shortage, have caused 
their research department to begin a series of important 
and interesting experiments with other compounds. 























6200 The ‘Top Hat and Tails” of the 
LINE Verticals. At home in the best 
places. ‘‘Tops”’ in case work . . . extra strong 
welded construction . . . solid bronze hard- 
ware... full depth dividing shelves... full 
progressive ball bearing suspension .. . and 
a host of other distinctive features. An ex- 
tensive choice of styles in both the 2814” 
and 2414” depths, plus a complete selection 


of optional drawer inserts. 








7300 A smooth number. Quality-built 
LINE but conservative. Best of case work 
. “plus” construction throughout . . 
smart hardware . . . full progressive ball 
bearing suspension. Everything a good file 
should be, and more. Available in a wide 
range of popular models—all 28%’ deep. 
This line matches in appearance and con- 
struction the corresponding 1900 Line of 
Counter High Units. Designed to take a 
selected group of optional insert drawers. 











5400 A popular file in any market. Un- 
LINE usually well made... rigidly con- 
structed ... attractive bronze hardware... 
full progressive ball bearing suspension 

. . easy operating compressor . . . these are 
but a few of the quality points. Very at- 
tractively priced. Big choice of styles in 
two, three, four and five drawer models— 
all 2614"’ deep. Good selection of optional 
insert drawers. Matching counter-high 
units also available. 








CORRIAN The “Thriftsman” in the 
line. A BIG FILE value for very little 
money. Strong . . . durable construction 
... good hardware. . . positive compressor 

. easy operating drawers... excellent case 
construction ... and many more. Made in 
two, three, four and five drawer units—all 
2414" deep. Offers more quality features 
than any other file in the low priced field. 
The man who wants quality, but has a 
limited budget, will like this one. . . and 
so will you. 


WHY WAIT? If you have been Planning to find out more about this STEEL 


AGE line that has so much on the ball . 


.. do something about it. A letter or 


wire will bring all the information you want. When STEEL AGE goes to 


market... STEEL AGE Dealers g0 to town. Ask us about your territory. 


CORRY-JAMESTOWN ME&G. CORP. 


CORRY, PENNSYLVANIA 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


IME now is when an inquisitive person can make 

some sort of logical summary of business totals in 
1940 as compared with 1939. The word is “better” and 
in several cases “mighty sight better.” Stimulation 
both direct and indirect due to the national defense 
program is generally recognized here and yet not a 
few have told this correspendent that increased vol- 
ume was “in the air” and would have been “in the 
air’ even without a defense program. Be that as it 
may the boys are for the most part happy. One dealer 
in both new and used office furniture said that he 
had no trouble in selling merchandise but just where 
to get enough used office furniture was puzzling him. 
A prominent typewriter man heading an active agency 
said he was short of machines and the manager of an 
adding machine company branch said if he could 
get all the machines he could sell he would surely 
go places. The manager of a distribution branch for 
a well-known typewriter said his office had just com- 
pleted the biggest year “by far” in the history of such 
offices. There’s the story to which much more evi- 
dence might be added. Let’s try hard to feel good 


about it! 
* ” * 


Nern Improves Showroom.—Rod Nern, proprietor of 
the Nern Office Furniture Company at 911 South Hill 
street, has fixed up a nice showroom for the display of 
his steel desks, the product of the Corry-Jamestown 
Manufacturing Corporation. He has carpeted the floor, 
installed fluorescent lighting and modernized that 
particular corner of the house in a nice way. Mr. 
Nern says business is good. Ed Wright, in charge of 
distribution in southern California for Corry-James- 
town, pronounces himself well satisfied with general 
business conditions in the territory he covers. 

. + * 


Yocum Joins Army.—Charley Yocum, brother of Sam 
Yocum, and associated with him in the office furni- 
ture business at 925 South Hill street, has been called 
into the service of the United States army and left for 
camp January 23. He was looking forward to the ex- 
perience with much zest. Sam Says this makes him 
short of help but the cause is a good one. Business 
in this house, dealing exclusively in steel office furni- 
| ture, has slightly more than doubled in the last year, 


Sam says. 
. * * 

In the Old Man’s Footsteps.—Norris B. Gregg, con- 
nected with the Burroughs Adding Machine Company 
for half a life time, in Portland, Ore., New York City, 
| and Seattle, is expressing much satisfaction these days 
in connection with the record being made by his son 
| Jack who is in charge of the office at Tacoma. By 
the middle of the year 1939, Mr. Gregg points out, 
Jack was well above his designated quota for the 
entire year, and during the last half of 1940 went far 
and above his quota. Jack has fine help, Mr. Gregg 
points out, and the defense program has given the city 
of Tacoma a real start toward big things in general. 
Norris Gregg is now connected with the Los Angeles 
Adding & Bookkeeping Machine Company at 1000 
South Hill street in the capacity of a salesman. He 
says he would lose his health if he did not sell adding 
machines of some kind and he is sold on Los Angeles 


climate. 
- * * 


Shenk at Palm Springs.—M. L. Shenk, proprietor of 
the Business Equipment Company at 517 Market street, 
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Note how easily system at left expands into system at the right—simply by the addition of more subdivision guides. 


EXPAND YOUR PROFITS... 


Available in sets of 25 to 10,000 subdivisions. 


Direct Vision Monthly (January to December) and Daily 
(1-31) guide sets. 





Blank guides having Econotab, Celluloid Insertable, Direct 
Vision and plain tabs. Also state guides with celluloid tabs. 





Alphabetic guide sets with Direct Vision Tri-Angle Tabs. 





The “Y and E” Expanding Index now offers you a greater opportunity 
than ever before to expand your sales and profits. Increased industrial 
production, stimulated by defense needs, is creating a tremendous 
demand for card records and card record systems. The “Y and E” 
Expanding Index is designed especially to meet the needs of rapidly 
growing business. With it even a small index may be quickly, easily 
and inexpensively expanded for use with a record of 1,000,000 cards or 
more—this unlimited expansion merely requires the addition of the 
proper subdivision guides. 

It is an easy system to sell and install. Your customers will like it 
because it can be tailored to their particular needs, and reduces the 
filing and finding of a card to three quick and easy operations. Com- 
pare the “Y and E” Expanding Index with less efficient systems which 
require five or six operations to accomplish the same result. 

Increased business activity has also caused a growing need for 
various records requiring alphabetic, daily, monthly, state, and county 
card guide sets—as well as blank and celluloid insertable guides for 
special indexes. The “Y and Ek” supply line includes a complete selec- 
tion of these card guides in various sizes, grades and tab styles. 

If you want to “Expand Your Profits,” write today for complete 
information about the extensive line of “Y and E” filing supplies— 
including the famous Expanding Index which is available with either 
Direct Vision, Econotab, or Celluloid Insertable guides. Also ask for 
detailed information on the value of the “Y and E” Franchise—the 
franchise that for years has helped hundreds of stationers to expand 
their business and increase their yearly profits. 


“FOREMOST FOR MORE THAN SIXTY YEARS” 


YAWMAN AND ERBE MFG. CO. 


1055 JAY STREET ROCHESTER, N. Y. 
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Jhe QUALITY PARK Lume 


is Honestly MADE, Honestly 
PRICED and Honestly SOLD!! 


cee |X ; } = 





e demon 


Washington did more than refuse to tell a lie. H . 
2 pect. 


strated a quality of character that inspires eternal res; 


Depend on QUALITY PARK for merchandise that you can sell at 
a fair margin of profit, with the knowledge that it is the finest 


quality product of its kind. 
Satisfied users mean constant repeat business. 


Be sure you have ample stock of... 


Quality-Bilt FILE POCKETS 
Double-Top FILE JACKETS 
Deluxe Executive DESK FILES 
Champion CLASP ENVELOPES 


Sold Exclusively thru Office Supply Dealers. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 


Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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San Francisco, distributor for R. C. Allen in the Bay 
district, was in Los Angeles a few days early in Jan- 
uary when on his way to Palm Springs where he 
planned to take a good rest before going home and 
plunging into the big spring business. 

* * 7~* 

Business Better—Bob Muller, proprietor of the Los 
Angeles Adding & Bookkeeping Machine Company, 
says his 1940 volume was above that of 1939 and he 
sees good prospects ahead for 1941. Rebuilt calculating 
machines are a big feature. 

* * . 

Samuels Due in Los Angeles.—A. Samuels, president 
of the Speed-O-Print Corporation, Chicago, is expected 
in Los Angeles in February, according to R. H. Brown, 
manager of the Mimeographing Supply Company, 
1016 South Hill street. C. S. (“Colonel”) Thornton, 
western branch manager for Speed-O-Print, who has 
his offices in the Coit hotel, Oakland, spent several 
days in Los Angeles on business during January. 

* * » 

Graves to Kansas City.—Harold Graves who has been 
with the Wilson-Jones Company here for some years, 
has been transferred to the Kansas City branch where 
he has a responsible managerial position. 

*~ * * 

Salesman Has Historic Name.—A new salesman 
joining the force of the Underwood Elliott Fisher 
Company here carries a historic name. The gentle- 
man’s name is Roosevelt. The first name is George. 

ca * * 

Wendt in Los Angeles.—W. J. Wendt, sales manager 
of the supply department of Underwood Elliott Fisher 
company, was due in Los Angeles on Monday, January 
20, to spend the balance of the month. 

” * + 

Leibes in Hospital.—Al Liebes, salesman for Under- 
wood Elliott Fisher at Albuquerque, N. M., is in a 
hospital at Pomona, Calif., with a fractured neck. The 
injury was received when Mr. Liebes drove through 
a dip in the pavement and was not the result of a 
collision or smash-up of any kind. He will be laid up 
for some little time. 

oo * * 

Demand for Operators.—There is an increased de- 
mand for operators and a need for larger classes in 
the Felt & Tarrant Manufacturing Company school 
in the Chamber of Commerce building. John M. 


Flower is manager. 
—- - 


TONKIN PLANS LONG VACATION 

William “Bill’ Tonkin, who recently resigned as 
western sales manager of the Victor Adding Machine 
Company after fourteen years of service, is laying 
plans for a long and restful vacation which is to in- 
clude a number of sightseeing trips. A report of the 
appointment of his successor appears elsewhere in 
this issue. 

Accompanied by his wife, Mr. Tonkin will begin his 
vacation with a trip into the mountains of California 
and this will be followed by a visit to Mexico City. 
Upon their return the Tonkins will begin preparations 
for a journey to South America. He has not yet made 
any plans as to his business future. 

Mr. and Mrs. Tonkin reside at 3515 Griffith Park 


boulevard, Los Angeles. 
_—-_ «+ 


CADDO TO REPRESENT U E F 
The Caddo Business Machines, owned and operated 
by J. L. Malarcher at 320 Milam street, Shreveport, La., 
last month was appointed a representative of the Un- 
derwood Elliott Fisher Company in Shreveport and 
surrounding territory. The firm, formerly located at 
1133 Milam street, New Orleans, La., will handle Un- 
derwood standard and noiseless typewriters, Sundstrand 
adding machines and Underwood Elliott Fisher, and 
Sundstrand accounting machines. Mr. Malarcher has 

been connected with UEF for several years. 


OUTSTANDING 
SALES FEATURES IN A 
COMPLETE LINE OF 


EVERY Dad Orrlot PrPtno 














evidence of your customers’ ap 
proval. 


A Better Product in 


NON-SKID 
EASEL NOTE BOOKS 


SPOTSEALD 
ADDING MACHINE ROLLS 


BOND PAPERS 
WRITING PAPERS 


DUPLICATOR PAPERS 
(New Catalog Now Ready) 


SCRATCH PADS 
(Complete Range of Sizes) 


SECOND SHEETS 
PRINTED COPY SHEETS 

FILE FOLDERS 
MANIFOLD PAPERS 
RULED PADS 








PAPER SPECIALISTS 
FOR THE 


STATIONER 
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it i ALL-PUR- 
use it 1s an 

tr stapler, nearly one 

office, store and factory 


E . a made-to- 
aes nent byte these fast 


rospec d 
eat staplers. Every ven 

an utilize these ha 
nr ood advantage 
mmon-sense 
d quality con- 
ofa Swingline 
most cautious 


machines tog 
ond the co 
mechanics on 
struction 


NO SPECIAL STA- 
PLES NEEDED... 
Any standard, popu- 
lar-priced ‘staples fit 
in a Swingline. 


No. 3P, LOADING 
105 STAPLES lists at 
$3.50. No. 4P, 
LOADING 210 STA- 
PLES lists at $4.50. 


ALSO THE VEST 
POCKET “TOT”, 
listed at $1.75. This 
popular model re- 
quires “TOT” Sta- 
ples, loading 125. 
Fastens 20 sheets and 
has all the special ad- 
vantages of other 
Swingline Staplers. 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 





The WIDE OPEN 
STAPLE CHANNEL 


Easiest-to-get-at for split- 
second loading and re- 
moval of any non-feeding 
staple. Eliminates jam- 
ming delays or repairs! 
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GREAT LAKES TRAVELERS NOTES 


President Ed Rohrs appointed new 1941 committees 
of the Great Lakes Travelers Club at the January 3 
meeting. The membership committee is headed by 
Ralph Maneval of A. W. Faber, Inc. Other members 
include Al Baugher, The Carter’s Ink Company; Harry 
Nichols, Weis Manufacturing Company, and Hy Lin- 
den, Ace Fastener Corporation. John Gilbert of OFFICE 
APPLIANCES was made chairman of the publicity com- 
mittee, other members being John Smythe of Geyer’s 


| and Tom Gillice of Rockwell-Barnes Company. A vote 


of thanks was expressed to Past President Charlie 
Mueller for his good work in piloting the club through 
a most successful season in 1940. A similar vote was 
expressed to William Dalton for his accomplishments 
as editor of the club’s bulletin. Gerry Dell of South- 
worth Company was back after having been off the 
job for a month for an operation. 
* * * 

Arthur Frey of The Globe-Wernicke Co., a member 
of the Great Lakes Travelers Club whose headquarters 
are at the main offices of the company at Cincinnati, 
attended the meeting of the club on January 17. He 
was accompanied by Larry Schubert, Globe-Wernicke 
traveling representative for a section of the Middle 
West. 

Another visitor at the same meeting was Rogers 
Underwood, formerly of Fulton Specialty Company and 
now more or less retired. He is a brother of Charlie 
Underwood, who has belonged to the club almost since 
its inception. 

An event of importance at this meeting was the 
presentation of a new gavel to President Ed Rohrs of 
the Eaton Paper Corporation by Charlie Mueller of 
Joseph Dixon Crucible Company who represented the 
club, and the executive committee particularly, in turn- 
ing over the gavel to the new helmsman. 

* * * 

The birthday of the Great Lakes Travelers Club will 
be the twenty-second of February. It is planned to 
celebrate it in a fitting manner by means of a party 
at the Webster hotel, Chicago. This party will consist 
of a dinner dance to which members of the club, 
stationers in the district, and their wives will be in- 
vited. The committee making the arrangements con- 
sists of Al Baugher of the Carter’s Ink Company, 
chairman; Tom Gillice, Rockwell-Barnes Company; 
Ben Powell, A. W. Faber, Inc., and Harry Balch, Qual- 
ity Park Envelope Company. Billy Walsh’s orchestra, 
so well received a year ago, has been re-engaged. It 
is expected that the party will be a high spot in the 
club’s 1941 program. 


— —- © 


KEENAN JOINS INDEX SALES CORPORATION 


Lloyd Keenan, former sales manager of the cata- 
logue cover division of the Wilson-Jones Company, last 
month was appointed director of sales of the Index 
Sales Corporation, 328 South Jefferson street, Chicago. 
The latter firm specializes in the manufacture of 
celluloid tab indexes for loose leaf binders, etc., selling 
through dealers and binder manufacturers. 

Mr. Keenan is widely known among dealers and 
buyers of special binders in the Middle West because 
of his development work in this field. 


—_-  ——- 


PRUITT “TEACHER” PLAN TO AID OFFICE WORKERS 


As a means of stimulating sales and at the same 
time adequately preparing young men and women 
seeking employment in business offices, O. E. Pruitt, 
president of the Pruitt Office Machine Company, Chi- 
cago, has recently developed an interesting plan. 

According to the setup of the new idea, which may 
also prove of benefit to dealers in other cities, Mr. 
Pruitt offers to instruct, without charge, any person 
whom a purchaser of the company’s lines cares to send 
to the Pruitt store. Special emphasis will be laid upon 
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SALES-PUNCH IN EVERY PRODUCT 


KEEPS 


PRopDUCTS 
that help sell 





themselves — 


products that have “sales punch”—are 
what keep profit curves climbing. 
That’s why dealers all over are taking 
advantage of the sales possibilities 
offered by A-S-E Aurora products. 
They have what it takes to assure you 
of your share of new and moderniza- 
tion business. 


A-S-E Aurora Files, Dead Storage 


YOUR PROFITS 


GOING UP! 


Files, Storage and Wardrobe Cabinets, 
Desks and Tables are winning impor- 
tant decisions for dealers every day— 
building up their sales, increasing their 
income. Modern construction, scien- 
tific design and customer-convincing 
features are putting the power into 
A-S-E Aurora’s sales-wallop. Get full 
details today. There is no obligation 
—and you can add to your profits— 
without any additional outlay of time, 


money or effort. Mail the coupon. 


AQE BLUEPRINT CABINETS 
HEADLINERS ON ANY TICKET 





ing achievement in smooth 
coasting drawer action is a 
real profit maker. There are 
five-drawer and three-drawer 
units, both made in four sheet 
sizes, offering a selection that 
will meet the flat-sheet filing 


requirements of every engi- 





neering office. The coupon 








will bring you all the facts. 











Two Units No. 1354 and One No. 1334. Sheet Size 42x30’ 


SEND for your copy of the A-S-E 
Catalog and Discount Sheet. See if 


you don’t agree that it’s one of the best 


money-making _ propositions 
ever come across. There’s no obliga- 


tion. 


rs Aurora 


FILES 


There are four full 
lines.to meet the 
requirements of 
all your custom- 


ill 








ers. 


AE Dead Storage 
FILES 


Every bus- 
iness or- 
ganization 
needs this 
low-cost 








THIS outstanding engineer- 


, 
you ve 


equipment 
for filing permanent and 
inactive records. 


ASE STORAGE and 
WARDROBE 
CABINETS 
Fifty-seven 
models for high 
quality—low 
cost. : 





DESKS and 
TABLES 


Two complete lines— 
modern and 
convention- 
al designs, 
built in all 
popular sizes 














4 AURORA 


THE CINE WITH 


SALES PUNLH 


IN EVERY PRODUCT 





All-Steel-Equip Company, Incorporated, 
602 John Street, Aurora, Illinois. 
Gentlemen: 
! am interested in the following products—send me full 


ALL-STEEL-EQUIP 


details 

( ) A-S-E Aurora Files ( ) A-S-E Diplomat Desks 

} ; A-S-E DS Files ( ) A-S-E Blueprint Cabinets 
' a A-S-E Storage & Wardrobe Cabinets 


Name. 


607 JOHN STREET AURORA, ILLINOIS Hira 




















ROLLER MOISTENING WITHOUT WICKS OR PUMPS 
UNIFORM COPIES-LONGER RUNS-MORE ECONOMICAL 


e Because air lock controlled gravity feed guarantees even 
flow of fluid for uniform roller moistening 
making all copies equally brilliant. 

e Because of instant starting without priming and because 
machines can be drained of fluid for greater 
economy. 

e Because conveyor squeegee moistening roller and con- 
stant fluid level insures longer runs. 

e Because fewer moving parts, simplicity of construction 
makes it much easier to operate and minimizes 
repairs. 

e Because they're built to meet the strictest requirements 
and priced to fit the most modest budgets. 

@ And because field testing for a year has proved that this 
is the liquid duplicator that really sells, stays 


sold and satisfies customers! 


With all of these outstanding features, Wolber 
Master Copy-Rite means better profits for you. 





& 
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Check these points of superiority 





New special roller moistener mechanism eliminates streak- t 
ing and smudging—gives greater economy. 

Full page printing—copies come out face up. 
Faster—one copy for each turn of the handle. 

Vew type positive automatic paper feed handles sizes from 
post card to 9” x 14” in various weights of stock. 

New type drum clamp for holding Master in perfect align- 
ment. 

Fluid supply always visible. 

{ecurate registration insured by timed paper stop. 
Finished in black stain-proof crackle and highly 
polished chromium, 


WRITE TODAY for complete details of Wolber line of duplicating machines, accessories and supplies. 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 CORTLAND STREET — CHICAGO, ILL. 





No Stencils—No Gelatin—No Ink—No Type—No Ribbons 
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instruction in handling duplicators because of indica- 
tions of growing use of the duplicating machine as 
evidenced by recent sales increases in this type of 


office machine. 
i - 


TWO ROYAL BRANCH MANAGERS WIN 
25-YEAR WATCHES 

Two of the Royal Typewriter Company’s branch 
managers are sporting nifty gold watches as reminders 
to all and sundry that they have recently celebrated 
a rounding out of twenty-five years service with their 
company. The men are William J. Creger, of the New 
Orleans, La., branch, and Albert R. Smith, who runs 
the Worcester, Mass., branch. 

Messrs. Creger and Smith were presented with their 
watches by E. C. Faustmann, president of Royal, who 
told them he was voicing the sentiments of the entire 
organization when he congratulated them on attaining 





A. R. SMITH 


W. J. CREGER 


a quarter-century with their company and hoped to 
see both achieve many more years of service and 
success. 

Mr. Creger joined Royal in 1915 as cashier of the 
New Orleans office. His fine record earned him the 
promotion to manager of the branch on May 1, 1923, 
a position he has held with constantly growing suc- 
cess. He is a native of New Orleans, well known in the 
city and is active in politics. 

Mr. Smith began his career with Royal as a sales- 
man attached to the Boston branch office on August 
16, 1915. His outstanding sales ability resulted in his 
promotion to manager of the Worcester branch in 1916. 

—- 
DIXON CRUCIBLE TO SHARE EARNINGS 
WITH EMPLOYEES IN 1941 

Employees of the Joseph Dixon Crucible Company, 
Jersey City, N. J., will share in the 1941 earnings of 
the firm under a “salary and wage dividend plan’”’ 
announced by the organization last month. The plan 
is described as follows: 

“During the year 1941 whenever a dividend is de- 
clared on the company’s stock out of current earnings, 
for each one per-cent dividend declared on the capital 
stock of the company, additional compensation, to be 
known as a salary and wage dividend, shall be paid 
to each employee in the amount of six per cent of 
salary, wages or commissions earned by such employee 
during the quarter in which the dividend be earned 
and declared.” 

All employees actively engaged in the company’s 
business will be eligible to participate, officials of the 
firm said. 

*—- © 
AMERICAN HAIR & FELT ISSUES CALENDAR 


The American Hair & Felt Company, Chicago, last 
month pleased its friends by presenting them with a 
large wall calendar. Particularly timely is the picture 
upon the permanent section of the calendar which 
depicts the American fleet steaming past the Statue 
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WITH THESE FOUR ITEMS 


| They are easy to sell . . . Easy because all four save time 


and money for your customer. Every prospect is interested 
in this provable fact. Capitalize on it by selling all four. 





LIBERTY 
STORAGE BOXES 


For inactive records. Most 
economical and efficient. 
A low cost answer to 
record storage. 











STAX ON STEEL 


For Semi-Active Ree- 
ords. The steel and 
fibre board file made 
to dealers’ specifica- 
tions for easy selling. 














LIBERTY 
PERMANENT BINDERS 


For loose leaf records. 
A low priced binder that 
can be custom-made to fit 
any size loose leaf form. 







LIBERTY 
STRING BINDERS 


For packaging small 
forms. The cost so low and 
advantages so great buyers 
eagerly accept them. 









FREE SAMPLE—ANY SIZE 


Write today for complete details about any or all of these 
) I ) 
products, our promotion plan, prices and substantial dealer 


discounts. 









These trade marks constitute a guar- 
antee of this merchandise and the truly 
conscientious cooperation of ite manu- 


facturer in helping you make money. 


SEL LG ae 


fe , 
1 Ouer 22 Years 


CHICAGO i 





? y - , 
CCAMMG (He Trade 14 


536 S. CLARK STREET. 
































SIT RIGHT-Work Better 





Here’s a new improved posture chair—scientifi- 
cally designed to fit the individual body. 

The back is adjustable for height and tension. 
The seat may be adjusted to the desired height. 
The seat size permits the occupant to work at the 
desk, with the chair back giving the needed support. 

When the body fails to get proper support, the 
back muscles tire quickly, and a drooping of the 
whole body structure sets in. 

Good health, good spirits and good work are 
closely related to good posture. 

Order this chair and feature it in your store. Let 
your customers prove to themselves the healthful. 
comfortable features. 

Made of Pecan, finished in Walnut and Mahog- 
any. Equipped with easy rolling Bassick casters. 


Same chair with upholstered arm rests——No. 
230-AC, 


SEE OUR 
SUPPLE- 
MENT 
No. 68 





No. 4415 No. 4413 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 

















OFFICE APPLIANCES 


of Liberty. The picture is bordered by the insignia 
in color of the various divisions of the A. E. F. which 
participated in the World War. The monthly calendar 
sections have white letters on a black background for 
easy reading. 




















WEIS HELPS DEALERS WITH NEW ILLUSTRATION PROCESS. 


—Shown here are two steel desk letter trays by the Weis 
Manufacturing Company, Monroe, Mich., made from a new 
drawing, a process which is being extended to cover illustra- 
tion of the firm’s other steel lines. The purpose of this new 
method of illustrating is to provide printing plates which can 
be used on any type of paper and still produce a satisfactory 
appearance. Dealers who appreciate the new method and 
who are interested in showing the Weis lines will be furnished 
proof sheets and cuts covering all Weis items. One of the 
features emphasized in the advertising matter covering the 
Weis desk tray is that they are made 10!/, inches wide, thus 
providing sufficient width for a tray to contain guide height 
filing folders without any inconvenience. 
—- © — 





A CONCESSION TO PROGRESS.—For practically all of his 
literary life, Sir Charles G. D. Roberts, dean of Canadian writ- 
ers, relied upon pen and ink for the composition of his many 
works. But coincident with his eighty-first birthday on Jan- 
uary 10, Sir Charles capitulated to the machine age by pur- 
chasing an Underwood portable and forever shelving his for- 
mer writing tools. He is pictured in his Toronto study. 


<> 

EATON LAUNCHES 1941 ADVERTISING DRIVE 

Designed to benefit both the commercial and Social 
stationery dealer, the Eaton Paper Corporation, Pitts- 
field, Mass., has launched a nation-wide advertising 
campaign which will be augmented by a number of 
forceful merchandising helps. 

Time magazine was chosen as the medium in which 
the drive will carry column “reminder” advertisements 
for its line of Berkshire papers, interspersed between 
larger Space units. At the same time Eaton plans to 
supply the dealer with selling suggestions for the 
stationer’s outside salesmen, window display plaques, 
window sketches and ful! instructions for creating 
more attractive and “selling’’ windows. There will 
also be available statement enclosures imprinted with 
the dealer’s name and a retail advertising mat Service. 

Twenty-seven of the country’s most widely read 
publications will be used in the social stationery ad- 
vertising campaign during the first six months of 














FEBRUARY, 1941 115 


INVINCIBLE ¥ 


Modernaire Line 


A NEW “HIGH’’ IN 
SALES AND PROFIT 
OPPORTUNITIES 





The sensational new 3000 line of Modernaire Desks and 
Tables—just announced recently—has already brought 
most enthusiastic praise from dealers everywhere as the 
most distinctive streamlined business furniture ever offered! 
Important refinements—new standards of beauty, depend- 
ability and serviceability—outstanding construction and 
convenience features—distinctive streamlined styling and 
rich, durable finish—all these offer you exceptional sales- 
making advantages! Build YOUR sales and profits to a 
new "high" with this distinguished Modernaire Line by 


WRITE AT ONCE—for beautifully 
illustrated catalog with complete 


INVINCIBLE! specifications. 
INVINCIBLE METAL FURNITURE CO. 
2602 FRANKLIN STREET, MANITOWOC, WISCONSIN 


EASTERN WAREHOUSE: 401 NORTH BROAD STREET, PHILADELPHIA 
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RIT ORE for the 
£RN SCHOOL 









No. 340 
Double Pedestal Teacher's Desk 











“Every Edge and Corner Rounded” 


An “up to the minute” line of smart, prac- SEE OUR LINE AT THE NATIONAL SCHOOL 
SUPPLIES AND EQUIPMENT SHOW 


tical School Furniture, personally endorsed 
by hundreds of School Authorities through- ROOMS 1064W.-65W. PALMER HOUSE, CHICAGO 
FEBRUARY 17 to 21—1941 


out the country, styled and manufactured 
by Indiana Desk Company and dedicated CATALOGS UPON REQUEST 


to the American School. 



















No. 330 
Flat Top Teacher's Desk 






Set No. D 
Student’s Desk Set 


INDIANA DESK COMPANY 


JASPER INDIANA 
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1941. These will include weeklies, women’s service 
magazines, home magazines, romance and movie pub- 
lications, farm publications and many other types of 


periodicals. 
oe @ 


LIBRARY OF CUSTOM-BUILT BINDERS IS NEW 
GRAND RAPIDS COMPANY SERVICE 

The Grand Rapids Loose Leaf Binder Company, 

Grand Rapids, Mich., has recently inaugurated a new 

service-for-dealers department which has been given 

the name of the “Library of Custom-Built Binders.” 

The library is a unique department having an active 





A RESULT OF CONSULTING THE “LIBRARY-BUILT BINDERS.” 

—This unique department of the Grand Rapids Loose Leaf 

Binder Company designed this binder for use where its con- 
tents are in daily use in an atmosphere of oil and grease. 


file of binders, models and unusual loose leaf devices, 
the purpose of which is to assist the dealer confronted 
with solving a difficult loose leaf problem. In this con- 
nection it is pointed out that often a large installation 
has particulars which demand special loose leaf ap- 
plication. 

As an example of the service offered is a binder 
(illustrated here) designed to meet a difficult cata- 
loguing problem wherein the binder and its contents 
was Subject to being constantly referred to in quarters 
redolent with oil and grease. 

In using this service the dealer need only write to 
the company explaining the difficulties facing him and 
the library in turn will endeavor to make recommenda- 
tions and supply samples without cost. 


>? 


SIX FRIDEN DISTRIBUTORS APPOINTED 

The Friden Calculating Machine Company, Inc., San 
Leandro, Calif., last month announced the appoint- 
ment of the following representatives: 

Grant Drummond, with headquarters at 1820 Web- 
ster street, Oakland, Calif.; B. C. Fitts, 217 South 
Fourth street, Springfield, Ill.; The Ragland Office 
Equipment Company, 218 Main street, Texarkana, 
Tex.; C. B. Hale, Corpus Christi, who adds San Antonio 
to his Corpus Christi territory; Ed. L. Anderson, who 
takes Pensacola territory for W. F. Kestler of Jackson- 
ville, Fla., with headquarters at 204 South Palafox 
street: A. M. Mitchell, who takes Harrisburg territory 
for A. B. Connolly, Friden distributor at Evansville, 
with Harrisburg headquarters at 38 South Vine street. 

At the same time the company reported the follow- 
ing named men as visitors in San Leandro during 
January: Henry D. Duff, Columbus, Ohio; D. F. Cor- 
bin, Minneapolis; G. L. Rogers, Chicago; G. W. Hueter, 
Baltimore; Joseph McDowell, Toronto; R. M. McGil- 
livray, Charleston, S. C.; W. J. Balbour, Jr., Columbia, 
S. C.; J. H. Shinn, St. Louis; R. A. Raymond, Tacoma, 
and Norman B. Payne, the firm’s special field repre- 
sentative. 

—- 
LYNCH RECOVERS FROM SERIOUS ILLNESS 

Frank Lynch, Johnston Press, Wichita, Kan., is on 
the road to recovery after a serious bout with peri- 
tonitis which followed a ruptured appendix. For five 
days his condition was reported as critical in the 
Wesley hospital, Wichita, but he survived the crisis 


and is expected back on the job within a short time. | 
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‘You can give it 
an awtiul pounding 


| (etre e 





, = A CANCO WASTEBASKET can take a terrific 
beating. 

That’s because it’s durably made of fortified 
metal. Which means it will stand up for years 
and years under the rough, tough treatment a 
wastebasket gets. 

But, with all their toughness, Canco waste- 
baskets are nice to look at. Very nice, in fact. 
They’re handsomely finished in finely litho- 
graphed colors and wood grains. 

So, if you’re looking for a wastebasket that 
sells and gives you a good, solid profit, don’t look 
any farther. Write for facts and prices on Canco 
wastebaskets. Write today. 





x* AMERICAN *& 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET 
TOLEDO, OHIO 
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DOLLARS 


penny profits 


There's a saying—"’Look after the pen- 
nies and the dollars will look after 
themselves.” 


This is true to a certain extent, but in 
business it generally follows that dollar 
sales yield larger profits than penny 
sales unless these dollar sales are on 
highly competitive products which re- 
quire so much price cutting to get the 
business that only penny profits remain. 


2 
VISIBLE RECORD EQUIPMENT 


offers an ideal opportunity for large 
dollar sales and large dollar profits un- 
less highly competitive lines are han- 
dled. If this is true in your business 
then why not join the ranks of the dis- 
criminating Office Outfitters and Sta- 
tioners that are now selling Flex-Site? 


Flex-Site dealers enjoy exclusive fran- 
chises. Their sales efforts are protected 
in every possible way and price cutting 
is no longer necessary to get business. 
Maximum profits result from every sale 
with repeat orders assured. 


The makers of Flex-Site will welcome 
the opportunity to discuss with you the 
requirements necessary to secure the 
exclusive franchise in your locality. 
And we assure you that these require- 
ments are easy to fulfill, but you must 
act at once. Address all communica- 
tions to 


VISIBLE RECORDS 
EQUIPMENT COMPANY 


1432 Altgeld St. 


FEX-SiTE 


also makes 


Chicago, Ill. 


TRA-DEx 


OFFICE APPLIANCES 


NEW ENGLAND TRAVELERS NOTES 
The New England Travelers Club birthday cake this 
year takes on another candle, having reached its sixth 
anniversary on January 11. The organization thus has 
experienced six years of growth and expanding mem- 
bership and faces a bright future as one of the leaders 
of all such organizations in the office equipment in- 


dustry. 
. 28 


The twelfth annual meeting of the club was held in 
the Boston Chamber of Commerce on December 30 
with the following officers and directors elected to 
serve through 1941: 

President, Arthur C. Shearman, Boorum & Pease 
Company; first vice-president, Gordon Walker, Joseph 
Dixon Crucible Company; second vice-president, Frank 
N. Fisher, Standard Diary Company; secretary-treas- 
urer, James R. Armington, Boston; auditor, Malcolm 
Dresser, Standard Diary Company. 

The directors are: (For two years) O. T. Bracken, 
Dennison Manufacturing Company; Osman Giddy, 
American Pencil Company; James Davidson, National 
Blank Book Company; Arnold Thomas, L. E. Water- 
man Company; H. L. Chandler, Adams, Cushing & 
Foster. (For one year) James O. Hobart, Eberhard 
Faber Pencil Company; William B. Taylor, L. E. Water- 
man Company; Edgar H. Knapp, Victor Safe & Equip- 
ment Company. 

Membership committee: Charles F. Crowley, Fred 
H. Salmen and George E. Sanger. Golf committee: 
John B. Dwyer, Chester M. Cummings and William H. 
Taylor. 

* * * 

There were approximately fifty members at the 
annual Christmas party held December 17 in the 
Boston City Club. A day of fun and frolic was climaxed 
by the awarding of prizes for various feats to Frank 
McQuillen, Dave Cooper, Chet Cummings, J. B. White, 
F. R. Stevens, Jack Kennedy, Walter Nichols, Wally 
Taylor and Osman Giddy. 

Following an entertaining exhibition of trick card 
dealing by Arthur Munroe, a former card-sharp de- 
tective, the Boston Post Santa Claus was given a large 
number of presents for children, all of which were 
donated by the club members attending the party. 

* * *” 

It is with deep regret that the club reports the death 
on December 11 of George F. Maginnity who was in 
his seventieth year. He started as an errand boy with 
the E. L. Freeman Company in 1893, and at the time 
of his retirement after forty-three years of service, 
was manager of the firm’s Pawtucket store. 

* . a 

Signs of prosperity. George Samuels, local manager 
for L. C. Smith & Corona Typewriters, Inc., has re- 
cently purchased a home in Wellesley, with Jack Barry, 
of Art Metal fame, doing likewise in Newton. 

* + * 

Frank Chaffee, for forty-six years associated with 
the Springfield News Company, retired on January 1 
to enjoy a well-earned period of rest. His duties will 
be taken over by George C. Hallam. 

* * * 

The above items were gleaned from the pages of 
the N.E.T. Club News, official organ of the New Eng- 
land Travelers Club. 

*—- 
OSBORN RECOVERING FROM CAR ACCIDENT 
INJURIES 

P. N. Osborn, owner of The Osborn Company, 292 
Worthington street, Springfield, Mass., last month was 
reported on the road to recovery after being severely 
injured when struck by an automobile near his home. 

Although considered out of danger Mr. Osborn at 
the time of going to press was still confined to the 
Springfield hospital, and it will be some time before 
he returns to his business which for many years 
has been a representative of the Royal Typewriter 


Company. 
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NOW AVAILABLE WITH 
THE NEW BASSICK 


“BACOSOL’ 


ALL PURPOSE WHEEL 











BACOSOL ... the name of the new glazed 


tread cushion wheel that operates properly 


on and protects all types of floors. 
The dealers who sell the Bassick line offer 
the finest in casters and floor protection 


equipment. 





THE BASSICK COMPANY .- Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, lil. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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EVERY wHE” 


ANOTHER MACEY FIRST! 


No. 31C 
Le Size Legal Size 
$10.00 List $12.00 List 


sne | 


Single Drawer Suspension Units at the Right Price! 
2834”" Deep 


These single drawer economy units are the answer to a hundred and one filing 
problems. Nothing is as appropriate for the small office, department head, professional 
man, teacher and student alike, salesman, and many others who require a limited 
but not a great amount of filing space and prefer full fledged equipment and not 
the usual transfer case make shift. These 2834,” deep units have fully enclosed outer 


cases. The drawers operate on the latest typ f progressive cradie suspension 


equipped with full floating wide shoulder rollers—guaranteed to carry full drawer 


load indefinitely. Follower blocks are the positive side locking type. Cases may be 


used singly on desk or table or may be stacked as high as desired. Box and leg bases 
are available. Made in letter and legal size in all finishes. Here is dependable, quality 


equipment. Everybody needs it. 


Get behind the Macey Line for greater sales and profits. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 


























‘Pioneers for Fifty Years 
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BUSINESS MACHINES TABULATE NATIONAL 
DEFENSE 

Augmented batteries of business machines in numer- 
ous secretarial schools and business colleges of Seattle 
buzz with national defense plans and programs. They 
turn out trainees for army paperwork no less than 
those fitted for new civilian pursuits in support of 
those “called to the colors.” Tabulating machines for 
detailed statistical work bear the brunt of the new 
training 

There has been a most insistent call for men of 
youthful years trained as stenographers and typists 
for army paperwork. Shortage of men in khaki who 
have had such business machine training has sent 
urgent calls into nearby metropolitan business schools 
from contiguous camps and adjacent military estab- 
lishments, where privates enlisted at the regular $21 
a month initial pay are immediately graded and given 
many times that amount plus food, clothing, shelter 
and other allowances, for skill with business machines. 

Need for office help in the army has been pointed 
out in several urgent bulletins from regular army and 
national guard sources. One recent announcement in 
particular was for openings in the detached enlisted 
men’s list in the Philippines, where a man, enlisted 
as a private, specialist first-class at $60 a month, 
would be promoted to staff sergeant at $72 a month 
after four months, and if possessing previous army 
experience, signed immediately as staff sergeant. Men 
selected for such military service have to be senior 
machine operators with experience in the operation 
of tabulating machines. 

Furthermore, new civilian opportunities are being 
filled by the many business machines in action on the 
firing line of these colleges in Seattle—where national 
defense has reached unprecedented proportions and 
billions of dollars for war preparations are flowing 
in, to permeate all branches of the business machine 
and stationery world. Business machines click in 
staccato tempo as business zooms forward through the 
early months of 1941. 

National defense has quickly become the No. 1 in- 
dustry of Seattle at present, or its major business 
activity, inasmuch as Seattle is one of the busiest 
business spots in the United States, building up nearby 
forts, filling airplane orders, marine contracts, and 
supplying the fleet with new battleships from the navy 
yard in the vicinity. 

Moreover, business colleges have found hundreds of 
replacements immediately necessary for office helpers, 
stenographers, typists and office machine operators in 
Seattle, as the program of national defense expands 
its scope and coverage, waxing in intensity, and many 
more men are drawn from business ranks for training. 
In some instances office managers and office workers 
are taken by the score. Men of non-military age have 
rejoined the ranks of business and new and valuable 
positions found for those specially trained in modern 
office mechanics, statistical detail, and up-to-date 
business practice and procedure.—CML 

—-? 
“FOR THE SAFE SALESMAN’S PORTFOLIO” 

A first-class sales clincher for the salesman who is 
selling fire protection in the form of steel safes is a 
new, twelve-page booklet, punched for loose leaf filing 
and recently published by the Meilink Steel Safe Com- 
pany, Toledo, Ohio. 

The booklet opens with a page hammering home to 
the business man in large type the four major needs 
for adequate fire protection, namely (1) fire insurance 
cannot be collected in full because of inability to prove 
loss, (2) accounts receivable cannot be collected in full, 
in many cases not even to fifty per cent of their value, 
(3) there is inability to successfully resist unjust claims 
as to accounts payable, etc., and (4) resumption of 
business is handicapped because of absence of miscel- 
laneous records such as cost, purchasing, inventory, 
etc. 

Then follow a number of unusually large and vivid 
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Here is the most.-reliable source 
fo) E30 ©) 0) baie Co) am DIOL 9) blot-T ete le mm bel (ec 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
oY (0) ) 3 

MADE 
inks now— 


and test it! 


. 


Our 45 years’ experience in the 
pest-belbtt-Voiabtd=Me) Meith o)blet-tsbelem belie.) 
enables us to offer you the finest 


Fe) cole ib (oi Mo) oh ¢-bhet-Ve) (ME toh auaslace 


Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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Everyone 


Can bind his own papers—Inventory 
sheets, duplicate invoices and orders, 
sales slips, or any papers necessary 
to be preserved for future reference, 
at trivial cost and in as neat vol- 
umes as the one pictured below 






CORRUGATED 
BOARD PAD 





Wabaco 
Storage Binders 


and Backs 


A stock size binder for almost every 

size sheet and special sizes at sur- 

prisingly low cost. Ask for prices 
and full information. 


LS 


(jhe Wabash Cabinet Co. 


Wabash~-~iIndiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your WABACO STORAGE 
BINDERS, including PRICE LIST and DISCOUNTS. 


Name 


Address 
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photographs of actual fire scenes in which buildings, 
previously described as “fireproof” were totally de- 
Stroyed, and safes, advertised as affording fire “pro- 
tection,” failed utterly to perform their proper func- 
tion. Then are shown Meilink safes available and a 
description of their ability to resist fire. 

Copies are available to the dealer on request. 

<—->- —- 
GALLAND TAKES NEW POST 

Announcement was made last month by L. C. Smith 
& Corona Typewriters, Inc., that J. W. Galland has 
been placed in charge of all the wholesale used ma- 
chine operations of its subsidiary, the Liberty Type- 
writer Company. 

“Joe” Galland is a seasoned typewriter veteran. As 
a young man he joined the treasurer’s department of 





J. W. GALLAND 


the old Underwood Typewriter Company in 1906. In 
1920 he succeeded W. W. Ramer as head of the Whole- 
sale Typewriter Company and ten years later, at the 
time the firm consolidated with its numerous sub- 
sidiaries, he was named vice-president, a post he has 
continuously filled during the past ten years. 

Mr. Galland takes to his new position a wealth of 
experience, a completely grounded knowledge of the 
business and the best wishes of numberless friends in 


the industry. 
~~ ¢ 


“SALESMEN BUILT AMERICA” 


A new and original book embodying a number of un- 
usual features has recently been published under the 
above title by The Dartnell Corporation, Chicago, and 
is priced at $1.50. 

“Salesmen Built America” is written by George A. 
Hughes, who has spent a lifetime in successful Selling. 
The nature of the book is best explained in the words 
of a descriptive pamphlet issued by Dartnell: “Here 
is a new Dartnell gift book that gives your salesmen 
well deserved recognition for the part they have played 
in the building of America ...a book that will fire 
their imagination and point the way to greater 
achievement ...a book that sounds the call for hard- 
hitting, constructive salesmanship.” 

Attractively bound and containing ninety-six pages, 
“Salesmen Built America” is a gift book and is sold 
in a specially styled gift box. At a small additional 
cost individual names of salesmen can be imprinted in 
gold on the cover. 

Far from being just another book on selling, the new 
offering is refreshingly bright and interesting. A few 
paragraph captions picked at random indicate the 
nature of the book’s contents: “Minnesota Fullbacks,”’ 
“Get the Story,” “Backdoor Selling,” “Airplanes at a 
Bargain,” “Sore Spots and Soft Spots,” “The Good New 
Days,” and “The Secret of Leadership.” 

For the benefit of those who don’t know Mr. Hughes, 
the book explains that he is the man who, in 1910, 
borrowed $250 to rent a booth at the St. Louis fair 
and used a crude little stove to prove to skeptics that 
cooking can be done by electricity. Whether or not he 
succeeded is exemplified by the fact that today he is 
chairman of the board of the Edison General Electric 
Appliance Company, Inc 
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RODUCT 
Re. FROTECTORS 


vEP/ it's THE | FOR LOOSE LEAF BINDERS 
RIGHT THICKNESS 














IT'S FIRE 
RESISTING c 





























YOU GET 
© | THIS BLACK 
PHOTO MOUNT 























Ano scteyae) peter 
BACKGROUND 

TRANSPARENT 7 RING BINDERS. O BBUSEOR MOUNT- 
MADE IN ALL ING PHOTOS ETC. 


STANDARD SIZES 








& 


THIS WHITE ~[iieee_ 
SHEET 1S FOR ie poo 
BACKGROUND 4 e Y 
USE OR TYPING , [> : 


PUT THESE FEATURES 
TOGETHER AND YOUVE GOT THE 


FACTS...A BETTER PROTECTOR 
YET PRICED THE SAME AS OTHERS 


When presenting Justrite “Crystal Clear” Sheet Protectors to 
your customers, you have over a dozen vital sales features 
to talk about - the features our “little men” are pointing out. 
Study these sales points carefully for each one is important. 
For this latest addition to the fast growing Justrite line you 
pay no premium - nor do your customers! Justrite “Crystal 
Clear” Sheet Protectors, in spite of all the extra features, are 
priced the same as ordinary transparent envelopes. 





CORRECT IN 
SIZE — NO 
BULGING 
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GREASE 
PROOF 
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IT'S CRYSTAL 
CLEAR-WON'T 
DISCOLOR OR 
TURN BRITTLE 
WITH AGE 
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Give your customers what they want! Make Justrite “Crystal Clear” f° 


@ MADE BY THE MANUFACTURERS Sheet Protectors your stepping stone to greater profits in 1941! Be 4 INTRODUCTORY OFFER! 


prepared to do a volume business - stock up now! Take full | 
OF THE MOST COMPLETE LINE advantage of our liberal introductory offer. LOUIS MELIND CO, 
OF MARKING DEVICES IN AMERICA MAIL COUPON TODAY » wi pe aay 


362 W. CHICAGO AVE. 
This coupon entitles holder to purchase 
LOUIS MELIND CO. 


ONE DOZEN Justrite Sheet Protectors 
in assorted sizes at our maximum discount. 

39 Cortlandt St. 362 W. Chicago Ave. 593 Market St. 

NEW YORK CITY CHICAGO SAN FRANCISCO 
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ADDRESS 
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... has what discriminating dealers want! 


Office furniture in your window or 
on your display floor, bearing the 
STEELCASE label, is definite evidence 
to any discerning prospect that you, 
as a dealer, know and sell good steel 
office furniture .... that you believe 
that good service is good business 
and that high quality is not always 


the team-mate of high prices. 


Consumer acceptance — customer 


satisfaction and steady active turn- 


over... . all are being enjoyed by 





STEELCASE dealers. For many years 
STEELCASE has consistently made 
good profits for hundreds of dealers. 
1941 will continue this record. Why 
not let STEELCASE make profits for 


you? 


The STEELCASE line is big but elas- 
tic. It is designed to meet every 
office furniture requirement. Let us 
send you the facts ... . they are 


worth getting. 


























STEELCASE 


Business Equipment, 











SPORE Saba 
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New Machines and Devices Section ] 
Continued from Page 41 


for multiplication and division is unlimited through 
the use of the backspacer. 

The company will gladly and promptly furnish ad- 
ditional details on this and other machines in its line 
on request to the home offices. 


—__—_—_9¢—== > —___—- 


BASSICK’S “BACASOL” WHEEL 
The Bassick Company, Bridgeport, Conn., has just 
announced a new furniture wheel named the “Bacasol” 
and described in company literature as “one wheel for 
all floors.” 
The principal feature of the Bacasol wheel is its new 
glazed tread—a surface layer with a polish that elimi- 


{ 


j 


} 





THE “BACASOL” ALL-PURPOSE WHEEL 


nates friction. Previously, the company declares, it 
had to manufacture two different wheels, one with a 
soft rubber tread for use on linoleum, tile, hard wood, 
etc., and another, with hard tread, for use on carpets 
and rugs. 

The Bacasol, however, replaces both of the above 
types and is equally adaptable on any type of floor | 
or floor covering due to its new polished layer which 
is a special rubber compound on the surface of the 
cushion tread. Beneath the tread section of the wheel 
is a solid non-brittle body and below that a sSelf- 
lubricating wheel bearing. 

Illustrated literature and additional details will be 
promptly furnished on request to the company. 


<> 


NEW COMMUNICATING SYSTEM BY 
WEBSTER-CHICAGO 

The Webster-Chicago Corporation, 5622 Blooming- 
dale avenue, Chicago, Ill., has announced a new inter- 
office communicating system unit which is trade listed 
as the W-102. 

The device is a two-station system for use in busi- 
ness offices where instant inter-communication is 
essential. It is in the moderate price range but retains 
all the features of the more elaborate sets, including 
the latest tubes, balanced line, a complete freedom 
from hum and a new, compact speaker-microphone. 
The units are assembled in walnut-finished Bakelite 
cases which are attractive and take up a minimum of 
desk space. 

The W-102 system comprises a master station (il- 








Dealers — 


Get acquainted with 
MOHAWK BOND 


TYPEWRITER 
PAPERS! 








Here is a fine sheet of Watermarked 
Sulphite Bond paper you can sell with 
confidence. 

Ream sealed or boxed. Priced to allow 
you a liberal profit. 


Get samples and 
prices today! 


MOHAWK TABLET CO. 


1302-1312 N. HALSTED ST., 
CHICAGO, ILL. 
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l 4 Hictaton SILK 


Lines of ah setesege Ribbons 


RAVEN 
| NATIONAL 


Lines of Carbon Papers 
Use the “Bucki’ Route to 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 


/ increased carbon and ribbon sales 
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BOLENSno.378 


| Posture Chair Iron 











Patented 


ii BOLENS No. 378 is used by makers of Executive and 
| Junior Executive Spring Back Posture Chairs, also high 
| grade Spring Back Secretarial and Stenographers Posture 
Chairs. All adjustments except height of seat can be made 
by the chair occupant from a sitting position. Rapid, free 
moving finger-tip controls without looseness or back wob- 
ble. Positive back clamp. Ground screw spindle for close 


fit. Write for details 





/BOLENS MFG. CO., Port Washington, Wis. | 








The NEW | 
“Z LIFT 


SECRETARIAL DESK 
ATTACHMENT 























The 
FEATURE 
that 


SELLS 


SECRETARIAL 
DESKS 


The new E-Z LIFT Secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves effort... saves time . increases 
efficiency. Gives smaller sized desks, big-desk dr awe {ar space 
Permits wider carriage typewriters. Minimum vibration. Safe 
action. Patented safety catch positively prevents damage to 
typewriter by making it impossible to lift or return type- 
writer until in correct position. Can be installed in wood or 
metal desks 
Manufacturers and Dealers write for literature. 





ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. ST. LOUIS, MO. 


Established 1902 
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lustrated here) and one remote station. When the 
master calls the remote station the latter can answer 
back without the operation of any controls. The mas- 





THE WEBSTER-CHICAGO W-102 MASTER STATION 


ter station is equipped with a volume control on the 
front panel. Further details will be furnished the 
dealer on request. 
——-—_—_ 
PACIFIC NORTHWEST NOTES 
Modern bookkeeping equipment, or business ma- 
chines costing $54,000, have been okayed for City Light, 
municipal light setup of Seattle, as the present equip- 
ment for keeping accounts of more than 100,000 cus- 
tomers has become obsolete. Installed twenty-five years 
ago, it marks a “dated era” in business machines and 
| bookkeeping equipment, and action of Superintendent 
| E. R. Hoffman in investing $54,000 in new business 
| machines is an “inspiration” and example to many 
hundreds of Seattle businesses. Words of City Council- 
man Robert H. Harlin, in okaying the large order, 
are also of signal service to the Seattle business world 
and business machine organizations, since he re- 
marked “We feel that a utility as big as City Light 
must have up-to-date equipment and ledgers to take 
care of its many accounts.” Superintendent Hoffman 
stated it was the desire of City Light “to change our 
system and replace all old equipment with the modern 
bill and ledger plan which in one simultaneous auto- 
matic operation both makes the customer's bill and 
posts the ledger.” 


. * * 
E. Don Ross, prominent in civic and business affairs 
for many years in Portland, Ore., and president of the 
| Irwin-Hodson Company of that city has been elected 
president of the Portland Chamber of Commerce at 
the recent annual meeting. 


* “ * 

That taxes are still inescapable was clearly shown 
recently in the case of the Federal Ink & Chemical 
Company of Seattle which attracted considerable at- 
tention and established a point of law in connection 
with collection of taxes. Superior Court at Seattle, 
with Judge Roger Meakim presiding, held that King 
County can still collect taxes on a building even 
though it has been destroyed by fire, and was in 
fact burned before the time it was listed for tax 
assessment. The court therefore dismissed action of 
C. H. Gilman, the Seattle ink manufacturer, who pro- 
tested taxes assessed against his ink factory at 1100 
Airport way, contending that the building burned to 
the ground a month before it was listed for tax assess- 
ment in April, 1938. The court held that tax assess- 
ment dated from the first day of the year and was 
valid. 

Re-elected as head of the national stationers body 
some time ago, Owen G. Bayless, vice-president of 
Lowman & Hanford Company at Seattle, has received 
new honors in his home town recently, being eleeted 
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Free to all your customers! 


EXTRA SPACE IN THEIR OWN FILES! 


THE INSERTABLE TAB IS ENTIRELY 
ABOVE THE CARD LEVEL ——]] 








NO EXTRA THICKNESS BELOW CARD LEVEL— 


Oxtord 
meni |S) ancl 6) 12) 





Space is a big item in any filing 
department budget. Space for the 
files, space in the files. With Oxford 
THINDEX card guides you can elim- 
inate the wasted space that costs real 
money. 

THINDEX guides make this possible, because all other 
forms of insertable tab guides add to the bulk of the 
file by the thickness of the celluloid or metal extending 
below the level of the top of the cards. But with Oxford 
THINDEX guides the entire insertable section is attached 
to the tab above the card level. Thindex guides take up 
no more space than a plain pressboard guide. 


No more lop-sided files 


In files where guide tabs are mostly in one position, 
as in subject files, a distortion results when other types 
of insertable guides are used. That lop-sided condition, 
which impedes efficient operation, is never present with 
Oxford Thindex guides. 


Oxford quality and workmanship 


Black 20 pt. Supertest Pressboard is used in Oxford 
Thindex guides, the finest, strongest stock obtainable. 
The celluloid is securely welded to the tab. The clear- 
ance is correct, providing for easy insertion of headings 
with just enough friction to secure them in place. Printed 
headings are in 14 point Cheltenham Bold (selected as 
most readable in recent tests). 


Send for samples now 


See for yourself. Get your hands on a sample of this 
smooth, streamlined Thindex guide. It will be a revela- 
tion. Send today for yours—use the coupon below. 
Prepare now to take advantage of this new sales oppor- 
tunity, this fresh approach to the problem of efficient 
card indexing. 


with these new Oxford 


Ih as 


REG US. PAT OFF 







Two photographs that PROVE Thindex 
guides save space: 


Above—We put fifteen hundred index cards in the first drawer, 
and indexed them with 30 steel tab guides. 
Below— We put the same number of index cards in the second 


drawer and indexed them with 30 Oxford THINDEX 
guides, 


The same number of cards, the same number of guides, but 
notice that the contents of drawer number one takes up 13 
inches, whereas the contents of the THINDEX drawer takes 
up only 12 inches 


This saving in space, in a file of 100,000 cards, often amounts 
to as much as 10 feet of drawer space, or 6 full-sized filing 
drawers! A saving accomplished simply by using trim, 
wasp-waisted THINDEX guides in place of bulkier styles of 
insertable guides. 





OXFORD FILING SUPPLY CO., 340 Morgan Ave., Brooklyn, N. Y. 


Gentiemen: 
Send us samples and prices of the new Oxford THINDEX card guide. 





NAME 
ADDRESS 
I city STATE 
' if it will be any easier, paste the coupon on a penny postal. 
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IMPERIAL DEALERS — IN ALL PARTS OF THE UNITED STATES — ARE SUPPLYING 


DESKS FOR DEFENSE! 


ALL over America—in every state of the 
Union—industry is expanding rapidly to 
meet the needs of the National Defense 
Program. 


cash in on this new demand for low-priced 
desks. Because Imperial dealers are able 
to supply desks that are not only low-priced 

-but also solidly constructed for reliable 


Find out—now—how the Imperial line 
can help you get a bigger share of defense 
expenditures. Write today for your copy 
of the Imperial catalog and complete in- 
formation about this fast-selling line. 


This swift upturn in industrial production service on the toughest jobs. 
means more desk-work—and more desks! 
Imperial dealers have been among the 
first office furniture dealers to 










A FAVORITE WITH 
DEFENSE INDUSTRIES 


Imperial’s famous No. 100-M 
Series has been an outstand- 
ing favorite with companies 
that have enlarged their of- 
fice facilities for defense 
production. 

This serviceable, substan 
tial series offers maximum 
value—at minimum cost. It 
is as soundly constructed as 
the finest office furniture— 
with moulded tops and 
rounded corners. 

This low-priced series in- 
cludes 4 flat top desks, 5 
tables and 3 _ typewriter 
desks. Available in Golden 
Oak, Walnut or Mahogany 
finishes. 


IMPERIAL DESK aD. EVANSVILLE, IND. 





No. 161-M Flat Top Desk 
60” x 32” x 30%” high 
























THE RECLINING EXECUTIVE OFFICE CHAIR 


B Y Display and demonstrate this new BRIGHT number. Every business man will want it for the 
place of honor in his private office. Smart in line and style, it is beautiful and imposing as it is 
comfortable and relaxing. Adjusts automatically to the occupant’s posture. When he reclines, 


B F f G FF H the back gently recedes to the proper angle, automatically returning to normal position when 
he sits up. No mechanical adjustments. 


Want a bookful of profitable sales ideas? See the Bright catalog. 


BRIGHT CHAIR CO., INC., 127-133 Bleecker St., New York, N. Y. 
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to the presidency of the Seattle Kiwanis Club for 
1941. The vice-president of the large Seattle stationery 
house has been collecting presidencies with a hand 
gifted for the gavel. 
* > x 
Ryder Brothers, large stationery and printing house 
of Baker, Ore., was recently destroyed by fire. Rated 
as the largest wholesale stationery and printing con- 
cern in eastern Oregon, Ryder Brothers suffered a 
heavy loss by this conflagration believed to have 
started in the basement of the building near the 
heating plant. 
* * cm 
Celebrating an “Annual Gift Day” recently, The 
Bookstore of Pullman, Wash., invited all the college 
students and co-eds of this collegiate community, and 
gave away 27,000 cups of coffee. The boys and girls 
warmed themselves with 6750 quarts of steaming Java 
as they viewed the array of stationery, typewriters 
and college supplies set out for their inspection. 
a * a 
That national defense will be a big factor in business 
prosperity for 1941 was the striking observation in 
Seattle this month by Thomas M. Pelly, noted civic 
leader and president of Lowman & Hanford Company 
of Seattle. He commented: “There is no question 
about it in my mind—Seattle is set for a good year. 
National defense work will, of course, have a great 
influence on our prosperity and I believe 1941 will 
hear the full impact of this money echoing down 
into the cash boxes of our smaller businessmen.” 
” * + 
After a full decade of operation as Margaret’s Pen 
Shop, at 1516 Second avenue, Seattle, this little pen 
and stationery store has changed its name to Rolston 
Brothers, in the hands of E. Blake Rolston and Glen 
C. Rolston, sons of the founder, the late Mrs. Margaret 
Vine, aS owners and managers of this business. Mrs. 
Elizabeth Greenwood, Mrs. Vine’s mother, also assists 
in the operation of the store, which was established 
ten years ago at the entrance to Seattle’s Savoy hotel 
on Second avenue. Later the company expanded into 
quarters in the ground floor of the Haight building, 
Second avenue and Pine street, but increased business 
led five years ago to taking the present location.—CML 
-_——-—- —- 





“JUSTRITE” PACKAGING.--New box container eopited by 
the Louis Melind Company, Chicago, for its line of Justrite 
index tabs, a product which is described elsewhere in this 
issue. 
i 
NATIONAL POSTAL METER OPENS EIGHT 
BRANCHES 


The National Postal Meter Company, Inc., Rochester, 
N. Y., and Los Angeles, Calif., manufacturers of mod- 
ern mailing machines and postage control devices, 
last month announced the opening of eight sales and 
service branch offices throughout the country. 

Addresses of the new offices are as follows: 7 St. 
Paul street, Baltimore, Md.; 170 Summer street, Bos- 
ton, Mass.; 210 Pearl street, Buffalo, N. Y.; 542 Free 
Press building, Detroit, Mich.; 198 Pearl street, Hart- 
ford, Conn.; 478 Broad street, Newark, N. J.; 1008 In- 
vestment building, Pittsburgh, Pa., and 216 Southern 
Bank & Trust building, Richmond, Va. 

The establishing of the eight branch offices is part 
of a nation-wide program of expansion undertaken by 
the company to meet an expected increase in demand 
for its line of metered mailing equipment 
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cS ah SS: says: 
Don't Miss the Most Effective 
DEALER SALES HELP 
Ever Offered 


Sample and Full Description 
with our 


FEBRUARY ISSUE 


Watch for Your Copy and Cash In 
on This Entirely 


NEW IDEA 


Ames Supply Company 
564 W. Randolph St., Chicago 
37 Murray St., 583 Market St., 


New York San Francisco 
206 Lane St., 11 Pryor St., 
Dallas Atlanta 


Agencies in Principal Cities 











Deal Continued 





For a limited time ONLY, this great Minimum Stock 
Here are the six cases that 
with a display stand 


Deal will be continued. 
make 390% 
that does all your selling for you. 


of your sales... 


, Write for details today on this great offer which cuts 
brief case inventory and boosts profit. 


NATIONAL BRIEF CASE 


MANUFACTURING CO., 512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 
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IMPORTANT STENCIL NEWS 


Tempo Leads again! Watch this space 
forim portant announcement next month, 


MILO HARDING COMPANY 


Manufacturers of Tempo Brand Dupli- 
cating Supplies: Stencils, Inks, etc. 
436 W. Pico Bivd., Los Angeles, California 
617 Commonwealth Annex, Pittsburgh, Penna. 
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a gy STAR UTILITY STAND | 
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for as little as 
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STAR PRODUCTS CORPORATION 
111 W. MONROE ST ei ley Vcle) 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


February 3 to 8. National Business Show, Grand 
Central Palace, New York, N. Y. (Manager) Frank E. 
Tupper, 50 Church street, New York City. 


February 11, 12, 13 and 14. Sixth annual Chicago 
Office Equipment Display sponsored by the Office 
Management Association of Chicago, Palmer House, 
Chicago. (Secretary) J. F. O’Keefe, 105 West Adams 
street, Chicago. 

February 12. N.S.A. first regional meeting, Spring- 
field, Mass. (Governor) J. E. Feeley, Springfield Office 
Supply Company, Springfield, Mass. 


February 17 to 21. National School Supplies & Equip- 
ment Association convention, Palmer House, Chicago. 
(Association address) 119 South State street, Chicago. 


« » 

March 10 and 1l. N.S. A. ninth regional meeting, 
Dallas, Tex. (Governor) W. E. Lowe, E. L. White & 
Company, Fort Worth, Tex. 

< b 

March 14 and 15. N.S. A. eighth regional meeting, 
Kansas City, Mo. (Governor) W. C. Guy, Arkansas 
Printing & Litho. Company, Little Rock, Ark. 


« » 

March 17 and 18. N. S. A. tenth regional meeting, 

Albuquerque, N. M. (Governor) Jack Harper, General 
Supply Company, Inc., Albuquerque, N. M. 


The N. S. A. twelfth regional meeting will be held 
between March 20 and 27. Headquarters not yet desig- 


| nated. (Governor) Carl G. Grimes, Grimes-Stassforth 





Stationery Company, Los Angeles, Calif. 


March 31 and April 1. N. S. A. eleventh regional 
meeting, Spokane, Wash. (Governor) G. Prescott Tues- 
ley, Yakima Bindery & Printing Company, Yakima, 
Wash. 


April 4 and 5. N. S. A. seventh regional meeting, 
Minneapolis, Minn. (Governor) J. S. Parrott, Matt Par- 
rott & Sons Company, Waterloo, Iowa. 


April 7 and 8. N.S. A. fifth district meeting, Colum- 
bus, Ohio. (Governor) E. R. Kochheiser, The Charles 
Ritter Company, Mansfield, Ohio. 


April 28 to May 1. National Association of College 
Stores convention, New York City. 

May 8 and 9. Illinois Booksellers & Stationers Asso- 
ciation convention, Peoria, Ill. (President) Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, Ill. 


May 21, 22 and 23. Wholesale Stationers Association 
convention, Seneca hotel, Rochester, N. Y. (Secretary) 
H. C. Whittemore, 250 Fifth avenue, New York, N. Y. 


July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 
street, New York. 


October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 
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Ogden City — Weber County Municipal Building 

Equipped by Bramwell-Pingree Co. of Ogden and 

Utah-Idaho School Supply Co. of Salt Lake City 
Using Leopold Furniture built at Burlington 








THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 











C L r A rR G & i Pp CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
& 2 A p & ® Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Ellictt- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines Cities 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for 
: Burroughs Posting American 
users. Cameo Machines : 
Cleangrip combines all the desirable features of good i a Register Rolls Reliance 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. omens Teletype Carbonized ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls iesitnienin 
and holds it against competition. weights and| Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write Seiden Addressing Machines | Dupligraph, etc., ete. 
for samples and prices. Special Rolls 

















H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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— BALANCED ACTION 


SfriceE CHAIR SE OE 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. A COMPLETE LINE OF OFFICE 


POSTURE AND STOOL IRONS 
EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 
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Collier-Keyworth Co. 
Gardner, Mass., U. S. A. 











. Below is illustrated our No. 30 Desk. No. 20 Waste 
lhe Sensation Basket, No. 10 Costumer, and Nos. 223 and 224 
The low net price of this group will astonish 


of the na 
ealers throughout the nation are profiting from 
GRAND RAPIDS Rigs pyre Seichtons 9 It will as ot to 
FURNITURE SHOW investigate. 


MICHIGAN DESK COMPANY 


GRAND RAPIDS, MICHIGAN 
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NEW CONCERN IN MINNEAPOLIS 


Frank R. Winship Company is the name of a new 
office specialty house located in Minneapolis at 1645 
Hennepin avenue. F. R. Winship, the proprietor, has 
been selling specialties in the Twin Cities for nearly 
thirty years, having started to sell the Sundstrand 
adding machine there in 1913. Two years later he went 
with Monroe Calculating Machine Company and in 
1921 was said to have sold more Monroes than any 
other man in the United States. He left the field for 
a very brief period. During recent years he has been 
sales agent for the Marchant calculator. In his new 
business he expects to handle two or three non-com- 
petitive lines on an agency basis. 

—————e= Po 
SILLIMAN TO REPRESENT AIGNER 


Ward H. Silliman, well-known traveler of Houston, 
Tex., has recently been appointed a representative of 
the G. J. Aigner Company, Chicago. He will cover the 
same territory for that firm that he now travels for 
the Sengbusch Self-Closing Inkstand Company, the 
Columbian Art Works and the Lawson Company. 

Coincident with the announcement of Mr. Silliman’s 
appointment the Aigner organization also reported 
that Al Aigner, who has been covering the South, is 
to become assistant to the sales manager. In this new 
capacity he will be in charge of index sales to printers 


and binders in the Middle West. 
ee 0 


PRUITT STARTS MEXICO TRIP 


Determined to ascertain what effect the lack of 
exports from the belligerent nations of Europe has 
developed upon business conditions and the demand 
for office equipment and machines in Mexico, O. E. 
Pruitt, president of the Pruitt Office Machine Com- 
pany, last month left Chicago for a leisurely journey 
and tour of inspection in that country. Before his de- 
parture Mr. Pruitt voiced the belief that the sudden 
stoppage of materials and finished products from 
countries abroad has probably created an increasing 
demand for American office machines in Mexico as 


great as that in Latin American countries. 
; IE ES i 


WATERMAN “MINES” GOLD BEFORE 
VACATING OLD PLANT 
An estimated $20,000 worth of gold is expected to be 
reclaimed by the L. E. Waterman Company from its 


plant on Thomas street, Newark, N. J., before the | 


organization moves to new quarters. The gold is said 
to have been lost during many years of manufacturing 
fountain pens. Floors are to be ripped up and burned, 
the precious metal being reclaimed from the ashes and 
also from soil beneath the floor as it is filtered. 

<< 


FURLONGS AND HARGENS MAKE CARIBBEAN TRIP 


Robert Furlong, of Empire Stationers, Springfield, 
Mass., Mrs. Furlong, Ted Hargen, New England repre- 
sentative for Yawman and Erbe Manufacturing Com- 
pany, and Mrs. Hargen sailed January 11 on the 
U.S.S. America on a cruise through the Caribbean 
sea. One of the stops will be at Puerto Rico where 
Robert Hargen, the son, is a transfer student. It is 
expected that this winter vacation will be over by the 


time these lines go to press. 
- ——> 


“MODERN FOREMANSHIP AND SUPERVISION 
UNDER NEW DEAL LEGISLATION” 


Of primary interest to those firms in the office sup- 
ply industry which maintain printing departments is 
a new book entitled ‘““Modern Foremanship and Super- 
vision Under New Deal Legislation,” recently published 
by the Law Research Service, Cincinnati, Ohio. 

The book is written by Harvey B. Rector and W. A. 
Rinckhoff and, as an introductory page explains, “em- 
bodies an advance course for the specific purpose of 
training foremen and supervisors to perform their 
duties in compliance with New Deal legislation.” 

Unfair labor practices are thoroughly explained as 
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NEW FEATURES 


Hotchkiss "Palmfit” Model 101A 


List Price § 450 





Model 


Now the Hotchkiss 101A is equipped with the new 
Quadriclinch Anvil which makes it four staplers in one. A flip of 
the finger changes the anvil so as to produce four different 
clinches, permanent, temporary, extra flat and pin ticket. 

Also, Model 101A is now constructed so that the base may 
be removed and the top used as a handy tacker. 

If you are out of stock, wire your order and we will rush a 
partial shipment. 

The Hotchkiss Guarantee protects you and your customers. 


HOTCHKISS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in Stapling” 








FULTON 


and you can get it if you try” 





“nice work if you can get it... 


No. 511 OPAQUE INK (Carbolic odor) To stamp 
Metal, Rubber, Glass, Fabrics, Enamel Surfaces. Red 
and Black are indelible for laundering: other colors 
are indelible to weather. Colors, Black, Red, Violet, 
Blue, Green, White, Silver, Gold. 


No. 510 LAC INK (Lacquer odor) Same purposes as 
Opaque Ink but dries faster with a lacquer film, 
inoffensive odor, very efficient on nickel plate. Black, 
Red, Blue, Violet, Green. 


No. 512 CELWAX INK (Lacquer odor) To stamp wax 
paper, celluloid and cellophane. Inoffensive odor. 
Black, Red, Violet, Blue, Green. 


No. 513 PROPERTY MARKING INK (Lacquer odor) 
Same purpose as Opaque and Lac Inks but contains 
pigment in addition to aniline so that more intense 
colors and greater opacity results. Dries faster than 
Opaque but not as fast as Lac. Inoffensive odor. 
Black, Red, Violet, Blue, Green, White, Yellow. 


Investigate our unique co-operative plan 


Fulton SPECIALTY CO. 


200 Fifth Avenue, N. Y. City 
Factory at Elizabeth, N. J. 
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Get new business with these keen little business aids. 
They bring new life and value to customers’ maps and 
charts . . . graphically recording vital data on sales, 
coverage, distribution, collections, etc. Unbreakable 
heads; needle points. A thousand combinations of 
sizes, colors, and symbols. 
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Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 














SPEED UP 
WITH IDEAL 


More offices everywhere are speeding up safely with 
Ideal Stands. More business machines are being stepped 
up to total efficiency. More machines are being oper- 
ated safely in less space. Rigid and safe Ideal Stands 
(instantly portable) will do the same for you. Once you 
use Ideals, they become standard equipment. 





ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) as- 
sures correct opera- 
tion and safe porta- 
bility. 

Note the distinctive 
Ideal raising and low- 
ering device. 

Many other Ideal 
Stands available. 
Please ask your dealer 
now. He can supply 
you. 


through 
dealers 
only 


SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 
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charted under both the National Labor Relations Act 
and the Walsh-Healy Act. Legal rights of workers, 
union rules, wages and overtime are but a few of the 
many factors dealt with in the book. 

————_—=>-0-—__— 


IN OTHER LANDS 
(Continued from page 46) 


the European business world despite severe handicaps 
generated by conditions in war-torn Europe. 

Of special interest from the’ standpoint of business 
organizations meeting and overcoming the hazards 
and hardships of war, is the Rotterdam branch of 
Blikman & Sartorius. In the Spring of last year the 
branch, with its offices and showrooms was totally 
destroyed by fire and those in charge were forced to 
find temporary quarters and get along as best they 
could. In reporting the disaster A. Q. de Flines, 
director of the company, disclosed the nature of the 
fire when he said: “We are very glad that nobody 
of our personnel was lost or wounded during the 
hostilities.” 

The Rotterdam organization, however, carried on 
under the spirited “Business as Usual” system so well 
known in England, and displayed the courageous spirit 
of the Netherlands by managing to conduct its daily 
work until October when again permanent quarters 
were found and the branch personnel and equipment 
safely installed therein. 

><> 
CLOTHING APPEAL FOR WAR SUFFERERS 

From the Markwell Manufacturing Company, 200 
Hudson street, New York, N. Y., came the following 
telegram as we were going to press: 

“Urgent plea has been received from England for 
clothing of every description, particularly woolen 
sweaters for use by Civil Defense personnel. Worn as 
well as new will be appreciated. Please gather all you 
can from your acquairtances and make direct ship- 
ments to your friends in England or send them direct 
to Lou Obstfeld (of the Markwell Manufacturing Com- 
pany) 200 Hudson street, New York, N. Y. Mr. Obst- 
feld will promptly dispatch them to England.” 

(Note.—For a dramatic description of London’s sec- 
ond great fire and its effect upon members of the 
office equipment industry, see page 64.) 

<>< 
HANS HELLESOE PASSES 
(Too late to classify) 

Hans H. Hellesoe, a member of the marking devices 
industry during his entire business lifetime and a 
former member of Chicago’s old West Parks board, 
died Sunday, January 26, at his home, 2444 Ainslie 
street. He was in his sixty-seventh year, and was the 
father of Mrs. Margaret Whipple and Mrs. Marie 
Whiteman. Funeral services were held on Wednesday, 


January 29. 
oi 


KENGELBACHER TO OPEN OWN BUSINESS 


E. J. Kengelbacher, who recently returned to the 
United States from Japan where he was engaged in 
the office supply business in conjunction with the 
Inaba Office Equipment Company, Tokyo, is com- 
pleting plans to open a business of his own in West 
New York, N. J. At the present time he is busy con- 
tacting manufacturers of office supplies with a view 
to opening his proposed establishment with a complete 
and comprehensive stock. 

—- e 


WEIBLE NAMED TO NATIONAL DEFENSE WORK 


Harry C. Weible, secretary and treasurer of the 
Diebold Safe & Lock Company, Canton, Ohio, has been 
named to represent his firm on a national defense 
committee of the Canton Chamber of Commerce. The 
job to be undertaken by the committee is that of 
“putting to work the complete facilities of equipment 
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gPRCUM 


The Adam Suite 
of 

Executive 

Furniture 


eh. 








SPECIALLY MADE by Sloane in our own factories. 


workmanship, including Permo-Weld panels 

; to resist checking, warping, aging and weather. 

SPECIALLY PRICED, so it costs you no more than 

ordinary stock merchandise. ONE OF 10 period suites of executive office fur- 
niture, all authentically designed and avail- 

able immediately. 


EXTRA SPECIAL because it has Sloane quality and 
Send for our literature, prices and details on our liberal discount and protected dealer policy. 
WHOLESALE OFFICE FURNITURE DIVISION 


WaJI SLOANE 


575 FIFTH AVENUE + NEW YORK 





THE ANSWER 
TO YOUR MAILING PROBLEM 


SEE THE NEW NPM “85” 


AT 





AT 
NEW YORK CHICAGO 
NATIONAL 0. M. A. 
BUSINESS BUSINESS 
SHOW SHOW 


FEB. 3 TO 8, INC. FEB. 11 TO 14, INC. 


x 


us. 
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NATIONAL POSTAL METER COMPANY, INC. 
GENERAL SALES OFFICES 


14 FRANKLIN ST. ROCHESTER, N. Y. 
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DEFENSE ORDERS 


Call for Thousands of Extra Tracings 
and Blueprints 









Their proper housing for quick refer- 
ence is a definite part of the speed up 
program. 


Dealers can perform a real service 





in bringing to manufacturers’ attention 
this most complete and efficient line 


of plan units. 


Write for Catalog. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS. PHILADELPHIA, PA. 


NEW YORK CHICAGO BALTIMORE BOSTON LOS ANGELES 


That. CLIO 


Modern record keeping equipment is available for 
every commercial need? 





ITI G@iit 


ata dealex 


Cesco dealers today not only possess one of the 
most complete lines but also have the added advan- 
tage of offering their customers any individual type 
of form, record-keeping system, or binder required 
by that particular customer. 





Write today for our catalog, and acquaint yourself 
with this complete, up-to-the-minute line. 


Exclusive agencies are still available. — — 





C. £. MEE PPAED CO 
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and men in this community” in the defense program. 

The Diebold organization recently received govern- 
ment orders for the forming and fabricating of armor 
plate for army scout cars and tanks. Another of the 
firm’s jobs is the manufacture of armor plate for air- 
planes.—AK 

*—- 
STORE CAT PAVES WAY TO REBATES 

A new angle to rebates and sharing in profits of the 
book and stationery store was recently manifest at the 
Washington Book Store, in its new and enlarged quar- 
ters along University Way not far from the campus of 
the University of Washington of Seattle. 

Now catering largely to “profs” and “studes,” mem- 
bers of the faculty comprising hundreds of teachers 
as well as over eleven thousand Eds and Co-eds, the 
large store widened its retailing scope within the uni- 
versity district crowded with stationery setups, by 
stressing its rebate system and sharing in dividends 
by buyers of their supplies in a most unusual drive-it- 
home manner. The store cat was used to “pinch-hit” 
in this parade of profits. 

Since backbone of its more extensive merchandising 
of school and office supplies, pens and pencils, station- 
ery, note-books, typewriters, correspondence and study 
equipment, is through a rebate granted at the end of 
terms, it was the cat which bore the brunt of the 
enterprise. 

Showing that it’s not all “cut and dried,” as in the 
class-rooms, and that merchandising to the youngsters 
may sometimes be fun, something of that human in- 
terest that makes the whole world kin caused Fds and 
Co-eds to nudge each other at an unusual window dis- 
play which showed the value of rebates most strikingly. 

In order to appeal to their growing minds more 
“purr-fectly” there was a big pussycat, a lady pussy- 
cat, if you please, called “Rebates,” in the window of 
the store, and the little balls of fluffiness which she 
had around her were “profits.” Students quickly got 
the point —CML 

-— o—m ee 
AMES WINS INJUNCTION AGAINST RANDELL 

The Ames Safety Envelope Company, Boston, Mass., 
last month was granted an injunction by the Massa- 
chusetts superior court preventing Sumner S. Randell 
using the term “safety envelope lock” in connection 
with advertising or in any manner infringing upon the 
plaintiff’s trademark. The defendant was also enjoined 
from using the trade name, Safety Envelope Lock 
Company. 

ce 6 
MAY COMPANY REACHED 25th YEAR 

The J. L. May Company, 111 West Nineteenth street, 
New York City, is celebrating its twenty-fifth anni- 
versary in the office equipment business. The company 
plans as part of the event the adoption of a new and 
colorful packaging for its Maco line of tags, labels, 
pin tickets, reinforcements, etc., a new dealer catalogue 
and broader plans for merchandising and dealer co- 
operation. 

—_ —- 
IMPERIAL LEATHER FURNITURE IN NEW HOME 

Forced by a continuous and rapid growth of business 
to seek larger quarters for its manufacturing facilities, 
the Imperial Leather Furniture Corporation, New 
York, N. Y., has moved into a new location at 12 East 
Eighteenth street, where the firm will occupy all four 
floors. Here the corporation anticipates being better 
able to serve all of its customers. 

—<—-_-  —- 
FIRST REGIONAL TO MEET FEBRUARY 12 

As this issue goes to press word is received that the 
first regional NSA meeting will be held on February 12 
(Lincoln’s birthday) in the Hotel Kimball, Springfield, 
Mass. A complete report will be prepared for the 
March issue. 
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WHEN IT’S A 
MATTER 
OF POINT... 





--- OR PRICE... TURN TO 


Gstertrovh 


The Esterbrook Re-New-Point Fountain Pen will save the 
sale when your customer can't find a reliable pen with a 
point that fits his writing requirements—at the price he 
can afford to pay. 

And—remember too —with the Esterbrook Re-New-Point 
pen you can offer a complete range of — styles with 
the smallest inventory investment in the fountain pen field, 
If you don’t have Esterbrook Fountain Pens in your store, 
write us for details. 

THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 


or The Brown Brothers, Limited, Toronto, Canada 
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Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 

EXCELLENT CABINET 
WORK AND FINISH 











Price attractive 
—generous 
profits 


We invite 


your 
inquiry. 


Write for 


catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 























SnEnEEDeeeeeeeee ne 


a 











FOR NUMBERING 





Abisser discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 


The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


593 Market St. 
SAN FRANCISCO 


362 W. Chicago Ave. 
CHICAGO, ILL. 











NEW! movaste 
BACK, CORRECT 
POSTURE CHAIR 





Movable back allows 
for full diaphram 
breathing. No more 
cramped organs. 





PROMOTE BETTER HEALTH! 
END ACHING BACK FATIGUE 


The movable back panel of this chair helps 
one to sit erect at all times by comfortably 
conforming with your every back move- 
ment. Built of strong tubular steel with 
solid maple seat and heavy rubber feet. 


Write for complete 
information about 
this chair and also 


our general catalog 













for 1941. Easily folded with no pinch or tear hazards. 





NORCOR MANUFACTURING CO. . GREEN BAY . WISCONSIN 
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SAN ANTONIO DEALERS REPORT BANNER 
BUSINESS YEAR 

A review of the activities of stationers, business 
equipment dealers and business machine representa- 
tives in San Antonio, Tex., shows that that area has 
experienced some of the best business during 1940, and 
particularly during the final quarter, that has been 
enjoyed in some years. This is indicated not only by 
increased sales volumes, but by moving to larger quar- 
ters, expansion, and improvements. 

J. Andrew Smith Company moved from 101 West 
Pecan street to 421 Main avenue. The present store 
extends through the block and provides approximately 
double the floor space of the former location. In addi- 
tion to office furniture and equipment, lines of new 
and used typewriters have been added. 

“The increase in army activities here has helped 
business,” J. Andrew Smith declared, in discussing the 
year’s progress. ‘‘We have shown a good increase dur- 
ing the last quarter, and are looking forward to good 
business in 1941.” 

Mattke-Young Typewriter Company, dealers in new 
and used machines, was changed to Alamo Typewriter 
Company when Mr. Mattke’s interest was purchased 
by Mr. James Young. 

Maverick-Clarke enjoyed some expansion through 
the installation of open-type display tables, doubling 
of the fountain pen and pencil space, addition of type- 
writers, and a rearrangement of the small goods divi- 
sion. 

The store in Corpus Christi operated by this firm has 
increased its floor space by approximately fifty per 
cent, the space being used for the display of office 
furniture. Marcus Russell is manager of this store. 

“We have had some good business during the last 
quarter,” Russell Grieve, vice-president and general 
manager, stated. “We have experienced some difficulty 
in getting office furniture for army orders, but this 
situation is improving. November was the best month 
from the standpoint of total volume that we have 
experienced in five years. The outlook for 1941, par- 
ticularly during the first quarter, is good.” 

Paul Anderson Company rounded out the year by 
moving to a new location, a half-block north from 
their former store. The present building is located on 
a corner, giving them not only a large bank of dis- 
play windows, but visibility into the store. All depart- 
ments are now housed together, and there is more 
floor space. 

“While we have enjoyed a good business during 1940, 
we are looking forward to muchly improved business 
in 1941 when we get our new location in order. We 
have already shown an improvement because of this 
change. 

“We have been fortunate in getting some shipments 
on furniture for army orders, and this has helped 
business.” 

The local offices of the four leading typewriter manu- 
facturing companies—Underwood Elliott Fisher Co., 
L. C. Smith & Corona Typewriters, Inc., Remington 
Rand Inc., and the Royal Typewriter Company—all 
reported good business as hundreds of machines were 
delivered to army camps in this area. Discussing their 
sales, Frank Hall, UEF district manager, said: 

“This office has gone over its quota for the year. 
The final quarter of the year was particularly good, 
and we are looking forward to continued good business 
in 1941.” 

Speaking for Smith-Corona, E. P. Haye, local man- 
ager, said: “The last four months of this year have 
been good, and on numerous occasions we have ex- 
perienced difficulty in getting delivery sufficient to 
keep all models on hand. The increased activity in 
aviation at Randolph and Kelly Fields and in the army 
has helped business. This has been especially true with 
portables. We expect 1941 to be a very good year.” 

Representatives for Remington and Royal were not 
in the office when the call was made, but from previous 








FEBRUARY, 1941 139 





A Sure Way to 
PROFITABLE SALES 


2 


feature HIGH POINTS 
8410 SERIES 
Popular Priced Chairs 





@ Double reversed spindle It’s a safe bet that you'll make satisfied customers when you 
bac k ° . . . . 
sell them High Point’s 8410... because of their outstandingly 


@ Flush Back . . . . 
eg durable construction... their popular price. Write today for 


© Balanced Action Rubber more descriptive material and prices. 
Cushion Tron 


Made of Genuine PECAN i> FAT GH POINT BENDING & CHAIR CO. 


Walnut, Mahogany or Light 


Office Oak Finishes. Siler City, N. C. 














THE FLUORESCENT YOU’VE WAITED FOR! 
Table model illustrated Model 6. Two 15” tubes. Height 22”. Metal 
shade. Finish—light Swedish and Red Bronze. Floor model available 
as well. All lamps Bronze Plated. All materials Underwriters Ap- 
proved. For A.C. current unless otherwise specified 
Write for complete details. National is your key to more 
MUTSCHLER BROS. CO orice sa 

o o . 


NAPPANEE. INDIANA. U.S.A. NATIONAL LIGHTING EQUIPMENT CO. 


CLEVELAND, OHIO 
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@ See Our Exhibit at 
the School Supplies and 
Equipment convention, 
Chicago, Feb. 17-21. 





NEW 
INDIANA 
CHAIR 
C0. 


TABLET 
ARM 
CHAIRS 


Don't overlook your opportunities in the 
school furniture line. While sales pros- 
pects do not appear every day, they do We also manufac 
occur regularly and amount to consider ture all wood ex- 
able. Our tablet, teachers, laboratory and ecutive and gen- 


juvenile chairs and stools are all substan- eral office chairs, 


tially constructed and good looking. The secretarial posture 
price is moderate. See our catalog and and leather up- 
price list. holstered lines. 


New Indiana Chair Co., Jasper, Indiana 





Make SIW Your 


BUYING 


GUIDE 
for 


OFFICE MACHINES: Typewriters, Add- 
ing, Calcula'ing, Billing, Bookkeeping, 
Addressing and Dictating Machines, 
SELECT ROUGH and REBUILT. 


PARTS AND SUPPLIES: For Typewnters 
and various office machines. 


RIBBONS and CARBONS. 


SHIPMAN-WARD MF6. CU. 


“The Dealers’ Quality House.” 
325 North Wells Street, Chicago, Ilinois. 


















The Beau Brummel 













The 
PERFECT Brief 
Case—with Trouble-free Sliding Han- 
dles. The case with no raw edges to 
ravel or wear. Send for New cies 


NUP PE LN 


iy LEATHER GOODS 


412 Orleans St. Opposite Merchandise Mart 











THE HILCO STREAMLINER 


More Duplicator For A Lot Less Money! 





Compare It With Anything Else on the Market 
. Has Features Absent From ALL Duplica- 
tors Selling at Twice the Price 


RETAILS AT $79.50 


Nowhere else can you get a duplicator with 
these 5 features .. . regardless of price. 


1. Automatic Feed Without Drag Return. 

2. Automatic Closed Cylinder Inking Prin- 
ciple. 

3. Front Paper Stop. 

4. Automatic Roller Brake. 


5. Automatic Counter That Counts Only 
Printed Pages. 


Write for details and a catalog 


_THE HILCO CORPORATION 


1157 Merchandise Mart, Chicago 
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statements, it is known that these firms have done a 
fine business. 

Speaking for The Clegg Company, William Clegg, a 
past president of the NSA, said: “We are looking for- 
ward to good business in 1941, and I believe that it will 
be a good year provided that there is no labor up- 
heaval to deter the progress of production.”—-BCR 


——_-o— 2 


MODERN PLASTICS MAGAZINE ISSUES 
1941 CATALOGUE 


The 1941 Modern Plastics catalogue, a complete and 
authoritative treatise on the plastics industry in the 
United States, has just been issued. Containing over 
476 pages, the catalogue is profusely illustrated and 
organized to make the finding of specific information 
an easy task. This is the first time that the book has 
been published in its present form. 

There are nine main divisions: “Plastics Engineer- 
ing,’ which is introduced for the first time and con- 
tains flow sheets that show at a glance the manufac- 
turing procedure involved in producing various plastic 
materials. 

The “Materials” section consists of a series of com- 
prehensive articles treating all types of plastics ac- 
cording to their composition. Each of these stories is 
a treatise in itself, written by an expert and covering 
all new developments and applications during the last 
year. The subjects of fillers and coloring materials 
are treated in this section. 

A division devoted to molding and fabricating brings 
this angle of the industry up to date with a considera- 
tion of such points as: mold design and construction; 
preforming; compression and injection molding; ther- 
moplastic materials; thermosetting material transfer 
molding; continuous extrusion; casting phenolic 
resins; fabricating pyroxylin; finishing methods and 
equipment; and applied decoration. 

Under the heading, “Machinery and Equipment,” 
readers will find a complete coverage of new develop- 
ments in all types of molding presses, extruding ma- 
chines, assembly devices and molding plant equipment. 

The section on laminates begins with a flow sheet 
showing manufacturing processes and continues with 
discussions on such points as fillers for laminates; 
decorative and industrial laminates, and resin-bonded 
plywood. 

Plastic coatings have become so increasingly im- 
portant that, this year, for the first time, a complete 
section of the catalogue is devoted to them. A com- 
pilation of authentic data on synthetic fibers also 
makes its debut this year. Nylon, Vinyon, Protein 
fibers, cellulose acetate viscose rayons are fully covered. 

The valuable plastics properties chart appears again, 
completely revised, where required through improve- 
ment or change in the raw material involved. This 
chart has become a standard reference in the plastics 
industry and the fact that constant revisions are made 
to keep it accurate and up to date, makes it all the 
more important. 

There are two other charts appearing this year: one 
on solvents, the other on plasticizers. With plastics 
finding ever wider uses, the interest in solvents has 
become more universal. The functions of solvents are 
many: the raw materials manufacturers are interested 
in them because they are vital in processing their 
materials; the molders and fabricators are interested 
because solvents are essential in various assembly 
operations as bonding and adhesive agents. Solvents 
are frequently employed in polishing and finishing 
processes. Although the range of solvents is extremely 
wide, the chart shows at a quick glance the mean and 
extreme limts of various types. 

The plasticizers chart was prepared this year because 
of the great demand on the part of Modern Plastics 
magazine readers for information on appropriate ma- 
terials to be used as plasticizers. This chart lists the 
characteristics of such products designating those 
suitable for different kinds of plastics. The three charts 
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You'll soll more 
EATON'S BERKSHIRE TYPEWRITER PAPERS 
in. 1941 


BECAUSE 


e@ Berkshire Papers will have a forceful National 
Advertising Campaign in back of them. 


(The opening ad. of the Campaign— 
featuring Manifold Papers—will ap- 
pear in “Time,” February 3.) 


e A 5-Point Plan of Merchandising and Dealer Sell- 
ing helps is synchronized with each National ad- 
vertisement . . . ideas and materials for your 
outside salesman, for your windows, your store, 
your direct-mail and newspaper advertising. 


\ / CHECK UP, MR. DEALER | 


Have you planned your tie-ins that 
will give you full bane antage of the increase 
Se oe 9 
1 Berkshire volume 
Have you checked your present stock 
Berkshire Papers? 


FOR YOULL SELL MORE EATON’S BERKSHIRE 
TYPEWRITER PAPERS IN 1941 











You'll Get 
MORE 
OUT OF 


- ACCOBIND 
FOLDERS 










ONE COMPLETE UNIT 


For Complete Filing 
Protection 


greater sales because 
customers greater service. They come 
Transfer Slide and Index 
capacities, legal, 


Folders 


Acco Binder 
they give your 
c omple te with Acco Fastene ‘ 
Sheet. Durable pressboard, 
letter and aad sizes. 


bring you 


’ and 2’ 


Write for circular, price 


list and sales suggestions 


ACC LU PRODUCTS, INC. 


39th Ave. & 24th St., Long Island City, N. Y. 
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YOU EARN BIGGER 
PROFITS with Pa Syms 


Binder Style 
“KEYLOCK” 





Proudfit sells on features — demonstrations 
make the sale. No need to cut the price, nor 
need to carry stock on shelves. 


Proudfit is a different type of loose leaf selling. 
Customers become clients not price “shop- 
pers.” Let us send you all the facts. No 
Obligation. Write. 


GRAND RAPIDS LOOSE LEAF BINDER CO. 


GRAND RAPIDS MICHIGAN 















e 


r 
Cash in 
on a fast 


growing 
Quick 
Selling 
Line 


Ehrlich uphol 
stered office 
pieces has built- 
in “Sales Value” 
that makes profit 
and a _ satisfac- Ana 
tory sale. VA = 

It's smart to sell 
Ehrlich -Leather 
Furniture. 








EhrlichUpholsteryWorks | 


520 West 43rd St.. New York. N. Y. 


Write for fully Illus 
trated Catalog today 
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are in tabular form thereby making comparison simple. 


The directory section of the 1941 catalogue is con- 
siderably larger than that of any previous issue. It 
contains the most complete list of customs molders— 
compression and injection—ever compiled, as well as 
a list of foreign manufacturers of plastics in Canada, 
South America and Mexico. The latter is a new feature 
as is the list of technical, design and vocational schools 
in the United States that give courses in plastics. The 
selected bibliography of books and magazines on 
plastics has been brought up to date, as has the 
chapter devoted to the nomenclature common to the 
industry. Complete listings with names and addresses 
of those companies engaged in various phases of the 
plastics industry are also included, along with a sec- 
tion on molders’ markings. There is also a directory 
of trade names. 

The 1941 Modern Plastics catalogue, available from 
the Breskin Publishing Company, 122 East Forty-sec- 
ond street, New York City, at $3.50 a copy, is said to 
be the most complete work of its kind ever published. 


- —-> ~~ 
GOOD WILL TOUR OF SOUTH AMERICAN 
COUNTRIES 
Expecting stationery and office equipment executives 


of the Oregon metropolis to fully participate, leaders 
of a good will jaunt are mapping an itinerary that will 


| take Portland, Ore., businessmen all over South 
| America. 


A representative group is being formed as progres- 
sive executives in many lines plan to join the party 
which will circle over the Republics to the South,—the 
focal point of interest today on the American conti- 
nent. 

Portland industrialists under leadership of Ross Mc- 
Intyre, president of the local Chamber of Commerce, 


| thus schedule a most ambitious good will mission, 


with messages to South America that may do much to 
cement ties of friendship with the entire United 
States. 

This progressive body of businessmen in Portland, 
which includes many leading stationers and office ap- 
plience executives at the forefront of its numerous 
activities, is about to take one of the finest good 
neighbor trips ever undertaken by any body of busi- 
nessmen in any part of the United States. More 
auspiciously, it is at a time when American office 
equipment manufacturers are scanning the South 
American horizon to erect new columns of their own 
—columns of better business—and pillars of American 
trade. 

The trip is to be made with about six weeks spent 
in covering the leading cities of Latin America, a 
return via the West Indies, and a landing at Miami, 
Fla. From this southeastern edge of the nation, the 
Portlanders will make their return trek northwest- 
wards. They will cover most of the country in be- 
tween, making an extensive national survey before 
returning to Portland. 

For the journey the Pan American Airways has 
already discounted fares and allowed a special rate 
because the Portland chamber itself is sponsoring the 
trip. The group will be given a first-class journey 
down the west coast as far south as Santiago, Chile, 
thence over the Andes, western “Rockies” of South 
America, to Buenos Aires, Argentina, and to Rio De 
Janiero.—CML 

oi © 


UEF PORTLAND BRANCH MAKES STAFF CHANGES 


The Portland, Ore., branch of the Underwood Elliott 
Fisher Company, through Manager H. K. Ehrsam, has 
announced the following staff changes: John Hall and 
LeRoy Rue have been added to the sales force in the 
typewriter division. Ernest Lentz has been temporarily 
transferred from Salem to the Portland branch service 
department.—_ATW 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 
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SPEED-0-CABINET 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all ‘the dup- 


licator in demand.” 





ED-0-PRINT CORPORATION 


ORTH MLOBPITEGAN AVENUE, Game n G0, ILLIA OTS 


\ if 


- g ES IG La ~ SOVEREIGN 
Grads A 
. ) DUPLICATOR INK 
T a | E CMAILGLTLAL ) F A Especially prepared to 


ak. produce the maximum 

ae T 5 hy C : L C " ; number of copies with 
a as one inking. Perfect work- 

, ing qualities. Delicately 


_s Ad toned, grayish black. 
(OSA 
ere ig 1/2 and 1 pound round or 


~ EG 
ee SOVEREIGN , square cans. 


$2.00 Ib. 


Originally exclusively of English 

manufacture, SOVEREIGN 

STENCILS are now made in the 

United States, a product of vast 
knowledge gained in thirty years SPEED O PRINT, 
of stencil making experience. | DUPLICATING | 
These are the finest non-cellu- | INK 
gee lose stencils ever offered to the BE cde oyaalll 
. SPEED-O-PRINT CORP American market. They will fully " J Quick oryin 

CHICAGO, ILL. . . aS : 
é & satisfy the most exacting re- ah 
OZ ADEINUSA © b 
quirements and we are proud . | 

indeed to offer them to deal- me Orange 


r vervw q Purple Brown Green 
ers and users everywhere To ¥gllow White 


genan ell 


A, 
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7M SHARP AN 


DUPLICATOR INK 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 








When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 
kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 


writer work. Made in all sizes 


for all makes of rotary duplicat- bee Farr 
UNIFORM - SHARP -DURABLE 
ing machines. Unconditionally 


guaranteed. a “Se 
‘ t 3 $2.25 
QUIRE 


; a ee Be 
zt ed ‘ £6, Ae eM 


WRITE FOR SAMPLES AND DEALERS DISCOUNTS 
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WEST VIRGINIA TAX EXPLAINED 


West Virginia’s state consumers’ sales tax “may be 
considered not merely a tax on the transfer of title, 
but also a tax on the use or possession and enjoyment 
of tangible personal property,” according to an opinion 
by the West Virginia Attorney General Clarence W. 
Meadows as announced recently in Charleston. 

It was reported that the principal effect of the opin- 
ion, which was prepared at the request of State Tax 
Commissioner Ernest K. James, will be to apply the 
tax to many types of mail orders and salesman solici- 
tations previously exempt from the tax because ship- 
ments of goods were made from other states. 

Commissioner James, although withholding im- 
mediate comment on the opinion’s effect, announced 
that new sales tax regulations based on its provisions 
would be promulgated. 

Decisions this year by the United States Supreme 
Court, Meadows stated, “generally * * * uphold the 
application of a sales tax in the state of delivery to 
what had hitherto been regarded as an interstate sale 
or purchase.” 

The opinion was asked in the case of a mail order 
house which also operates retail stores and order agen- 
cies in the state. The firm had been collecting taxes on 
sales in its retail stores only. 

Under the new interpretation, Mr. Meadows said, the 
tax may be applied also not only to mail orders sent 
in through the stores and order agencies, but also to 
those mailed direct by the purchaser to the company’s 
principal stores outside the state. 

He said the tax would not apply to a mail purchase 
from a company which had no stores or order offices 
in West Virginia. 

The tax also would be applicable, the attorney gen- 
eral said, to sales of out-of-state goods made through 
house-to-house canvass or through sales agencies in 
the state, even though the purchaser accepted delivery 
at some point outside the state for shipment to a des- 
tination inside the state —BJ 


_—--e 


NIGHT-BURNING DISPLAY CASE ATTRACTS 
BUSINESS 

When the George A. Levy stationery and office sup- 
plies establishment was opened in the Greenville ave- 
nue neighborhood business district of Dallas, Tex., last 
summer, one of the fixtures in hand was of the now 
familiar fluorescent lighted fountain pen display 
variety. It was determined that the lighting of this 
case was itself a highly effective advertising medium 
as well as one for providing a desirable subdued 
lighting for the store by night so Mr. Levy and his 
associates decided to leave the case lighted all through 
the nights. The experiment has been productive of 
highly gratifying results. 

The Levy shop, located at 2114 Greenville avenue, 
has been attracting a steadily growing patronage, not 
only from professional men and others of the neigh- 
borhood, but from women. Day by day it has been 
winning increased notice from the latter, and its im- 
portance as a gift shop has been correspondingly 
increasing. 

The display case to which in large measure this 
desirable trend is attributed is of a familiar type, 
illuminated with two daylight fluorescent tubes. It 
has been placed at approximate center of the store 
floor, and immediately in front of the entrance. 

Each night the case is left lighted at closing time, 
and permitted to remain illuminated throughout the 
night. Another and smaller case, similarly lighted and 
employed for automatic pencil display, has been placed 
atop a display case at a point twenty feet or more 
from the store windows. This case, likewise, remains 
lighted throughout the night—JDM 
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For Comfort . . For Health . . For 
Efficiency 


QUICK e POSITIVE 
ADJUSTMENTS 


POSTURE 










EASY e 


“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 


EASY TO SELL AND EASY TO DEMONSTRATE 
Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 




















THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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OFFICE APPLIANCES 








Introducing 


ST. JOHNS, New 


OFFICE TABLE No. 30 









Al-eady among the best sellers in the St. 
Johns line of fast moving office tables is 
the new No. 30 modern office table pic- 
tured here. Built for utility, efficiency 
and strength, it more than meets the re- 
quirements for which it was created. Its 
simple functional design, durable construc- 
tion and excellent finish make it a weleeme 
addition to any businesslike office. Priced 
for volume sales, it assures a rapid turn- 
ever with a substantial markup to the 
dealer. 

Made of Solid Northern Michigan Hard 
Maple: Walnut or Mahogany Finish. Also 
School Brown Finish. Plank edge top, 
1%” thick with extra frame underneath 
to prevent warping. Legs are 2%”, 6-foot 
length table has 3” legs. Drawers are dove- 
tailed front and back with framed-in, 3- 
ply bettoms, dull chromium plated hard- 
ware. 5 and 6-foot length tables have two 


Office Table 
No. 30 


drawers. 
SIZES 
30 x 48 inches 32 x 60 inches 
34 x 72 inches 
Wrtie for the new catalog and price list today. 


ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York 











Dont Muss Jhis — 
GAYLO 


PERFECT POSTURE 


Folding Chair 
Value!! 


Wherever a folding 
chair is needed, this 
one will fill the bill 


perfectly. It is light 





in weight, yet very 
sturdy (notice the “X” brace) and built to 
withstand hard usage. 
Rigid steel construction, welded and _ riveted 


joints. Choice of colors and combinations. 


Get the details, prices and discounts today! 


Gaylo Manufacturing bas Bc. 


14-119 Merchandise Mart Chicago, Ill. 











tue BENTSON “600” 


is your BEST BET for 
Increased PROFITABLE 
FILE SALES 


THESE FEATURES ARE YOUR SALESMEN — 
% Available in Every Size and 


Drawer Combination. 
% Ten Roller, Cradle-Type Sus- 


pension. 


% 28% Inch Cabinet Depth. 





% 263% Inches Clear Filing Space 
in each drawer. 


You'll Find High-Priced 
Features in the “600” Low 
Price Range. 


Write For Full Particulars. Attrac- 
tive Folders in Color Are Available. 


THE BENTSON 
MFG.COMPANY 


AURORA, ILLINOIS 











Chippendale 3000 


All Genuine Walnut, carefully matched and beautifully finished 


No. F3066 


A JACKSON DESK... 


with modern equipment and facilities 





Perfect working surfaces . . . eight drawers of 
various dimensions provide filing and storage space 
for all office accessories, records and supplies nor- 
mally required. Sizes 60. 66 and 72 inches long 

. tables, phone cabinet and stand. waste basket 
and costumer to match. The group offers especial 


sales appeal . .. display it arranged for use. See 


our catalog. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 
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COSTUMERS 





MR. DEALER: 


Labor and material have gone up. 
Except for a small increase in oak only, 
we have been able to maintain our pre- 
vious low prices. 


We believe we make more costumers 
than any other manufacturer and that 
our prices cannot be equalled. More 
than that, we have improved our finish 
and all our goods are not only genuine 
lacquer finished but also hand rubbed. 


We actually pay more for material 
but, to a large extent, our increased 
cost is offset by the saving in overhead 
effected by our increased volume; we 
employ only skilled union labor and 
actually pay more wages, but our in- 
creased cost is more than offset by the 
lower cost of sales effected by the 
co-operation of the trade in buying 
through the mail. 

It is most significant that our line is 
featured by the largest dealers from 
coast to coast and that the bulk of our 
volume is repeat business. 


If you will favor us with an order we 
assure you that you, too, will be one of 
our many repeat customers. 


Very truly yours, 


2) "4 = 
r tring 4) —Caeerienw 
4 Sales Manager 


FAIR FURNITURE CO. 
215 CHESTNUT ST., NEWARK, N. J. 








TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@eFEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lamarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lamarith at 
the leading end of the 
handle averts cye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


Mae 


y 
/ 
> 
N 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 


STYLI TIPS ood ing the styli in actual 
CADMIUM-PLATED Seo and colon 





THE TECHNYGRAPH, TECHNY, ILL. 
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“WKREILTAN® 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8S. Patent 1,782,622. 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
| shape. (No soft stampings used whatsoever.) For cradle 

slides our ball bearings and rivets are in one unit for 
| quick assembly. 95% of filing cabinet drawer slides in 

United States and Canada operate on “Kilian” unground 

bearings. Samples made to your specifications 





Canadiai Patent 324,059. Other patents pending.) 


| 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 














STYLED BY 


Imperial 





No. 8000 C 


Successful designs, popular in American business, are 
produced by "Imperial" stylists and craftsmen—artists 
adept in devising quicker, shorter routes from fine 
materials to lifelong durability and good comfort. 

Our new catalog illustrates wide variety in good quality, 
upholstered in leathers of your own choice of grade 
and color. Send for the catalog and select a group 


for trial order. 


Imperia [ Lath Faiuilitia Carp. 


12 E. 18th ST. NEW YORK, N. Y. 
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New Improved AIRMAIL Model 


TRINER 
Airmail -— 
Special 2 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





New SALES 
Extra PROFITS 


The NEW Low Cost 


REX-O-graph 


School Model S$ 


$5 go 


(Other Models to $125.00) 


. Don't miss the host of outstanding, up-to-the- 

Built throughout of steel, highly sensitive and accur- minute sales features that have been built into 

ate, handsomely finished in chrome and satin black. the new SCHOOL MODEL S, when you place 

Thi sal lel off = your orders for Duplicating Equipment this 
1is special model offers a new range of opportuni- spring. 


ties for selling scales for Airmail as well as general Write today for bulletins and prices on the 
mail. complete line of REX-O-GRAPH 100% Roller 


Moistener Duplicators and Gelatin Duplicating 





Capacity 1 lb. x VY ox. 


for automatically indicating with highly improved 
legibility of figures: 


Airmail 

First-class Mail (local & out-of-town) Only 
Foreign First-class F.O.B.. Milwaukee 
Merchandise & Printed Matter ' 
Catalogs, Books, Newspapers 
Publications, ete. 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 21st St. Chicago, Ill. 


REX-O-graph, Inc. 


3727 North Palmer Street, Milwaukee, Wis. 








Cable Address: REXO, Milwaukee 








OFFICE APPLIANCES 





MODERN DESIGN 

o 
LOW OPERATING COST 

* 
ACCURATE REGISTRA- 

TION 

se 
ATTRACTIVELY FIN- 
ISHED IN DURABLE 

CRACKLE GREEN 

& 

PRINTS AVERAGE OF 
60-75 SHEETS PER 
MINUTE 
a 
HANDLES ALL PAPER 
SIZES FROM 3” x 5” 
to 9” x 14” 

. 
REQUIRES ONLY 1%,” 
STRIPPING MARGIN 
ao 
ONLY ONE TURN Of} 
THE CRANK PER COPY 
100% ROLLER MOIS- 
TENER SAVES Fl EL. 
NO WICKS OR PUMPS 
TO SERVICE 
* 
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TUBULAR Coin WRAPPERS 


Stationers! It’s your Line. Exclusively! 


“Steel-Strong’” Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 

, Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Pennee Trays 

Downey Change Trays 


Currency Bags 








THE CL DOWNEY CO. cincinnati o. 








MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


Coin Wrappers Lead Seals 4 Models—with & without counter. 
Bill Straps Seal Presses ; i : 
Coin Bags Teller’s Moisteners There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION 
WRITE FOR FOLDERS GIVING DETAILS & PRICES 


MULTIPOST CO. 100 center Px, Rochester, N.Y. 
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WINDOW CONTEST STIRS INTEREST 

To pep up interest in fine window displays, the re- 
tail division of the South Bend Association of Com- 
merce, South Bend, Ind., staged a window show con- 
test in which the winners were the men who decorated 
the windows. Stress was laid on animating the dis- 
plays, especially with human beings, wherever possible. 

An office supply store, for instance, staged a special 
typing contest in the window. 

The sweepstakes prize was $100. There were five $25, 
five $15 and five $10 prizes, a first, second and third 
prize in each of five classes of stores. The division of 
stores into classes was: 

1. Department stores and general merchandise. 

2. Apparel, specialty and shoe stores. 

3. Furniture, hardware, electric appliances, house 

furnishings, office equipment. 

4. Men’s and boy’s clothing and furnishings. 

5. Food stores, drug stores, jewelry stores, book stores 

and miscellaneous. 

Windows were judged on sales appeal, originality, 
merchandise arrangement, artistic standpoint and at- 
tention value. 

The contest was given wide publicity and attracted 
large crowds to look over the windows.—NPS 

a 
PITNEY-BOWES WORKERS GET BONUS 

The Pitney-Bowes Postage Meter Company last 
year paid all salaried and wage-earning employees 
a bonus based on the company’s operations during 
1940. The payments, according to President Walter H. 
Wheeler, Jr., ranked from one and one-half to five 
per cent of annual earnings, dependent upon length 
of service. The payments were made during the firm’s 
annual Christmas party at the Stamford, Conn., plant. 
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Headquarters For 


HERMES RIBBONS and PARTS 


Ribbons fur- 
nished on 
original Her- 
mes spools, 
matching col- 
or and finish 
of machine. 
This ribbon 
made expressly for the 
Hermes typewriter 
guaranteed to fit per- 
fectly and to produce 
beautiful work! 
Hermes ribbons sell to 
dealers at special low 
prices, packed in the attrac- 
tive metal box illustrated 


above. Prompt shipment 
assured. 











Complete assort- 
ment of official 
Hermes parts, 
plus a compre- 
hensive stock of 
Hermes Types 
and Keytops in 
the following 


languages: 


Canadian, English, 
French, German, Greek, 
Hebrew, Hungarian, Ital- 
ian, Polish, Slovakian, Span- 
ish, Swiss, Swedish, Yiddish 
and mary others. 

We also overhaul Hermes 
typewriters and guarantee 
the workmanship uncondi- 
tionally. 
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TYPEWRITER CO., INC, 


123 FULTON STREET 
NEW YORK CITY 


“New York's Leading Typewriter Exchange” 
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Atlanta, Ga.—To advertise the fact that it has a printing department 
oo, the Ivan Allen-Marshall Company has put on display in one of its 





tor 


big windows on Pryor street, a new Miehle V-50 vertical press, capable 
of turning out 5000 impressions per hour. Placards in the window are 
attached by streamers to various parts of the machine, explaining its 
operatior ind it is operated for several hours each day exactly as it 
would be on the floor of the printing department.—JHR 
Baton Rouge, La.—The state of Louisiana is abandoning its one per cent 
sales tax, which proved to be a nuisance to stationers and all classes of 
merchants, leaving Revenue Director Rufus W. Fonterrai with the problem 
of what to do with 60,000,000 tokens, valued at from one to five mills apiece, 
and worth about $120,000.—JHR 
Chattanooga, Tenn.—-The T. H. Payne Company wil von begin work on 
some structural enlargements of its store President ¢ H. Howell 
announced last month The company recently obtained permission from 
the city to close an alleyway between its present building and the Joy 
building, extending from Market to Broad streets. Mr. Howell explained 
that a modern store building will be erected on Market street, occupy 
ing the alleyway and extending seventy-five feet west, and another 
built on Broad street, extending a similar distance east. In the fifty foot 
enter a structure will house offices of the compar CG 
Columbus, Ohio.—The Marshall Printing Company, 44 North High street, 
lea g in office supplies, gifts and velties in addition to specializing in 
printing, has been incorporated with authority t issue 250 shares of no 
par value common stock The inecorporators e Kate Marshall, Nellie 
Parte ind W. D. Bartels AK 
Columbus, Ohio.—T. S. Wolfe, secretary of the F. J. Heer Printing Com 
pany, printing and office equipment firm, has been elected president of the 
Printing Arts Association for 194 Harry A. Squi Columbus Blank Book 
Manufacturing Company was elected a vice-president f the group AK 
Columbus, Ohio. Arthur I Evar presiden tl Commercial Paste 
( pat has beer ected a vice-pre lent of the Lille Building & Loan 
Company.—AK 
Fort Wayne, tnd.-The Allen County (Ind.) Board of Commissioners and 
Count Purchasing Agent Frank H. Walker recent vy awarded a contract 
f if equipment to Finan & O'Reilly Company for $694.77 AK 
Fresno, Cal.—Al Hvde, who for ten years has bee itside salesman for 
s. OF r Company at 1 Fultor treet na been made man 
He succeed Paul Etheridge, who has accepted a posi 
I pervisor for a large whe ile neern with headquarters 
at All era N. Mex. Mr. Hvyde is a native of Fresr ind a member 
f the Junior Chamber of Commerce.—SS 
Halifax, N.S., Canada.—-Seaman-Cross, Lt well-known office equip 
ment concern here, has recently become distributor f the Allen Wales 
adding machine line. The firm’s activities extend tl gt t the maritime 
' nd Newfoundland WIM 
Mexico, Mo.—The Kehl's Office Supply Store vned and operated by 
George 4 Charles Keh nas ecent id ! erable impetus to its 
delive service by purchasing Mercury stat igon automobile for 


Portiand, Ore.—Harry Roger Harbord-Roger Compar ind Mrs 
togers left the city on January 18 for icat trip thr the 












PUT 


SHOWBLOTT, Jr. 
TO WORK FOR YOU 


now. 


ter sales climb! 
Wrenn Embossed Desk Blotters so attrac- 
tively and effectively that customers can’t 
resist buying. 
returns its cost quickly . 
itself many times over. If you like to hear 
your cash register ring, send for full infor- 





. and watch your profits from desk blot- 


Showblott, Jr. displays 


This compact “show-case” 
. » soon pays for 


mation on this proven profit-builder .. . 





THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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CARBON. 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 





J 

and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for | 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. m 
11-13-15 Vandewater St., 
New York, N. Y. 























OFFICE APPLIANCES 


Sout Mr. Rogers’ hobby is photography and he started out well 
equipped with cameras and equipment.—ATW 


Portland, Ore.—Charlie Helwig, well-known stationery and office supply 
nan in the city, last month was appointed exclusive distributor for 
Southworth typewriter papers.—ATW 


Portiand, Ore.—The Kubli-Howell Company last month announced the 
promotion of Kirby Haskell from the shipping department to a position 
as Outside salesman. The appointment became effective January 1.—ATW 


San Francisco, Cal..The Charies R. Barry Company of 430 Brannan 
street, representing the Oakville Company, and other office equipment 
inufacturers, held its annual sales meeting in December, to organize 
plans for the year ahead to the end of perfecting the service they render 
the trade of the West Present were Leland C. Adams, Arthur C 
Carlson, Mahlon W. Johnson, and Mr. Lindberg.—SS 


San Francisco, Cal.—The Eugene Dietzen Company has leased 13,000 
quare feet of space adjoining their present quarters at 521 Market, 
which gives them an additional 50 per cent increase in floor space.—SS 
San Francisco, Cal.—At 744 Mission street is to be another office supply 
) which is to be a branch of the Office Supply House operated at 


> 


Second street, by the Harry Rose Company.—Ss 


} 
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Boston, Mass.—The Boston Typewriter Company, one of the best 
known office machine and supply houses in the city, last month held a 
formal opening of its new store at 56 Bromfield street. According to 
Nathan Herbert, president of the company, the new location provides 
much additional space both for stock and display purposes. 





East St. Louis, #1l.—Incorporation papers were issued last month to 
the Illinois Typewriter & Cash Register Company, 1347 State street, by 
the secretary of state. Incorporators are Lloyd C. Cairns, Herbert 
De Mars and Perry A. Wilson. The firm is chartered with 250 shares of 
stock with a par value of $100 a share 


Little Rock, Ark.—The Capital Typewriter Company, 204 West Capital 
avenue, has purchased the Kelleher Typewriter Company and the Reliable 
Typewriter Company, both formerly of this city, and combined them 
with the Capital firm.—ADR 

St. John, N.B., Canada.—Remington Rand Ltd., has recently broadened 
its scope to include renting as well as sales of its line of typewriters. 
{ rental price is made attractive enough to attract the attention of 
typewriter users with the end in view to eventually making outright 
iles.—WJM 


Youngstown, Ohio.—The Board of Education has awarded a contract for 
seventy-four new typewriters to the Underwood Elliott Fisher Company. 


AK 








ADDING MACHINES 





What does SUNRUCO mean? 


The word ‘Sunruco” signifies the finest and most complete 
line of all-rubber office specialties. Modernistic in design 
popular in price—sold to dealers at an attractive discount. 


ies 
< ' 
st 


CHAIR PROTECTORS 

DESK GUARDS 

e FURNITURE SHOES 

FINGER PADS 

AIRFOAM CHAIR CUSHIONS 


Many Additional Items—Write for Catalog 





THE SUN RUBBER COMPANY 


BARBERTON, OHIO U.S.A 





Cincinnati, Ohio.—The Chart-O-Matic Calculator Company has been in- 
corporated with $18,750 authorized capital, the principals being James H. 
Hornbeak, John A. Zimmerman and Daniel P. Geeding.—AK 








OTHER MAT HIIN E S 


Columbia, S. C.—Donald H. McCall, office manager for the International 
Business Machines Corporation, Inc., here, has been admittd to the firm’s 
Sales Club”’ for 1940. He has been manager of the Columbia office 





‘ C7 
100% 


of the corporation since 1938.—JHR 

Columbus, Ohio.—_The Bratton Company, an Ohio corporation represent- 
ing the Ediphone exclusively in five states, shared the profits from the 
largest year in its history with its employees by paying to each worker 
1 substantial bonus. The company recently modernized its offices with new 
furniture, fixtures and fluorescent lighting, at the same time adding eight 
new employees to the payroll.—AK 


| 


Erie, Pa..-A new adding machine, cash register and typewriter service 
business has been opened in the Commerce Building Arcade by Parke T 
Morrow, who is a graduate of the Burroughs Adding Machine Company 
factory training school. The new firm will carry a complete stock o 

ipplies and machines and will feature the sale of electric razors. 


Philadelphia, Pa.—On January 1 the Office Machinery Company, Inc., 
moved into new quarters at 1117 Walnut street, where considerably more 
space is available to the office equipment firm, which was formerly 


cated at 204 South Eleventh street 
San Francisco, Cal.—Joe Rogers has been transferred from the Los 
Angeles office of the Underwood Elliott Fisher Company to the district 
manager's office in San Francisco He had been with the accounting 
I hine department in Los Angeles.—SS 
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Herkimer, N. Y.—The recently-reorganized National Desk Company 
has been incorporated under New York state laws, the directors being 
named as Elizabeth T. Croker, Emma K. Clark and Benjamin Burstein, 
ull of White Plains. The organization was first incorporated June 11, 1906 
as the Mohawk Desk Company, the name being changed to the National 
Desk Company on August 3, 1907 











PENS AND PENCILS 


San Francisco, Cal.—Larry Wood has been making the trade in this 
for the Scripto Manufacturing Company of Atlanta, Ga after 
rts business on the upswing all over the 





area 
having visited Fresno. He rep 


territory.—SS 
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OUR Nvew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 


COOSEICEAEIMETALS COMPANY 
Wsliculs=Missounim 





* Coptes on request * 


LOOSE LEAF METALS CO. 


6816 Arsenal Street, St. Louis, Mo. 
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STAINLESS STEEL FILE SIGNALS 


A TYPE FOR EVERY MODERN FILING NEED 


PLOLLCL 





ADE of stainless spring steel, highly polished, Cook’s 

Signals will not discolor paper and will remain clean 
and bright under all conditions of dampness. Due to in- 
genious, patent-protected features, they are easy to attach, 
relocate or remove, yet always stay put. Being of very thin 
gauge, they add practically no bulk. The signals are sup- 
plied in 12 colors, all non-chipping enamels. Helpful cards 
of actual samples on request. 


Other COOK Items for Busy Offices 


Burro” Paper Clips—thin, spring steel, heavily nickeled fasten- 
ers for letters, enclosures, etc. 

‘Burro’ Index Tabs—Detachable tabs for cards and ledgers. 
‘Bull Dog” Clips—-Tough, spring steel clips for holding bunches 
of papers, samples, etc 


Write for descriptive circulars 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION" 


For Profits. -- 


Hurry to Murray! 
in Room 1044 Palmer House 


Chicago, Feb. 10-11-12-13 


On display will be the complete 
profit line for 1941. VARAT will 
show you how to make money in 
your leather goods dept. with their 
“priced right" line of leather goods. 


No. 308 


If you 
won't be 
in 
Chicago— 
send 
for 
Catalog 
today!! 





MURRAY VARAT COMPANY 


114-124 S. Clinton St., Chicago, Ill. 


New York 


San Francisco Baltimore 














Get Your Share of SAFE 


Replacement Business! — 


SCHWAB Shows You How! 


By reason of the numerous, new SAFE Features which 
SCHWAB has introduced, it becomes easier for dealers 
to tap this huge replacement market. Safes too grow 
old and less efficient. Business has demanded and re- 
ceived new safe requirements which keep pace with the 
times. These features properly presented lead to Re- 
placement Sales and 
greater dealer profits. 
For best results, let 
Schwab Safe Co. direct 
your selling efforts. In- 
vestigate our dealer 
sales plan designed to 
give your customers 
100% fire and theft 
protection and_ give 
you the maximum safe 
business from your 
community. 


* 


Send for the Schwab 
catalog—showing a wide 
range of capacities for all 
business records. Also 
safes for postoffices, banks, 
furriers, jewelers, etc., and 
fireproofed for all emer- 


gencies. 


THE SCHWAB SAFE COMPANY 


LAFAYETTE, INDIANA 
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Mace 


Erases a single letter or 
line. Typists approve of 
this Klenzo eraser, in 
paper pencil form, the 
handy junior size with 
brush attached. 

"THE STRING'S THE THING" 





pore Peres 2a 
KLENZO YR. ¥.S-A 


ee eR 








534-B KLENZO JR. 
hfats0e/ PENCIL CO. 
A 


PwesetinaeelProera, VY. $. 
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Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and holds in place the assembled papers 





while being inserted in typewriter. Produces a greater number of 


fegible carbon copies at one writing. 







eer ea 
aaa ’ _ USE THIS 
i To insure as 7 cS 
ow oa 
‘odo 
“CARBON 2. 
GRIPPER”’ — 
List Price 25¢ — = 
@ Insures clean, Carbon Orin cont ee rele or — 


fect alignment 


Strong copies. doce why 
Assure: perfect © legible 
Praduces » greeter somber of 
veben copes ax one wring’ 
@ Assures per- Saves wear on ribbons. 
= wor o" 
wom o hard plawem 


@ Saves wear on ~Corbon-Gripper™ Direewaat Oe we and sheets of poner 
ribbons 

@ Saves wear on 
platen 


One “Carbon-Grip- 
per” in every box 
of Super-Kote and 
Keen-Rite Carbon 





cance ta 
LIST PRICE 25¢ EACH 
Made only by 


Papers Without ODO MANUFACTURING coar. 
Charge. Write for | ae a no oon ® 
details. onn ® — 


Codo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 





OFFICE APPLIANCES 





DEALERS— 


Here's profit! 





LARGER DEALER PROFITS 


from higher quality ink and 
more satisfied customers 





4 grade of Duplicator Ink for every use. 
“STYLEOTYPE’—Jet Black, Instant Drying, Minimum Penetra- 
tion. Prepared for high speed duplicators. 
“RED FEATHER’—Top Quality, Long Run, Free flowing. No 
oily outline. 
“BULLETIN’—A dependable Commercial quality where retail price 
is a factor. 


WRITE TODAY FOR OUR LATEST 
DISCOUNT SHEET AND CATALOG 


Red Feather Products, Ltd. 


431 Bush Street, San Francisco 


Manufacturers of Guaranteed Stencils, Inks 
Correction Fluid and Typewriter Type Cleaner 














- SUPERDEX 


8 PASTEL 


per O ABELS 
ROLL L 
GOLDENROD Put SUPERDEX Roll Labels on your counter 
CHERRY right out in plain sight. You'll be surprised 
SALMON how they sell. Everybody who comes into your 
Onan store can use them. 
MANILLA 
BLUE SUPERDEX Roll Labels are made on full auto- 
WHITE matic machinery. They are always perfectly 


perforated, carefully and evenly gummed. 
Available in eight different colors, they are 
excellent for signaling. 

Priced to meet competition, Warshaw Roll 
Labels are a great ‘buy’ and will make money 
for you. 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN, N. Y. 
GUIDES INDEX CARDS 








FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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Extra 


Strength fine gua i: ty 


Ample 


lifetime of satisfactory service. A I 


OUTSTANDING FEATURES of 


1615-25 MELON ST. 





METALSTAND 


You can recommend without qualification and sell with perfect 


- confidence. Safe support assured for standard typewriters 
Proportions heavy adding or computing machines, ete. Choice of three 
sizes 14 by 1744, 16 by 20 and 17 by 24 inches—and four 

finishes: Green, Walnut, Mahogany and Oak. 
. Shipped KD for economy—set up with our special inte 
Special locking construction that assures strength and rigidity—a 


Care in 
3 WMETALSTAND is shipped subject to 
s gree sales «¢ re) mo esponsibility! 
forming a pte 3 eral ert el cg 
and 
finishing METALSTAND 






31G VALUP. 


dealer's approval. Prove 
! Arrange now for 


COMPANY 


PHILADELPHIA, PA. 








1 Put A SENTRY 
SAFE on Duly 


and you'll be providing dependable, 
new-safe protection at a used safe price 





INSIDE DIMENSIONS: 15” x 12” x 12'%2” 





WEIGHT: 245 Lbs. 1-Hour Protection 


only *35 Lat 


DEALERS: You can make quick profits on this lower 
priced safe. Many exclusive. territories open. Write in 


BRUSH PUNNETT wwe. 


545 WEST AVE. > ROCHESTER, N. Y. 

















GRAND RAPIDS, MICH. 








WAGEMAKER CO. 








; ROFITS from taking orders 
for business cards might 
not be huge—but they are 

consistent, 

For this isn’t a_ speculation. 
All you need do is insist that your 
printer or engraver uses Wiggins 
Book Form Cards in the orders 
you send him. 

Pittsburgh Then watch the profits roll in! 








Tell your engraver or 
printer to ask any of these 
paper merchants for sam- 
ples of Cards and Cases 
Or write us direct. 


New York City 
C. Loe Ce 


Chatfield & W If satisfied customers are assets, 
Ps you'll have plenty. 


Detroit 
Patr > 


Se n-Patrick Paper ¢ 


The John B. 


W l (> (; | N S Company 


1162 Fullerton Avenue, Chicago 
Book Form Cards Compact Binders 


Grand Rapids 
r ' Paper ( 

Houston 
B rth Co., I 


St. Louis 
Tobey Fine Papers, I 


I - 





BANK PASSBOOKS 
And Pocket Check Cowers 


New methods of manufacturing make Low Prices 
and Easy Sales. Super Finish and Antique Moorish 
Passbooks. N.C.R. and Burroughs Window Machine 
Passbooks and all other style Passbooks and Check 
Cases. BIG OPPORTUNITY for Bank Supply and 


Stationery Salesmen. 


Write for samples and prices. Full 
particulars on request. 


AMERICAN PASSBOOK CO. 


Akers Bldg., Cleveland, Ohio 








MAILBOY MOISTEN 


ENVELOPES, 
STAMPS, 
LABELS 


Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
fast! Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
plated, enameled. 
Sells on sight, at 
unheard of low 
price. 


Only $9.50 








A product of Better Packages, Inc. Shelton, Conn. 
Distributed by A. W. KELLOGG SALES CO. Waltham, Mass. 








Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *scontyn'n's=* 
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OFFICE APPLIANCES 


ANOTHER NEW PRODUCT 
AN ADDRESSING MACHINE 


fe Based on the LIQUID PROCESS. No Ink — No Stencil 


USER CAN EASILY PREPARE HIS OWN PLATES 
AT LESS THAN ONE CENT EACH 


Plates Change Automatically 








For Full Particulars and Dealers’ Discount Write to phan 
THE ORTHOGRAPH Co. Los ANGELES, CALIF. PRICE OF MACHINE $4 7:50 
ALSO AUTOMATIC POST CARD PRINTERS AT $14.90 aes Sarwar 














WEV" RKURE Seaham Clan tinh The Steel Transfer Case 


vucsinect (an ~ PRODUCTS that Startled the Industry! 
WOOD STAMP 


CARBON PAPER 
age LASTS LONGER — Now Improved — 
5 PADS “ 


Tests show 35 to 


FE Art RE 50% morecopies. MA aaW Lanes Biggest $3 Value of the Season 
=> UNIVERSAL RIBBONS 
Same sheet works H E C TO GR APH aii — _— — ey — ‘8 
on standard or noiseless typewriters, . A 7 B ON 


billing or bookkeeping machines. Write For Samples 
—— Write For Complete Catalog 


PHILLIPS PROCESS CO. Inc. ° 


194 Mill Street Rochester. N.Y. EFFICIENCY EQUIPMENT CO., INC. 
360 W. Superior St., Chicago, Ill. 


Most Liberal Dealer Discount 











J — L.A-PHILLIPS President 











“WRITO"..A New Discovery! MAGIC FLOW 


In Hectograph Duplicating Compounds AN EXCELLENT 
GIVES BETTER RESULTS . . . The ink DUPLICATING INK 
goes onto the paper, not into the com- 
pound. 5 on re ha as many clear Also other 
i —i iat - > ithout . * . 
ee Duplicating Supplies 
HAS LONGER SHELF LIFE .. . Guar- “ 


anteed indefinitely against deteriora- 
tion. Will not crack, dry or spoil. 























IS PLEASANT TO USE . . . Odorless Samples and Prices 
and non-sticky. Won't tear ordinary ‘ ia 
paper. Takes any kind of paper. upon request. 
SAVES YOU MONEY .. . WRITO 

weighs less, so you get more per 2 


Pens and Refille . . . pound. So pure it can be melted 
. and re-used, too. 


Sizes Write for prices and samples! S Oo N T t N i N 7 A L | N K . Oo : 


for all ROSS LABORATORIES, Inc. 
needs. 1488 Merchandise Mart, Chicago, Ill. 544 W. LAKE ST. CHICAGO, ILLINOIS 

















So SE AL RR 
MORE SALES IN 1941 Speed Preparedness WITH 


If you are getting 75% of the typewriter users 
in your district to buy and repeat on the type 
cleaner you sell . . . you are selling Clarotype. 
It's the type cleaner that repeats 
and outsells any other product. If 
you are carrying another type clean- 
er, change to Clarotype and start 
getting your full share of this profit- 
able market. Write us for a free 
trade package, free advertising 
aids and our liberal discounts. 
The Clarotype Company, Inc., 
16-B Hudson Street, New York City. 




















CopyRIGHT...the World's 
leading Copyholder for 
easy, swift, accurate tran- 
scribing and copying. 
COPY-LITE ... the unique 
Desk Lamp (Fluorescent 
or Incandescent) made ex- 
clusively for attaching to 
all upright Copyholders. 
Dealers will profit by 
showing customers this 
modern TIME and LA- 
BOR-SAVING equipment 
Office Managers will profit 
by asking their Dealers to 
show them both items to 
help solve typing produc- 
tion problems! 


Copy Right Mfg. Corporation 


S3 Park Piace New York, WN. Y. 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 














KNOWN AS THE BEST 








ee 
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= Your Sales Go UP 
WHEN YOU SELL 


wn 


AICO-GRIP 
BY THE BOX! 





503 S. Jefferson St. 


G. J. AIGNER Company 


Chicago, Ill. 








INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 
Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 


CARD 


ESTABLISHED 1919 














ALLEN 8 WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 


WRITE FOR Ennor-NO vera LS 
THE DAWN MFG. CORP. 


12 CHAMPENEY TER., ROCHESTER, N. Y. 


STEEL FILES 


Map Cases... 
. Wardrobe Cabinets 


Typewriter Tables... 
Storage Cabinets. . 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 


ON SPECIAL STEEL iTEMS. 


ANDERSON-HICKEY COMPANY, 


GENEVA, ILLINOIS 





INC. 
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ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Autoe- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- ; 
ing and Library Ladders. ~ 
Write for literature and 
prices. 

Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 














SERVICE CLIP- BOARDS 


The greatest improvement in 
years . . . @ standard, staple, 
year-round seller .. . not a 
novelty. 

SURFACE smooth as glass—both 
front and back. 

GENUINE PLASTIC fibre-board 
not affected by moisture — all 
edges rounded. 

GUARANTEED not to warp, chip, 
split or splinter. 

METAL SHOULDER keeps papers 
in even order. 


Samples and prices will be sent on 
request Ask for information about 
our desk pads and chair pads, baskets 
and other plastic fibreboard office 
appliances. 


No Type Size po. wt. 
200 Note 64x11 17 Ib. 
201 Letter > x 21 Ib. 
202 Cap 9 xis 26 tb 


Packed 24 to Carton 


SERVICE INDUSTRIES, INC. 
2025 S. Calumet Ave., Chicago 
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OFFICE APPLIANCES 





NO. 122 STUTI-FILE cist 
With Automatic Index $4qso 








Two big “little” items that are 
consistantly building sales and 
profits for ASCO dealers are the 
personal files illustrated — and 
these are only two of the most 
complete line of personal files 


NO. 120 PERSONAL FILE 
With Automatic Index 












List 
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for every purse and purpose. 


Let's go ASCO for greater 
Sales and Satisfied Customers! 































Convertible RUBBER CUSHIONS 


@ Popular All-Season 
Chair Cushions @ One 
Piece Sponge Rub- 
ber @ One Side 
Cool Woven Fi- 
bre—the Other 
Rich Durable 
Corduroy. 


Available in a 
variety of sizes, 
styles and cov- 
erings at prices 
that present real 
value for the 
user and good 
profit for you. 
Write us for de- 
tails and prices 
of the fast-sell- 
ing “Perfect’’ 
line. 











We also distribute the Latex Dunlopillo. 


THE PERFECT RUBBER SEAT CUSHION CO. 


1412 UNITY STREET PHILADELPHIA, PA. 








Dealers and Distributors 


YOU have 
the OUTLET 


WE have 3S -Quality 
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on plain backs or 


~~, 
et - - 


with your or our im- 
print. Prices and 
samples on request. * 


— 


Let’s Get Together 
525 W. 76th, Chicago 








DURA-FLEX CO., 























HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Tile fo fastening minous orrespondence 
f paper, leather and fabric 
yrograms t Adjustable 


acy AGME N can handle three 
’ l¢ na nic 


Full details 


in our 


chanica Silverstreak 
ally equipped to take %” Folder. 


ACME STAPLE CO:! 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 


and without me 








Solves All 
Stamping Problems 


Amazingly efficient for office, shop, 
factory, shipping room, ete. Gives 
clean, sharp impressions long after 
other pads are worn out. Huge ink 
capacity. Available in models and 


sizes up to 20 x 20. DEALERS, 


write for attractive offer. 


RIVET-O MFG. CO. 
95 Jason St., ORANGE, MASS. 
or Louis Melind Co., Western Rep.: 
362 W. Chicago Ave., Chicago, Ili. 





SPEED-MO 


Sponge Rubber 


STAMP PADS 
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PRODUCTS BY DARNELL 
ARE EASY TO SELL 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition 


Free 


New SEND FOR 

your Cory 
DARNELL mo 
MANUAL 


DARNELL 
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AND NOISELESS 


GLIDES 





DR. SCAT 


For the Typewriter 





Want to make a PROFIT? 
Then—SELL Dr. SCAT! 


For Cleaning Type, Refin- 
ishing Platens & Stopping 
Paper Slipping—There is wg 
nothing better. \ 











Manufactured By WS 


DR. SCAT CHEMICAL CO. -scrnassen: 


178 North Franklin St. Chicago, Mincis ®9 5-5. Pat. Of 
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Stanley R.Bristow 
24 Central Ave.West Orange.N.5 
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Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 














RIBBONS and 
CARBON FAVES 


Don't write— 
Wire collect, 


and thank you. 


ALLIED 





CARBON € RIBBON MFG CORP 





165 DUANE ST. 
- NEW YORK, N. Y. 











“L:E-B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER e NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 











—L.L. BROWN — 





LEDGER LINEN AND BOND 
Super Since 
Quality eo. 1849 


L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 



























PROFITABLE because it SELLS 


BESZaTEST 


PAPER CEMENT 
and ACCESSORIES 


Nationally used for every 
paper pasting and 
mounting purpose—Clean 
—Speedy—will not curl, 
wrinkle or shrink paper. 
Stocked by leading job- 
bers everywhere. 

Write for Dealers List 
No. 11-0. 


UNION RUBBER E ASBESTOS Co 


TRENTON. NEW JERSEY 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free triel basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. 


3168 N. Clark St. 
Chicago, Ill. 
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Have You : 


a Friend or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 








THE MANAGERIAL FILE! 


For the busy EXECUTIVE —e 
agate and — 
\ sk-side all-a 





Elevatis g 
Ball-bear rolle 
Welded roe constr 

finist 


iceable bee 

Priced low a —— value! 

Write for f vow 

Try Our 4 Ball-be ering Roller 
ransfer F 


Northwest Metal 
Products Co. 


1337 E. Mason St 
Dept. AF, 
Green Bay, Wis. 
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SELLS AT FIRST SIGHT! 


PHOTO FANS can’t re- 
sist this new all-purpose 
album. Displays photos, 
files and protects films 
and extra prints in in- 
dividual envelopes, gives 
complete reference data. 
In sturdy, attractive 
MULT-O ring binder. 







Write for samples and prices 





siz 
holds TRUSSELL MANUFACTURING CO. 
60 PRINTS and Dept. O Poughkeepsie, N. Y. 


60 NEGATIVES 











More Users, Faster Sales, Bigger Profits 


MOORE Mapetachs 


i Alwaysasteadyseller,withfrequent COLORS, 
FR E E ° repeats, but today one of the fastest SYMBOLS, 
wooly. moving items in the stationery & SIZES 
Se one store. Youcanmake that trueinyour FOR ALL 
Compact. Handy. store, too. Simply display theattrac- MAPPING, 
tive MOORE Cabinet...then CHARTING 

watch salesand profitsclimb. You & OTHER 
may have one FREE. Just send an NEEDS 
order to your jobber for 5000 


assorted MOORE Maptacks. 
Nationally advertised. Order today. 


MOORE PUSH-PIN CO. 


113 Berkley Street, Phila., Pa. 
Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 

























Map and 
Plan 
Steel Units 


In every draught- 
ing reom or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


bit) & Lb 


? 


? 
BibSiebibis 


Write for 
information. 


Browne-Morse Company 
Maskegon, Michigan 




















yy 
All large 


users th uld 






buy in bulk 





Li 





cans, Grippit’s economy invites you 


to use it wherever you require adhesive that never wrinkles 





yaper . . . that keeps work and workers unsoiled . . that 
pa} i 






holds permanently, yet can be peeled off without damage. Write 


for Free Tube and Profit Story to Harriman-Welts Products Co., 







200 Summer Street, Boston, Massachusetts 









OFFICE APPLIANCES 


STATIONERS 








Do You Sell 
BRITISH 
GOODS? 7 


AMERICAN 








If so— 


you will find our new 
quarterly publication the 


BRITISH STATIONERY 
EXPORTER 

of the utmost assistance and value as it con- 

tains a comprehensive display of the most at- 

tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below:- 


To F. W. BRIDGES LTD.., 
Proprietors THE BRITISH STATIONERY EXPORTER, 


34, Bridge Street, 
HEREFORD, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 


(Please attach your business card or letter-head) 


Address 


Date 





=<<=-===-- SEND US THIS COUPON ------== 














FEBRUARY, 1941 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 

fumble to find the place where 


PATENTED 
VEB.17,1920 JAN. 11, 1928 


siete the ring opens, if it’s an Adams ring. 


Eight Sizes Here is the simplest, quickest-operat- 


ing and most satisfactory ring ever 
invented for perforated sheets or 
Ne. 00, % in. No. 2, 1% In. binders of all sorts. Allows binder or 
. 0, % in. Ne3,2 In. sheets to lie flat when open at any 
01,1 in. Ne. 4, 2% In point. The enlarged joint, nicely 
4 ¥ im z N 63 j . rounded and smovthed, keeps ring 
. ee ee ee " right side up in position to be in- 
Come also boxed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler. We also 


inside Diameters: 


manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. f.5° iat’ “4 








MARKI/LO 
AAMAS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
r, _——— lulose. We build to fit your particular need. Write 
dl us for details. 


Markilo Company, Mfrs. 


43633 S. Racine Ave. Chicago, U. S. A 















MAKES EVERY TYPE 
OF CHANGEABLE 
LETTER SIGN, FROM 
THE SMALLEST 
DESK NAME TO THE 
LARGEST BUILDING one ot the wide variety of ACME ote 














MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


Sate = 
— 
x we 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 


























INKOGRAPH 


PENCIL POINTED PEN 


14 Kt. Solid Gold Point 
The only successful STYLO 
Ink Pencil 
Suits any hand or style of writing. 
Unequalled for making clear carbon cop- 
ies with original in ink. 


Catalog and discounts on request 


INKOGRAPH CO., INC, 


World's Largest Manufacturers 
of Pencil Pointed Pens 


206 HUDSON STREET 
NEW YOuE, N. ¥. 
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ACME 





boards. Send for catalogs of prices, styles, 


DIRECTORY. Your specifieations. Just tell us your needs, 


BULLETIN & DIRECTORY 
BOARD CORPORATION 


37 East 12th St., New York City 
607 South Hill St., Los Angeles, Calif. 


™ AMERICAN 


MODEL 41C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 


Will make up to 10 good 
carbon copies. 


Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


A NECESSITY 


in every office 


@ The amount of work 

you can turn out in a day 
depends upon your secretary. And 
upon your mail desk. 

To avoid that 5:00 o'clock bottle- 
neck at the mail desk get a Hanson 
Hi-Speed Postal Scale. It shows ex- 
act postage instantly—no weights to 
jiggle. Hairline accuracy. Built to 
last a lifetime. 


HANSON SCALE CO. 
525 N. Ada St., Chicago, Ill. 


HANSON SCALES 


« KITCHEN « NURSERY «ff 


TWIRLIT 


Does All Paper 
Punching Jobs 
BETTER! 


Cuts straight down 
through 150 sheets 
of paper (a half 
inch) or through 
strawboard, leath 
er, etc Your 
choice of 14, 9/32 
11/32 and 13/32 
inches. Single 
unit lists at $2.50 





twin drill heads 

as shown, with $7.50, and three demonstrator dis- 
back and side head model at play—-order sam- 
guides and scc 50 Get our ple TWIRLIT. 


MITCHELL BINDER COMPANY firentown, “ma. 
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WHAT A DIFFERENCE 
“Roy 1 bn. / e- MAKES! . 


ooo IN YOUR SALES, TOO. ee 


AT LEFT— 


Everywhere there are interiors similar to 
the one illustrated at the left. The furni- 
ture is out-dated, worn out, depressing. 
Owners of offices, shops, restaurants, etc., 
know about Royalchrome .. . and they'll 
install it if you show them the new 1941 
Royalchrome catalog. 


BELOW— 


Here is the same interior as the one above 

. but look what a big difference 
Royalchrome made! This smartly styled, 
long wearing, economical furniture prac- 
tically sells itself! 


A DIFFERENCE IN 
PROFITS FOR 1941 


It's a lot easier to get business when 
you sell Royalchrome. Your sales- 
men will find prospects on every 
hand—in the same building, around 
the corner, etc. There is furniture 
for lounge, reception room, office 
cafeteria . .. for club, school, insti- 
tution ... for almost every business, 
professional and institutional use. 


ROYAL METAL [socom mam 
<<" MPG. COMPANY | 20" “res 


: Milliners Hotels 
@ Write today for the big 84-page 187 N Michigan Ave Dept B Restaurants Grills 
‘ - , ae 


Royalchrome catalog . . . just off Schools Recreation Parks 


the press. Ask about our dealer CHICAGO Hospitals Athletic Clubs 
proposition. You'll find Royal ''a Manufacturing Plants Drug Stores, etc. ‘ 


swell company to do business with". New York Los Angeles Toronto 

















A LARGER LINE—MORE PROSPECTS—GREATER VOLUME 











THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


wm Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-seven years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 
































Plan For All Of Them NOW! 


Stock up—get the complete line—and 


IGHT now is the time to promote the sale 
of Underwood Portable Typewriters . . . 
a model for every need ...a price for 


every purse. 


Join the fast-growing group of progres- 
sive retailers selling the complete line of 
Underwood Portable Typewriters. These 
personal writing machines make excellent 
displays because they have eye and try 
and buy appeal. 


be prepared to benefit from the tremendous 
public acceptance of Underwood Portables. 
For it's going to be another Underwood 
year. Note the Underwood promotions 
wherever you go—and start planning your 


1941 profits now. 
* 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
ONE PARK AVENUE, NEW YORK, N. Y. 


UNDERWOOD ... TYPEWRITER LEADER OF THE WORLD 








